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STERLING INLAID 


For this fall Holmes & Edwards Inlaid announces the iargest national ad- IT’S THE SWEETEST 


vertising campaign it has sponsored in years. Several of the finest and largest 
magazines will be used in October, November, and December. The combined SET-UP IN THE FIELD 


circulation of all magazines for this period totals 37,051,740. 


The magazines include the Saturday Evening Post, Woman’s Home 1 
Companion, Good Housekeeping, McCall’s, Ladies’ Home Journal, and the Sterling Inlaid quality 
American Magazine. 9 


The advertisements themselves are designed to sell silverware. Every ad- 
vertisement carries illustrations of every active pattern .. . dramatic and con- 
vincing presentation of the sterling inlaid quality feature . . . frequent reference 3 
to Authorized Dealers . . . retail prices . . . reference to the companion line - 

Full 100% Protected Profit 


Stratford Silverplate Sectional. 


Sold only direct to retail dealers 


Here is a national advertising campaign built for the retailer—because 4 
Holmes & Edwards Inlaid is the retailer’s line. Five fast-selling patterns 
The mark of the International Silver Company—the world’s largest § 
:ntaker of silverware —the world’s largest advertiser of silverware. National advertising features the retailer 


If you have not received our Retail Catalogue, send for your copy at once. 


HOLMES « EDWARDS INLAID 


“SOMETHING MORE THAN PLATE” %REG. U.S. PAT. OFF. 
THE DIRECT-TO-RETAILER LINE ...SOLD THROUGH AUTHORIZED DEALERS ONLY 


INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, Meriden, Conn. 
NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post St. ST. LOUIS, Ambassador Bldg. 


























INTERNATIONAL STERLING TOILETWARE 
AT STARTLINGLY LOW PRICES 


a for long. 


EVER before has International 
Sterling offered such outstanding 

values in dresser silver. The three-piece 
sets, priced to sell trom $30 to $45 are 
equal in design, weight, and workmanship 
to any sets we ever oftered at $50 and up. 
Due to the government’s huge purchases 

of silver bullion under the Silver Purchase 





“VARSITY, ’’ 4 smart, full sized mannish pattern, comes in every dresser 
accessory . . . comb and brush $20.00; ‘‘Regatta,”’ a very practical masculine 
military set with deep cut cross hatched engine turning . . . 2 military brushes 
and comb in gumwood case with black lacquer and chrome bands, $29.50. 


Act it is probable that the price of silver 
bullion will advance and with it the price 
of sterling silver. We do not expect to 
be able to hold these prices long and suggest 
that you order now for holiday selling. 


For catalog, write Simpson Hall Miller 
& Co., International Silver Co. successor, 


Wallingford, Conn. 








! rite e 
<= ealuced for ee ee / 


International Sterling Toiletware will be advertised in 
December issues of Fortune, Harper’s Bazaar, House 
Beautiful, combined with Home & Field, Vanity 


Fair, Spur, House & Garden. 













THESE FOUR ®ppealing 
models are adapted from our 
popular **Trousseau’’ design in 





flatwear. The slender, grace- 
ful lines, the crisp, deep-cut 
laurel leaf border give these 
sets great distinction and sales- 
appeal. Priced at $35, $40, 
and $45, for comb, brush and 


mirror, 





«1 "AMOUR ’”’ answers the 


demand for a simple, beautiful 
toilet set without border or or- 
nament. An engraved shield 
and three different engine turn- 
ings give an interesting range 
of choice. Priced at $30, $35 
and $40 for comb, brush and 
mirror. 
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SPEAKING OF THE JEWELRY TRADE 4 «4 ao 


“ _ 
"™ stock room is 


a mad house!” was the expression of 
Julius Lipschitz, vice president of the 
Oval Mfg. Co., New York, makers 
of artificial stones and beads of all 
kinds. Although there are plenty of 





OTHER ORDER. >= 
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orders, too many for the comfort of 
stock clerks, still Mr. Lipschitz com- 
plains that they are a bit too small. 
Said he: 

“Manufacturers of novelty jewelry 
are buying from hand to mouth, a 
policy reflecting the practice of the re- 
tail store, which today orders a sixth 
of a dozen at a-time. Merchants have 
made up their minds not to be caught 
with large stocks on their hands, as 
they were in 1933, and frequently or- 
der the same item as many as two or 
three times in one day! 

“The current demand is for trans- 
parent carbuncles, high dome emer- 
alds, rubies and sapphires, especially 
for the green stone. Imitation mar- 
casites are also popular. ‘The style 
trend in imitation jewelry has adapted 
itself to fashion in dresses with the 
result that, because high necklines 
cause necklaces to be worn less fre- 
quently, jewels are used to decorate 
the costume, as dress accessories. We 
see sparkling slipper buckles for eve- 
ning wear, and buckles studded with 
stones to go with the gown.” 

The Oval Mfg. Co. recently pur- 


THE JEWELERS’ CIRCULAR 
for October, 1934 














. lot of ornamental glass. 


chased about 60 per cent of the imita- 
tion stones stock of Albert Lorsch & 
Co., which liquidated that division of 
its business in an auction sale June 21. 


? < 


Many of our 


retailers are progressive merchants, 
but few have the honor of starting an 
innovation in store and _ building 
decoration that has been followed by 
merchants in all lines. This honor 
came to Auble Bros., Ord, Nebr., who 
early this year had a special metal and 
glass “marquise” installed in front of 
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their jewelry, music and optometry 


store in Ord, starting a popular fash- 
ion that has spread to fine emporiums 
throughout their State and in other 
sections. In telling of this marquise, 
the American Glass Review in a spe- 
cial article some time ago said: 
“Merchants putting in new fronts 
during the past Fall and Winter in 
Nebraska, began to put on the finish- 
ing touches with this marquise. No, 
it wasn’t a glass and paint man that 
invented it, even though it calls for a 
Neither was 
it a hardware man or a tinner that in- 
vented it, even though it calls for a 
lot of sheet metal. No, it was none 
other than a couple of jewelers, Auble 
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Bros. at Ord, Nebr,. who designed 
this new role of marquise just for 
their uwn store at Ord. Other mer- 
chants at Ord were immediately 
jealous of the Auble Bros. front, and 
wanted a marquise or permanent awn- 
ing just like it. So Auble Bros. made 
several for their fellow merchants in 
Ord. Then Haeffelin & Son, hard- 
ware at West Point, Neb., heard 
about it and ordered one for their 
front. Then Safarik’s Drug Store at 
Schuyler, Neb. Then some stores at 
Hastings, Neb., and a dozen other 
places in the State.” 

And the article goes on to tell how 
a glass and paint company at Omaha 
got so many orders for the material 
tor these marquises that they started 
an investigation which resulted in the 
beginning of a new industry in this 
line. 


5 ae 


“ 
New York business men 


should get out of the city and imbibe 
a littl New England optimism!” 





was the hopeful note sounded by Ben 
Rosenthal, of Rosenthal & Kaplan, 
New York, after his return from a 
recent trip through New England, 
Baltimore, Washington and Phila- 
delphia. ‘Except for the indecision 
caused by the impending textile strike, 








retail jewelers in the cities I visited 
were definitely looking forward to 
better times, and this attitude was re- 
flected in their buying. Industry is 
in a fundamentally improved condi- 
tion in New England. Factories there 
are comparatively busy and the result 
of this activity has been a rehabilita- 
tion of buying power. The jewelers 
feel that substantial gains toward re- 
covery have been made in all other 
branches of trade, and look to the 
jewelry business as being next in line 
to pick up. 

“Buying is consistent but orders 
are small, and the unit price is a quar- 
ter of what it used to be in 1929. But 
the encouraging thing is that what the 
jewelers buy, they are selling, and if 
the public demands merchandise of 
popular price, there is only one thing 
to do—give it to. them.” 
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A new role in 


diamonds as an asset now wanted by 
wealthy men throughout the world is 
described by Wm. LaVarre, a well- 
known South American explorer, in 
an interview recently published in the 
New York World-Telegram: 
“‘When times were good men kept 








their securities in the form of stocks 
and bonds,” Mr. LaVarre comment- 
ed. “Then came the crash and se- 
curities were liquidated and put into 
gold. Next the Government called 
in all the gold. To play safe many 
people turned to silver as a safe in- 
vestment, but now silver bullion can’t 
be stored in safety deposit boxes. 
There is the whole field of the dia- 
mond market left for investors. 

“T predict that thousands of cau- 
tious investors will turn to diamonds 
as the next safe medium to put away. 
In fact, they’re doing that already, 
and it isn’t beyond the realm of pos- 
sibility that England will suddenly 
begin to use diamonds as additional 
assets to back its currency. The Bank 
of England is already flirting with the 
idea. . . . It isn’t for jewelry that 
diamonds are now being snatched up,” 
he said. “Most of the purchasers are 
collecting single stones or parcels of 


unset gems which they can put away 
into their strong boxes. 

“In the United States today the 
history of the crisis value of the dia- 
mond is only beginning to repeat itself. 

. As an investment commodity 
the diamond has four advantages. It’s 
never second-hand. Its legal owner- 
ship is easy to prove. . . . A fortune 
can be carried concealed on a man’s 
person, and the diamond has an inter- 
national market. Unlike gold, it 
can’t be alloyed with inferior sub- 
stances, hence is not subject to frau- 
dulent production.” 
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Md 
W. are prone to 


lay too much emphasis on the gran- 
deur and fame of the ‘skyline’ of our 
cities and disregard that which is in- 
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finitely more important—the ‘eye- 
line’, which is the stores, the store 
windows and the displays of merchan- 
dise in these windows,” said a state- 
ment before the Design and Display 
Section of the Fashion Group of New 
York City, by Captain Wm. J. Ped- 
rick, president and general manager 
of the Fifth Avenue Association. 
“The ‘skyline’ may have something 
to do with the reputation of a city, 
but the ‘eyeline’ has everything to do 
with its prosperity and its appeal to 
visitors and its own people.” 

After giving due credit to those 
merchants who, through tasteful and 
artistic displays, have been chiefly re- 
sponsible for the world-wide reputa- 
tion of “the Avenue,” the Captain 
expressed himself clearly regarding 
the storekeepers that exploit cheap 
merchandise with cheaper methods 
“with no thought of the effect on 
business or property values.” He 
asks, ““What can be done with those 
stores—with their gaudy poster and 
stickers, their windows full of cheap 
merchandise, their multitudinous 
price tags, their ‘sales’ signs . . .?” 
“They are a menace to good business ; 
they threaten the very future of Fifth 
Avenue; they undermine property 
and business values. And if Fifth 
Avenue is to continue its development, 
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there is no place for them here, and 
the public should show their utter 
distrust of them by refusing to fall] 
for the ‘so-called bargains’ they have 
to offer. They not only should be 
refused admission on Fifth Avenue, 
but they should be refused admission 
on any other street in the city of New 
York. In plain talk, they ought to 
be exterminated.” 


q+ ¢ 4 


Showing customers 
the basic reasons for difference in 
quality of products, a number of retail 
organizations have recently been en- 
gaged in educating the consumer 
through advertisements, exhibits and 
booklets. Says the Department of 
Commerce: 

A campaign conducted by a St. 
Louis department store, described in 
Retailing, takes for its theme “They 
look alike but—(followed by an ex- 
planation of the ways in which the 
quality product advertised is su- 
perior).” Comparisons are drawn be- 
tween the merchandise offered and 
other merchandise that viewed super- 
ficially may appear to be comparable 
values. In some instances the prices 
are higher and sometimes lower, but 














the accent is on quality rather than 
price. . 

In a booklet sent to customers a 
large Chicago department store shows 
just what goes to make for quality in 
different lines of merchandise, making 
consumers conscious of the fact that 
even though it may cost less in dollars 
and cents, cheap merchandise cannot 
compete with quality items in wear 
and comfort and continued beauty. 
Among the items covered, according 
to Retail Ledger (August), are silver- 
ware, furs, rugs, blankets and hosiery. 

“Very satisfactory consumer re- 
sponse is reported,” says Domestic 
Commerce, “and it is felt by the spon- 
sors that this information is not only 
of pertinent interest to the customer, 
but it is a means of building business 
for the future based on the knowledge 
of what makes quality merchandise 
more costly and more to be desired.” 
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l, speaking of 
the proposition to establish a “purity” 
mark on all real gem stones which, it 
is reported, is intended in Germany 
to guarantee the fineness of the gem, 
M. Weinstein, the author and gem 
expert of London, said in a letter to 
the Gemmologist : 

“Would not any mark on a stone 
detract from its beauty and value? 
Any mark, except on the stone itself, 
would be useless and would not serve 
any honest purpose, owing to the many 
advantages which unscrupulous deal- 
ers could take. 

“Instead of defacing real stones, I 
suggest that all imitation and syn- 
thetic stones be marked, thus leaving 








the real stone pure. and untouched. 
Why spoil a precious stone? Let the 
artificial product or the article which 
is wholly made of such stones be rec- 
ognized by a compulsory inferior sign. 

“As far as existing or old stock of 
imitation stones is concerned, it would 
be far easier to have such goods 
marked than to have the real stones 
branded. Or better still, why not 
scrap the existing stock of such 
stones ?” 


.) 9 


l, ending his 
speech before the commencement exer- 
cises of Bryant-Stratton College, 
Providence, recently, Hon. John 
Dickinson, Assistant Secretary of 
Commerce, took up the question of 
the demand of business men for cer- 
tainty in the future, saying: 

“When business men ask for cer- 
tainty, if they mean certainty in the 
sense of fixed prices, fixed profits, fixed 
returns on their money, they are ask- 
ing for the very things that they can- 
not expect to have in the kind of 
economic order which makes for 
business enterprise, business growth, 
and economic progress. They are ask- 
ing for the very things that they com- 
plain of when they complain of undue 
governmental restriction of business 
activity. There is one sense—and 
only one—in which the demand for 
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certainty is justified. It is justified 
when it means certainty that free en- 
terprise will be permitted to go on 
and will be restricted only to the ex- 
tent that is necessary for its own main- 
tenance and perpetuation, certainty 
that the rules and regulations which 
are imposed on business will be rules 
and regulations designed to aid it in 
maintaining its balance and thereby go 
forward, rather than rules and regula- 
tions designed to choke it and bring 


‘about economic stagnation.” 
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dd 
W. have recently 


found a very satisfactory increase in 
the number of new licensees who are 
adopting chromium both for decora- 
tive use as well as in industrial use,” 
said R. O. Loengard, vice-president 
of United Chromium, Inc., which 
controls the basic patents in that in- 
dustry. 

“The indications we have received 





THE ROYAL WAY 








—One of the greatest salesmen of the present 
day is the Prince of Wales. 

—He has traveled al! over the globe as sales 
representative of the British Empire. 

—He knows the value of advertising as few 
other men know it. 

—Wales says: 

“Experience has taught me that just as 
unmined gold is valueless, so are articles 
and manufactured goods hidden away in 
warehouses and factories useless until they 
are made known and made desirable by the 
art of advertising. 

“While | hesitate to assume the role of 
economist, may | say a word about financing 
sales? ;. 

“We all like to feel a sense of security, 
which comes from investment in something 
visible, like buildings and machinery,’ but 
what value to us would those assets be if 
the wheels of the machines were not run- 
ning and there was no output because 
there was no demand? It seems to me, who 
am not in business, that it is uneconomic to 
build factories and buy machinery and raw 
materials unless adequate financial provision 
is also made to meet the cost of advertising 
the goods produced.” 

—Even today there are those who do not 
believe that advertising pays. 

—Yet advertising has done more to raise the 
standard of living of 120,000,000 Americans 
than any other one force. 
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in the jewelry field up to the present 
do not conclusively indicate a definite: 
trend either in favor or against chro- 
mium, in comparison with the amount 
and quantity and quality of the lines 
that have been made in the last few 
years. In other industries, however, 
particularly those covering novelties, 
flatware, table decorations, electrical 
fixtures and in other lines, chromium 
plating is definitely on the increase.” 


--geg 


Answesirig an article 
in the August issue of the JEWELERS’ 
CirRCcULAR in regard to why wrist 
watch hairsprings stick together, L. 





-W. Hoyt, DeLand, Fla., offers his 
own suggestion ds to this question, 
based on his many years as a certified 
watchmaker, saying: 

“T have seen this question discussed 
many times in trade journals, but it 
never seems to have been satisfactorily 
answered. Every writer referring to 
‘Why Small Hairsprings become 
stuck Together’ seems to think that 
it is due to too much oil, which has 
been put on the mainspring, the pivots 
or both. This is not always the case. 
When the ordinary cleaning methods 
will not always remove the evil, there 
are times when the fumes from oil or 
something else gets on the hairspring 
and your old methods fail to clean it 
properly. It can be cleaned, but it 
will soon be stuck together again. 

“Now I would suggest the watch- 
maker take a little energine in a 
bright material box and place the bal- 
ance and hairspring inside; then place 
the box on carbon of an electric 
soldering machine, having set solder- 
ing machine at a low temperature; 
place soldering tweezers on top of 
box and be sure to make a good con- 
tact and no sparks. Boil the energine 
for about 30 seconds, then dry the 
balance and the hairspring in boxwood 
sawdust. I have found that this will 
remove the film permanently from 
the hairspring and stop the trouble. 
At least all those that I have treated 
in this manner have proved satisfac- 
tory.” 











MICHAEL KOHN 


4 November problem 


for the retail jeweler is, How can I create interest in jewel- 
ry now, that will bring me more store traffic and give added 
momentum to the sale of jewelry for Christmas gifts? For 
it is in November that most people sit down with pencil 
in hand to list dear ones and friends who are to receive 
presents, and to decide who gets what. At that time the 
mind is open and susceptible to suggestion, and the mer- 
chant who makes it his business to answer the question, 
‘What shall I give?” is the man who will get his share 
of Christmas business. : 

Four years ago, Michael Kohn, jeweler, 831 Elizabeth 
Ave., Elizabeth, N. J., began a November promotion that 
has proved itself unusually effective, not only in producing 
a substantial quantity of immediate business, but also, in 
keeping his establishment crowded with eager, curious 
people—people interested in diamonds, diamond jewelry 
and the craft of the setter—who are all potential buyers 
of jewelry for Christmas gifts. 

The idea around which the promotion is built is “mod- 
ernization”—the art of the craftsman in taking out old- 
fashioned pieces of diamond jewelry and placing the stones 
in smart, new settings which enhance both the beauty and 
value of the articles. The “Sell Your Old Gold” campaign 
has disclosed the fabulous treasure in precious metal which 
for decades has been lying in disuse in the trinket boxes 
of the nation. Similarly, there must be a fortune in dia- 
monds which, although intrinsically valuable, have become 
unsuitable for wear through the ever changing styles in 
mountings. And while the impulse to reclaim these pieces 
in the form of modern jewelry has not the forceful appeal 
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“Your Diamonds Set 


—While 


Ideas—merchandising ideas which 
have a fundamental appeal to the 
consumer — are the source and 
basis for all successful sales pro- 
motions. But it is necessary to 
put ideas to work. To dream about 
a plan and then forget it is like 
shaking up the bottle of medicine 
and putting it back on the shelf. 
This plan of Michael Kohn, New 
Jersey jeweler, is one of those that 
have been put to work—hard! 


behind it as was the case of gold, still, dramatized presen- 
tation of the idea can go a long way toward accomplishing 
the same results, as Mr. Kohn has proved. 


The Plan 


The story of the plan, and how it is put into effect, as 
told by this jeweler, is as follows: 

“Two weeks before the promotion is to begin, we start 
advertising in the local newspaper and in other papers 
reaching a population that lives within a radius of 10 
miles from Elizabeth. Copy (see advertisement on 
page 39) describes the opportunity to have the stones from 
old pieces reset in modern ring mountings at unusually low 
cost, and also, to see the workman make the transforma- 
tion. In the Elizabeth paper we use half pages and three 
column space, inserting three times a week, with smaller 
ads out of town. 

“We start off by limiting the special to three days, and 
then, on request of our customers, it is extended for from 
two to three weeks. It opens on Thursday morning, and 
during the period we are open daily from 9 a. m. to 11.30 
p.m. On the preceding Wednesday night we are all set 
up, with work benches arranged in the store for the setters, 
and customers come in large numbers to get a ‘preview’ of 
the ‘show.’ At first we only had one setter, but this year 
we are making room for three, as the popularity of the idea 
has become widespread and we found that last year, when 
we had two workmen, that many people had to wait too 
long. 

“The window display is made up of obsolete pieces con- 
trasted with rings of modern design, showing the transition 
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in New Mountings 


~~ You Wait!” 


This interview with Mr. Kohn de- 
scribes the plan, the method, and 
the measure of success of his store 
in presenting to the public an op- 
portunity to have old jewelry en- 
hanced in appearance and value 
by resetting the stones in modern 
ring mountings. First put into 
effect four years ago, the promo- 
tion has grown in value to the 
store to the point where custom- 
ers look forward to it as an annual 
event. 


from old to new. A card (see above) with copy similar 
to our newspaper ads invites passersby to come in and ‘see 
how it is done.’ This year we will place the setters in the 
rear facing front, so that the traffic will be directed through 
the store, and pass by show cases of other merchandise, as 
well as to prevent the front from being crowded. 

“Tt is surprising to see the number and variety of people 
that bring in old jewelry. Old ladies who for years have 
cherished one or two large stones bring in their pieces, 
select new settings from five or six large trays of mountings 
we display on the counter near the setters’ benches, and 
then stand fascinated while the craftsman does his work. 
Others, who have solitaire rings, desire modern diamond- 
set mountings, and very often our sale of small stones in 
one day is a gratifying amount of business in itself.” 


th fact that the interest 


of the public in the idea has grown from year to year, 
until now, as early in the year as May and June, cus- 
tomers begin asking about it and looking forward to the 
event. That the actual business done has also in- 
creased along with the interest is proof positive that 
the plan is a practical business getter which has few 
rivals. Still more important, Mr. Kohn says fully 30 
per cent of the persons attracted to the store by the 
promotion are new customers. To establish these contacts 
would in itself make the idea worthwhile, discounting alto- 
gether the profits on resetting. Sometimes the watchers 
standing by while their stones are being mounted become 
so inquisitive and ask so many questions of the setters that 
they interfere with the work and have to be politely re- 
strained. It is certain that deft technique of the diamond 
setter inspires an admiring wonder in the observers and 
(Turn to page 57) 
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Above—window card (22” x 14”) used to advertise the 
diamond resetting promotion. 


Below-—Newspaper advertisement (135 lines x 3 col- 
umns) used in local paper and those in nearby towns. 
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NEW-MODERN SETTINGS 


A Real Diamond SPECIAL 


Resetting 
THREE DAYS ONLY 


THURSDAY — FRIDAY — SATURDAY 












































COME IN AND SEE IT DONE 


An expert diamond setter will be in our store. Bring 
in your old jewelry. Make your selection from any une 
of over 509 designs of the latest and mest attractive sct- 
tings, and watch the diamond setter reset your old dia- 
mond into a beautiful modern ring. All nrountings are 
18 kt. white gold with platinum finish. 


Over 500 Designs to Choose From 


$°7.75 


COMPLETE 


Regular $15 
to $25 


DON’T DELAY—SAVE at’ this LOW PRICE 


— 








Jeweler and Diamond Merchant—Est. 1906 
831 ELIZABETH AVE. - ELIZABETH 

















Results Delight Jewelers Who 











By 
The Observer 


i— still a lot 


of gold in this country, for Uncle Sam hasn’t gotten hold 
of all of it yet. To be sure, he has gathered in consider- 
able, but he is a good customer for more. 

Just to grasp an idea of how much he has, let me tell 
you that in August he wished to move some from the San 
Francisco mint to the mint at Denver. It seems the 60- 
year-old stone building on the Coast is to be razed and a 
modern structure built in.its place—and Denver is a good 
safe place to store gold while waiting for the construction 
job to be completed—so one of the greatest movements of 
the precious metal in the history of the world took place 
August 3. 

Ingots variously estimated as worth from a billion and 
a half to two billion two hundred and fifty million were 
to take a guarded ride eastward. 

While hundreds of soldiers, postal inspectors and city 
police surrounded the mint, searchlights played over the 
area, while a dozen mail trucks were loaded. They then 
moved as a caravan to the three mail cars which joined 
to two Pullmans full of machine-gun experts would carry 
the yellow stuff safely to Colorado. 

But, it’s my intention in this article to tell you briefly 
how some of the wide-awake jewelers have secured a fine 
and consistent profit for themselves. Naturally, we assume 
that every jeweler in the country has bought considerable 
old gold during the last 12 months, but what interests 
The Observer more is how dozens of temporary shops 
could open up overnight and by the use of glaring signs 
and oftentimes unethical methods, drag this lucrative busi- 
ness, which should naturally come to the reputable jewel- 
ers, right away from them. The number of gold traders 
opening up to do a temporary business, taking profits from 
jewelers, has been tremendous. 

JEWELERS CIRCULAR readers may. be interested to 
know that Professor George Warren, of Cornell, the man 
on whose advice President Roosevelt took America off the 
gold standard and devalued the dollar, said at the Agrarian 
Congress in Germany in late August. According to the 
Lokal Anzeiger, Berlin, he said: “The nations of the 
world must now make the following decisions: Either 
lower taxes, service charges, debts. obligations, loans and a 
thousand other things, or raise the price of gold.” 

In the meantime, though the trading in of old gold has 
dropped down somewhat during the late Summer, I notice 
that the bigger buyers offered higher prices for it on Au- 
gust 15. On that date, Handy & Harmon bid 634 cents 
per karat per dwt for old gold. 

First, let me tell you how S. Kind & Sons, that famous 
old Philadelphia firm, went after old.gold business by 
some well-planned and attention-getting window displays. 
They first showed a pair of scales in the center of the 
window with crucibles and tongs. On one side, in 
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Turn “Old Gold Diggers’ 


suitable containers was the old gold as received from the 
public. On the other side was fine gold in sheet form, 
silver in shot form, large finished gold articles such as 
cigarette cases, signet rings, hoop earrings, eyeglass cases, 
etc. 

In their second display they again showed a pair of 
crucibles, large size, lying on their sides. They had their 
handy man arrange some old gold jewelry in plaster of 
Paris to appear as if it were being poured from the crucible. 
Old silverware, stuck in plaster of Paris in similar fashion, 
was apparently pouring out of the second crucible. It was 
admitted it was a little tricky to arrange this plaster with 
the actual old metal ariicles protruding, but the effect 
was well worth the effort. After it dried, with the 
articles and plaster coming from the crucible holding the 
gold articles, the plaster was painted bronze. The other 
crucible was covered with aluminum paint to resemble 
silver. In addition to these two main pieces, the other 
finished goods in gold and silver were similar to those in 
the first window with show cards giving a brief message 
about the timely opportunity to dispose of old gold. 


One of the best reasons 


why purchasing old gold from consumers should be tried 
may be answered by these facts. Despite the sharp drop 
of retail sales in four years, the number of retail ,estab- 
lishments has changed very slightly. There were only 
22,819 fewer retailers (1.5 per cent to be exact) in 1933 
than in 1929, which was presumably prosperity’s peak 
year, yet during 1933 the estimated sales of $25,700,- 
712,000 were 44.7 per cent less than 1929’s volume. 
This, you can readily see, made the going a bit rougher 
and considerable more effort was needed to secure turn- 
over positively necessary to those planning to keep their 
business on the surface. 

Among jewelers who have done astonishingly well in 
buying old gold are the Reagan-Kipp Co., of Boston, and 
Albert S. Samuels Co., Inc., of San Francisco and Los 
Angeles. Samuels, without doubt, release some of the 
most productive advertising in the country and enjoy an 
enviable direct mail patronage from all the Coast States. 

Imagine a jeweler paying out $351,000 to 43,000 peo- 
ple on old gold business alone since Feb. 12! Yes, sir, 
that’s what Samuel’s did in their two stores and it kept 
17 people busy handling this detail. 

The wonderfully written ads., of course, were instru- 
mental in bringing their stores to the public’s attention, 
for Samuel’s spend $6, 000 to $7,000 ~ month adver- 
tising just two stores. 

Jay Haight, sales and advertising manager of Albert 
S. Samuels Co., who is considered by many, including 
the Observer, to be one of the most capable retail store 

(Turn to page 67) 


THE JEWELERS’ CIRCULAR 
for O-tober, 1934 


4] 


The advertisements shown below and the 

one on the opposite page illustrate how some 

of the jewelers are “digging gold” out of old 

bureau drawers. Although the campaign has 

been going on in this country since June, 1932 
the golden tide continues. 





A NEW GOLD RUSH 


NEW GOLD RUSH is s 
eA not in Canyons or Gulches, but in od Bureau 
Drawers. 
When President Roosevelt, with a stroke of- 
‘his pen, increased the, price of gold; it started 
millions of people in odd. corners, old bureaus, 
chests ‘and closets for gold, old. gold (that -is bits of out of 
date jewelry, dental gold and old watches). Today these are 
worth mere than they have been for two generatiohs. 


REAGAN, KIPP_ COMPANY 


BUYERS OF OLD GOLD AND SILVER FOR GVER 20 YEARS AT 
162 TREMONT ST., Next to Keith’s Theatre, BOST ON 
Licensed by The Governsrent to Buy Your Gold and Silver 




















cASH FORQOLD GOLD 


Bring us your OLD GOLD jewelry, watches, dental gold 
or any article, regardless of condition, which contains 
Gold or Silver, and receive cash for its value. 


PEASE & CURREN 
REFINERS OF PRECIOUS METALS 


idence, B. 1.) 
5 Bromfield St, Room 22, Mass. 


Telephone LiBerty 6474 Established 1916 U. S. Lic. N. ¥. 13-82 




















We pay cash for old gold and silver 


ace, 


Diamond Merchants 


Jewelers » Silversmiths 
at the Corner-of SUMMER ARCH Sts Boston 
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TheRetailers’ Conventions 


HE retail jewelry trade’s two 

great conventions, now _ over, 
should mark a notable feature in 
the history of both the American Na- 
tional Retail Jewelers Association 
which gathered at Cincinnati, Sept. 
10 and that of the National As- 
sociation of Credit Jewelers whose 
members were ending their gathering 
in Chicago as this issue went to press. 
Both conventions had excellent repre- 
sentation, both from members and ex- 
hibitors, and the proceedings and dis- 
cussions were of a character to make 
their members better jewelers, bet- 
ter merchants and to some extent, bet- 
ter men. 

The A.N.R.J.A. has had con- 
ventions that exceeded in attendance 
that which gathered in Cincinnati but 
what this lacked in numbers this 
year was more than compensated for 
by the character of the jewelers who 
attended it. Representative retailers 
from every section of the country par- 
ticipated not only in the discussions 
on the subjects of the program but on 
many others of vital importance to 
the trade that came up at the break- 
fast conferences and the informal dis- 
cussions in the evening. 

There was one serious mistake 
made by the officers of the two or- 
ganizations in planning these meet- 
ings, that should not occur again. 
The A.N.R.J.A. convention ended 
its session at Cincinnati, Thursday 
evening, Sept. 13, while the Credit 
Jewelers’ convention began its ses- 
sions at Chicago, Monday, Sept. 24. 
Both of these conventions were valu- 
able to most of our progressive jewel- 
ers and at both they should have had 
every opportunity to attend. But 
scheduled 10 days apart, it was in 
many cases impossible for a number 
of people who would ordinarily have 
been at both, to return to their homes 
from Cincinnati and then go on 
to Chicago. This double expense to 
visit both curtailed attendance at 
both. The extra expense to the num- 
ber of firms having big displays at 
these conventions was even greater, 
causing them to waste the time of 
their employees and hold their ex- 


hibits tied up for more than a week 
before they shipped them to Chicago. 

Is there any reason why the con- 
ventions of both these national as- 
sociations could not have been held 
in the same city, either together at 
different times of each day, or separ- 
ately at the same place, the one fol- 
lowing the other? For instance, the 
sessions of one could have started on 
a Sunday, ending at Wednesday morn- 
ing, and the other starting Wednes- 
day noon and carrying through until 
Friday night or Saturday morning. 

This was the thought of not only 
a large number of manufacturers but 
a great many of the retail jewelers 
who would have liked to have at- 
tended both conventions. Their 
thought should be carefully con- 


. sidered by the officers of both these 


national organizations in planning all 
their future conventions, because if 
followed, it will undoubtedly assure 
a much better attendance and more 
and better exhibits by the manufac- 
turers, at these yearly gatherings. 


oo 
Jewelry Tax Reached 
$4 668,557 in 1933-34 


HE total amount of taxes col- 

lected by the Revenue Depart- 
ment from jewelers, for the fiscal 
year ended June 30, last, amounted to 
$4,668,557. In other words, the sales 
by the manufacturers, importers and 
producers of jewelry which paid a tax 
totaled $46,685,570 during the last 
fiscal year. It is true that sales under 
$3 were exempt but the total is so 
small as to indicate not only was 
there a big drop in the selling of fine 
jewelry to the retailers, but there is 
also a foundation for the charge that 
many jewelers evaded taxation. 

Of the total taxes paid, New York 
jewelers contributed $1,805,774 and 
this with the payment of $143,586 
by the New Jersey jewelers (within 
the metropolitan district), made a 


total of about 46 per cent of the en- - 


tire revenue collected. 

Next to New York, the jewelers of 
Illinois contributed $573,860. Those 
of Massachusetts were third, $360,- 
380, those of Pennsylvania fourth 
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with $358,747. The Rhode Island 
trade contributed $248,378 and those 
of Ohio, $243,486. 

The total of the receipts by collec- 
tion districts, dates and territories re- 
ported by the Internal Revenue for 
the year ended June 30, are shown in 
another column of this issue. 
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Decrease in Watch Case 


Manufacturing 


HERE was a distinct decrease 

of over 51 per cent in the value 
of the watch cases made in the United 
States in 1933, as against those made 
in 1931, according to the preliminary 
statistics made available last month 
by the Director of tht Census in the 
Biennial Census of Manufacturers for 
1933, but taken in 1934. 

The number of establishments 
dropped in those years from 31 to 20, 
a drop of 30 per cent. The costs of 
materials, fuels, etc., dropped from 
$1,361,195 to $760,343, a drop of 
41.1 per cent, and the total products 
dropped from $4,219,133 to $2,657,- 
402, a drop of 37 per cent. 

As far as the watches alone were 
concerned, the drop in value was from 
$3,348,917 to $1,636,950, a drop of 
51.1 per cent. 

The last Biennial Census showed an 
increase in wage earner employment 
during 1933, particularly in the quar- 
ter for September. 


i ae 
Will Germany Change 
Its Rings ? 
N Associated Press report from 
Berlin, Sept. 14, indicated that 
the use of substitutes in Germany has 
extended to the jewelry trade to the 
extent that a shortage of precious 
metals would change the metal used 
for engagement and wedding rings. 
According to this report, the Gold 
and Silver Institute, the Ringmakers 
Guild and the National Precious 
Metal Industry Association had on 
that day announced that they were 
perfecting a metal for use in wedding 
and engagement rings as “durable as 
gold.” 
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“The recurrence of a great national 
crisis will often cause the revival of 
some custom or usage of an early 
period,” said the late Dr. George F. 
Kunz in his work on “Rings,” when 
he cited that in the great World War 
the Germans had revived the practice 
of exchanging gold rings for iron 
ones as had been resorted to in the 
dark time of Napoleonic supremacy 
in Germany. The total value of the 
metal secured he said, was relatively 
small but the spirit of devotion to the 
country found a real and symbolic 
expression. He stated that up to 
September, 1915, as many as 5000 
wedding rings were donated in the 
single province of Posen. 


oo 
The Price on Which 
Jewelry Tax is Based 


HE recent decision of Commis- 

sioner of the Internal Revenue in 
regard to the price at which the re- 
tail jeweler must compute the tax on 
the sales of articles he has produced 
or assembled should settle all ambigui- 
ties as to the application of the tax on 
articles made by this dealer and not 
in competition with similar articles 
sold by manufacturers to him and to 
others. In the case of articles not 
sold at wholesale by manufacturers, 
the Department holds that 60 per 
cent of the retail price of such jewelry 
represents a fair market price for the 
purpose of computing the tax under 
the law. But where the total of 
the materials and supplies, direct 
labor, overhead and expense plus a 
reasonable profit amounts to less than 
60 per cent of the cost price, then the 
manufacturer, producer or importer 
must compute the tax on the total of 
such items and not on the basis of 60 
per cent. 

In cases of articles produced from 
materials purchased during a period 
when prices were higher than they 
are at present at replacement prices, 


the replacement price prevailing at . 


the time the articles are sold may be 


used in determining the fair market 


price on the basis of 60 per cent of 
the retail price. 
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Why Not One Great Retail 


Jewelers’ Association ? 


HE Twenty-ninth Annual Convention of the American National 

Retail Jeweler's Association held at Cincinnati in September was 
productive of considerable action aimed to be of direct benefit to 
retail jewelers throughout the country and in this connection special 
attention should be called to the recommendation made by Pres- 
ident Wm. D. McNeil who said in his address on the first night of 
the gathering: 


| believe that there should be one great retail jewelry trade asso- 
ciation, and | hope that steps will be taken which will lead eventually 
to that important body of retail jewelers, who do an instalment 
business, becoming definitely affiliated with this association as an 
instalment group. | hope that those retail jewelers who are railroad 
watch inspectors and who are not now members of this association, 
will all become members, maintaining a separate group organization 
within the association if that seems best. Also that those inde- 
pendent watch repairers who form guilds or associations of their 
own will become a part of this association." 
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A Queen, An Orphanage and 





FRANK LEBER 








The fact that the Leber Jewelry store is in 
Chicago and there is a Century of Progress for 
which a Queen can be elected seems merely a 
happenstance. Any small city can find any num- 
ber of reasons why some gala event should be ruled 
over by a Queen. But the backdrop of home senti- 
ment is vastly important because it shows that the 
merchants are endeavoring to aid the community 
and ‘its unfortunates. It doesn’t have to be an 
orphanage or even an old peoples home. It might 
be a hospital or any other local institution which 
would derive a profit from the votes. 


Mr. Leber’s use of ingenuity is what gives the 
campaign its individual touch. He put his store 
to the fore and reaped the benefit of increased 
patronage. 
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~ His Business 


By 


Jack Straw 


This is the story 


of how one progressive jeweler recognized an opportunity 
for what it was worth, accepted it for all its ramifying 
possibilities and then put it to work during the dull sum- 
mer months. And the results have more than warranted 
the effort and time devoted to the idea. His repair busi- 
ness has been more than trebled, his current sales vastly 
increased, a cumulative buying urge has been created 
promising increasing regular patronage now and through 
the fall and coming holiday season. And the work was 
all done during the usual slack summer period. 

The jeweler is Frank Leber, 3817 West 26th St., 
Chicago. His store and trade are in Chicago, but the facts 
in this instance are such that Mr. Leber could be a jeweler 
in any of a vast number of smaller cities. As a matter of 
fact, the circumstances surrounding the idea almost had to 
have a small town or community setting to be fully 
effective. 

The opportunity and its concurrent developments by 
Mr. Leber are given here chiefly because they contain 
elements readily adaptable to the jeweler in a city of 100,- 
000 or under. 

The Leber jewelry store is located in the heart of 
a thriving medium class section of Chicago. This section 
is populated by approximately 75,000 Czechoslovakians, 
and as the appeal used by Mr. Leber was to these nationals 
alone, his idea was thus brought down to the extremities 
of a town of that size or smaller. 

On September 2 this year this population of 75,000 
Czechoslovakians elected its Czechoslovakian Queen of a 
Century of Progress. The votes that named the Queen 
were distributed by merchants in the Czech section. The 
merchants distributing these votes with purchases num- 
bered 125, but it remained for a jeweler to see in the plan 
more than just a Queen and another community solidify- 
ing agency. He saw in it an opportunity to put a few 
little ideas to work ; and once having done that found him- 
self reaping the benefits and, of necessity, creating more 
interest in the Queen and jewelry sales. 

Back in April Mr. Leber attended a meeting of his 
community leaders. It was announced at this meeting 
that the community would elect and present its Queen to 
the Century of Progress in September. The election 
would be by votes which the merchants would hand out 
and use to stimulate trade. The votes were sold to the 
merchants and the proceeds from the sale of votes went 
to two benevolent organizations: The Bohemian Old 
Peoples Home and the local Orphanage. 

“The possibilities in such a set-up dawned upon me 
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An Old Peoples Home Help 


By ingeniously Using Some Novel Sales Incentives This Jeweler Created a Summer 
Buying Urge Which Will Continue to Bring Him Customers 
For the Fall and Holidays 


while I listened,’ Mr. Leber told THe JEWELERS’ 
Circutar. “It seemed to me that here was a three 
pointed interest to work upon. One could expect a cer- 
tain amount of natural interest in the selection of a 
Century of Progress Queen; and one could expect the 


‘candidates for the royal position to work for it because 


aside from the honor of the position and its accompanying 
notoriety, parties, functions and social whirl, the Queen 
was promised a reward of $250. It was something worth 
trying for and candidates, even in the very beginning, 
were not lacking. 

“But added to the interest in the Queen, which we 
could expect from certain types of people, was the back- 
ground aura of the Old Peoples Home and the Orphan- 
age; two worthy purposes steadfastly supported by all the 
local lodges. Every vote cast meant assistance for these 
institutions. ; 

“I realized at once that there should be advertising 
and business producing possibilities in such a plan pro- 
viding proper time and effort were added to the elements 


samen 


already existing. I immediately promised that meeting my 
whole hearted and 100 percent co-operation.” 


M.. Leber’s promise 


was not an idle boast. He knew that the interest shown 
in these local activities, would, without any further effort 
on his part, bring him a certain small amount of business 
as long as he handled votes. But he was not satisfied with 
a willy nilly return for his part in the business of electing 
a Queen. 

A wise committee in charge had deemed it politic to 
put the cost of votes to merchants at a reasonable figure. 
That was an important factor. Votes were sold to the mer- 
chants at 100,000 for $10. And immediately Mr. Leber 
converted his thoughts to votes as represented in the cost 
of those votes. One hundred votes meant one cent. A 
thousand votes meant ten cents. ‘Ten thousand votes 
meant one dollar. 

Mr. Leber’s campaign to unload votes and get busi- 

(Turn to page 63) 





A novel and interesting window creation which contained all three factors connected with the community’s election of a queen. 
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Quality + Service + Broad Appeal 


Established at the turn 
of the century, the store of S. Kind & Sons, retail 
jewelers at 1110 Chestnut St., Philadelphia, today 
offers its patrons one of the most effectively organized 
and efficiently merchandised silverware departments 
afforded by the Quaker State. A store that in the 
relatively short period of 35 years has been able to build 
the prestige anc volume of sales necessary to make profit- 
able the stocking of some 24 patterns of flatware, which, 
in the store, along with hollowware and fancy pieces, 
require wall case displays of about 175 feet, and counter 
cases extending 105 feet, and in addition, two table dis- 
plays of silver in the center of the selling floor, must 
have discovered the fundamental principles of silver 
selling, and more than this, have applied them consis- 
tently and energetically. 

Perhaps not the least of the causes which have led 
to this success is the alert intellect and practical busi- 
ness and merchandising ability of Herbert C. Wendler, 
silver buyer for the store, under whose guidance the 
department has grown to its present proportions. The 
basic policy of the store, as described by Mr. Wendler, 
is to offer the same courtesy to every customer, whether 


it be a $5 or a $500 purchase. ‘‘We have found,” he 


said, ‘that it pays to cater to ‘the multitude’ as well as 
to ‘the elect,’ and we try to make the customer of limited 
buying power completely at home, and feel that we 
regard his custom as just as valuable as that of the 
wealthier . people. After all, personal contacts and 
service are the two most important possessions of the 
jeweler, and if he does not succeed in building a fol- 
lowing on this basis, he might as well close up shop.” 
With this broad market in view, the advertising appeal 
of the store is designed to affect the largest possible 
number of people. “The advertisements of our silver 
department,” Mr. Wendler said, “illustrate particular 
items which we believe are unusual values and which 
have universal desirability. Advertised prices range 
from as low as $1.50 for some items to $150 for a 
sterling tea set, but most often from $5 to $25. This 
policy is observed in the other departments as well, its 
purpose being to convey to the rank and file of consum- 
ers that Kind’s offers merchandise well within their 
reach. _ Occasionally, as a gesture of prestige and insti- 
tutional advertising, we illustrate articles selling for 
thousands of dollars. As to direct by mail, we get out 
special letters to our list from time to time, suggesting 
especially attractive new items; and of course, every 





S. Kind & Sons silverware display window showing knife, fork and spoon of each of seventy-two flatware patterns. 
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—Volume Silver Sales 


envelope that carries a bill or statement also contains 
a stuffer of some kind, telling about a new flatware pat- 


tern, for instance. 
WINDOW DISPLAY 


“We have four windows, two in front, devoted to 
diamonds and silverware, and one on each side of the 
entrance vestibule, where watches and jewelry are fea- 
tured. Thus all major departments of the store always 
have representation in window display. In each dis- 
play we attempt to have some dramatic element to 
attract attention. Our most recent silver window 
showed a large dummy clock made of plywood, which 
stood four feet high from the window floor. An old 
alarm clock movement rotated a hand attached to the 
second pivot instead of the hou~ or minute pivot, so 
that there would be some perceptible motion in the dis- 
play. For numerals, a knife, fork and spoon of each 
of 12 silver patterns were used. ‘These were attached 
to the face of the ‘clock’ by wire passed through small 
holes drilled in the board. ‘The name of each pattern 
shown was printed on a small card fixed above the 
‘numerals.’ A window card announced that ‘It Is Time 
to Replenish Your Flatware.’ Another silver window 
showed our entire stock of flatware patterns, that is, 
the knife, fork and spoon, of each. 


‘Tew display was 
a graphic support of a sales slogan—If it is made, and 
if it is practical, we have it!’ Copy for this window 
was as follows: 
STERLING SILVER 


—To start a new service 
—To replace lost pieces in your pattern 
—To add to your present service 
Consult this display 
Information and Prices on request 


“Periodically we show a chest of silver in the window. 
We find that to do this once in a while stimulates in- 
quiry as to this or that pattern. 

“Inside the store are two central tables which serve 
as ‘silent salesmen’ of silverware. One is usually ar- 
ranged as a dining room table in the front of the store, 
displaying from week to week appropriate settings for 
dinner, luncheon, tea, etc., and occasionally an ar- 
rangement of drinking accessories, showing the proper 
use of crystal stem ware, as well as silver stem ware, 
is used. Sometimes, as a change, this table is decorated 
as it would be in a home between meals, with a scarf 
and centerpiece of silver and flowers. Most of our 
clerks are well informed as to the conventions of table 
setting, and if a customer asks a question which one of 
them is not sure about, rather than give a vague or 
incorrect answer, he will ask, or turn the customer over 
to one more experienced. ‘The other table, in the rear, 
features special items of silver, such as ensembles of 
hollowware pieces of recent design. On one occasion 
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Herbert C. Wendler 


Silverware buyer for S. Kind & Sons 


this was done with a set advertised in Fortune, and the 
magazine was displayed open at the ad. 

“Nearly half the pages of our catalog are devoted 
to illustrations of silverware. This catalog is a very 
important part of our business, and the initial printing 
runs more than 75,000 copies. We believe that a live 
and large mailing list is very necessary for a volume 
business.” 

SELLING “KIND” 


An interesting feature of all the S. Kind & Sons 
advertising is that almost nowhere is the name of the 
manufacturer of trademarked and nationally advertised 
merchandise given greater prominence than that of the 
When questioned as to the reason, Mr. 
Wenuler replied: “There are two very important rea- 
sons for this policy. First of all, our primary interest 
is in publicizing Kind’s; we have no desire to make the 
prestige and reputation we have built around this name 
secondary and dependent upon a manufacturer. We 
want our customers to buy from us on the warrant of 
confidence in the store and its reputation for quality 
merchandise, and in this we have, I think, succeeded. 
National advertising, while undoubtedly aiding in the 
distribution of the jeweler’s lines, is sometimes not an 

(Turn to page 75) 
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ANRJA. Holds Twenty-Ninth 


Representative Attendance Profits By Instructive Addresses and Discussions—Breakfast Con 


and Manufacturers’ Association—Banquet on Second Night 


CINCINNATI, Onto, Sept. 13—With the presenta- 
tion of eight voluminous resolutions, election of officers 
and committee reports the 29th annual convention of 
the American National Retail Jewelers’ Association 
came to a close in this city Thursday. The following 
officers were elected for the ensuing year: 

William D. McNeil, New York City, president ; Wil- 
son A. Streeter, Philadelphia, vice-president, northeastern 
region (new); J. Tom Cook, Macon, Ga., vice-presi- 
dent, southeastern region (new); Henry F. Stecher, 
Milwaukee, vice-president, central region; W. G. 
Drosten, St. Louis, vice-president, northwestern region; 
Myron Everts, Dallas, vice-president, southwestern 
region; Godfrey Eacret, San Francisco, vice-president, 
Pacific region; Charles T. Evans, New York, secre- 
tary; A. W. Anderson, Neenah, Wis., treasurer. 

Several cities made a bid for the 1935 convention but 
its selection will not be made until January and will 
be decided by the executive committee. 


MONDAY NIGHT 


The convention got under way Monday night with 
President William D. McNeil presiding. Delegates 
were welcomed by Mayor Russell Wilson, who pre- 
sented the keys of the city, saying, “When you depart 
return the keys to us until the next time you return.” 

Herbert C. Schwab, president of the Wholesale 
Jewelers and Manufacturers Association, added his word 
of welcome, as did Henry W. von Unruh, Cincinnati 
jeweler, who is president of the Ohio Retail Jewelers’ 
Association. Mr. von Unruh declared that “we must 
keep closely aligned with the Retail Merchants’ Associa- 
tions of Ohio to defeat a proposed sales tax in the Buck- 
eye State.” 

A. W. Kampf, head of the Greater Cincinnati Retail 
Jewelers’ Association, brought forth a lot of applause 
when he advised jewelers to “greet the wholesale jewelry 
salesman with a smile and don’t look as though the 
world was coming to an end. He is trying to sell 
something as well as yourself and a cheery greeting to 
the salesman as well as the customer will help matters 
all along the line.” 

Myron Everts, Dallas, Tex., vice-president of the 
southwestern region, gave the response to all extended 
welcomes and then President McNeil gave his address. 
He briefly reviewed the work of the Association during 
the past year and added in part: 


Address of President McNeil 
I believe that special effort should be made to interest the 
young men, who are in the retail jewelry business, in mem- 
bership and work in this association, so that the continued life 
of the organization may be assured. 
I am particularly anxious that the association reach a posi- 
tion in regard to financial support, where no contributions 
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should be sought from wholesalers or manufacturers toward 
defraying the expenses of this association, as it is readily un- 
derstood that the acceptance of such contributions may entail 
certain obligations. 

I believe that future jewelry publicity should be carried out 
as one of the functions of this association. 

We have just received word from Washington that the Con- 
stitution and By-Laws of the American National Retail Jewel- 
ers’ Association as revised up to and including July 26, 1934, 
have been approved by NRA. You will find the text of these 
By-Laws and also the By-Laws of the National Retail Jewelry 
Code Authority published in full in the Pre-Convention Bulletin 
of the association. 

The Constitution of the A.N.R.J.A. states in Article I, Sec. 5: 

“The executive committee shall have general charge of and 
transact all business for the association during the intervals 
between meetings of the association.” 

In closing I want to say that to my mind the most important 
action to be taken by this convention is the choice of the 
executive committee for the coming year. The men whom you 
select for these positions should be leaders in our industry, who 
will bring to the office experience, initiative and ability to a 
large degree. This “is a consummation devoutly to’be wished”’ 
and it rests in your hands. 

Stuart H. Lees, president of the Canadian Jewelers’ 
Association, in conveying greetings from our northern 
neighbors, brought the cheery news that 90 per cent 
of retail jewelers in Canada are doing more business 
this year than they did in 1933, some exceeding the old 
mark by 60 per cent. “It is a genuine pleasure for us 
to co-operate with American jewelers, and when your 
kind invitation to attend this meeting was read at a 
directors’ meeting I wasn’t asked to go, I was ordered 
to Cincinnati.” 

Address of P. B. Noyes 

“The United States is in the grip of an irresistible 
force which is forcing a recovery of business, this force 
will not be denied as it is the adjustment between pro- 
duction and consumption,” declared Pierrepont B. 
Noyes, president of Oneida Community, Ltd., Oneida, 
N. Y. Mr. Noyes, one of the leading figures in the 
silverware industry, emphatically asserted that we are 
on the way out of the depression. Continuing, he said, 
in part: 

There is one factor making for recovery which is the most 
important one of all. This has to do with the adjustment be- 
tween production and consumption. As a nation, we were in 
1929 producing about 50 per cent more merchandise than was 
really being consumed. This could end in only one way; 
namely, a collapse. The depression might have been postponed 
a little, but no power on earth could have prevented it. 

Now we have the reverse. For sometime this country has 
been producing certainly not over 75 per cent of what it is 
consuming. The steel industry, running at 18 to 28 per cent 
capacity, is not making enough steel and iron to “keep the 
latches on the door’—speaking metaphorically. The iron and 
steel necessary to maintain civilized life will take at least 
from 35 to 40 per cent capacity. 

Similarly, nearly every house in the United States needs 
painting; the paint factories are not making paint as fast 
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of Gathering—Officers Elected and Many Resolutions Adopted 


as it is falling off the buildings. I could cite a similar situation 
in nearly every industry. 

All other factors the country is discussing are like the 
waves on the surface of the sea while this reversal of the 
economic situation is the tide rising irresistibly. For the 
forces making for recovery are, once the economic stage is 
set, just as irresistible as were the forces of depression when 
over-production had run its course. In 1929 the depression 
could not have been prevented. Special measures might have 
delayed it but it was bound to come. So now it is possible to 
delay recovery but no one can for any long period halt its 
advance. 

Whatever doubts some may have about the value or 
permanency of the codes, they have already accomplished sub- 
stantial results in doing away with unfair practices in trade 
and revision of unethical and unprofitable methods of dis- 
tribution. The spirit of the New Deal has done even more 
than the laws. I have in mind that old sore in the distribution 
system—jobber-retailing. Every manufacturer has, I believe, 
longed to cure this evil. Perhaps we were cowards. We cer- 
tainly stood on the brink a long time, undecided as to what 
to do in the circumstances. In our own case I will say that 
the only thing that held us back was doubt as to the success 
of any plan proposed. 

We were not willing to start something we could not finish. 
Now has come the New Deal, and in spite of all the criticism 
and ridicule thrown upon it, the spirit of the New Deal is 
fairness—fairness to consumer, to retailer, to manufacturer, to 
all. 

There is no better example of this.than the determined move- 
ment on foot to do away with “this jobber-retail evil—boot- 
legging, as it is called. There has come a sort of mob 
psychology, if I may call it such, which has given us all a 
certain new confidence to tackle it. I’ think the watch people 
are entitled to credit for starting this movement. 

Our company has taken a decisive step—crossed the Rubicon, 
as it were. I can say to you that we are in deadly earnest and 
I believe our competitors, who have taken a similar step, are 
equally in earnest; so that conditions of sale and profit in the 
silverware department of jewelry stores should be on a much 
better basis than ever before. 


The appointment of a nominating committee of 
William G. Thurber, Providence, chairman; Edward 
Krehbiel, New York City; Arthur C. Hentschel, Mil- 
waukee; Alvin Magnum, Tampa, and Henry W. von 
Unruh, Cincinnati, was announced along with the resolu- 
tions committee. This brought the business session to a 
close and led into a general get-together buffet lunch 
offered by the local retail jewelers’ association. 


TUESDAY 

The Tuesday morning breakfast conference was led 
by William Gibson. The subject was “Installment Sell- 
ing.” It was so interesting that when it was adjourned at 
9.30 a. m. and it was continued at 4.30 p. m. "Tuesday’s 
business session was devoted entirely to discussions on 
codes. Harry C. Carr, Deputy Administrator for the 
Fourth Division in charge of the Retail Distribution 
Section, including the Retail Jewelry Code, gave an 
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address on NRA. Philip P. Gott, manager of the 
Trade Association Department of the United States 
Chamber of Commerce, discussed “Trade Association 
Work.” ‘The elimination of unfair competition, an 
objective of the NRA, has been the basis for co- 
operative effort through trade associations for a decade 
and many business men and organizations feel,” said Mr. 
Gott, “that beneficial results to industry and to the 
public have resulted from the passage of this emergency 
legislation.” 

The Code of Fair Competition for the Precious 
Jewelry Producing Industry was discussed by W. Waters 
Schwab and that of the Watch Assemblers by Harry D. 
Henshel. 

The possibility that England might establish its 
immense diamond reserve as a basis of international 
financing was discussed at a session of the Gemological 
Institute of America during the convention of retail 
jewelers Tuesday. There has been a rumor that Eng- 
land, which controls the most important diamond output 
of the world, was trying to determine whether it would 
be possible to bring this vast system of wealth into play 
and again place the British Isles in a position of leader- 
ship on the globe. 

“Tt would be the first time in the history of the 
world that such a move has been made and it certainly 
would be a great thing for those who have any diamonds 
in their possession,” declared Robert M. Shipley, Los 
Angeles, Calif., president of the Institute. 

Enforcement of the retail jewelry code by each local 
authority will bring about better conditions in the pro- 
fession, declared Karl T. Finn, Cincinnati, president 
of the National Association of Better Business Bureaus, 
at the Tuesday afternoon session. Mr. Finn would 
either carry out the code in full, or find a substitute 
for it before any attempt is made to scrap it by those 
who object to so-called Governmental interference. . His 
talk was given about one of the main objectives of the 
retail jewelers’ meeting. He also dwelt on “Truth in 
Advertising’ on the part of retail jewelers, an active 
part having been taken by him against alleged fraudulent 
watch repairing advertising in the “Queen City.” He 
said the code presented a splendid opportunity to enforce 
truthful advertising as a continued violation could be 
taken to higher authority. 

The Banquet 

An unusual departure was made in the convention 
program as the annual banquet was held on the second 
night of the session instead of the last day. The ban- 
quet was staged in the Hall of Mirrors in the Nether- 
land Plaza Hotel, where the main business sessions were 
held during the time the convention was in progress. 

(Turn to page 77) 
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"KNOW YOUR GEMS" 


A Summary of Frank B. Wade's Talk Before the Meeting 
of the A.N.R. J. A. at Cincinnati 


Fhe recently came 
into my laboratory a gentleman who asked me to look 
at a stick pin which he was wearing. He told me that 
it had been given to him by a friend who had returned 
from a round-the-world tour and that the friend bought 
the stone in the East. The gem was of a greenish golden 
color. My caller wanted to know what kind of stone 
it was. He said that he had called on several jewelers 
and that each of them had given the stone a different 
name. Being curious to find out how many different 
names the same stone might have he had gone on until 
seven different jewelers had given it seven different 
names! Then the last man he visited told him that he 
didn’t know what it was, but that if he would go up 
to the high school there was a man there who would at 
least find out what it was. The rest of the story is 
relatively unimportant. A brief study of the gem under 
a good ten-diameter Hastings aplanatic loupe revealed 
the unmistakable silk of a fancy sapphire of greenish 
golden color. 

The interesting application of this story to the jeweler 
of course lies in the opinion that the owner of the gem 
had of the trade after his unfortunate experience. 
Would he not naturally hesitate to invest very much 
money in gems with any of the men whom he happened 
to visit? Now this may be an extreme case, but case 
after case has come to my attention in which wholesale 
gem dealers and large retail dealers have erred to their 
own very great loss of prestige and damage or they have 
failed to take suitable advantage of opportunities that 
have come to them through lack of sufficient knowledge 
of the very stones with which they were dealing. One 
of your own members at a former national meeting was 
wearing in his tie without any safety catch a snow- 
white diamond briolette which he had purchased for a 
very few dollars and which he had been assured by a 
traveling diamond salesman was a white zircon. As it 
was of about two carats weight and apparently perfect, 
there must have been something loose somewhere. 

A lady who had made a serious study of the tourma- 
line purchased a fine one from one of our better jewelers 
and had it mounted in a ring for her own use. Some 
time later she went into another jewelry store and 
asked the jeweler to look at her ring to see if her 
tourmaline was secure. After looking at the stone the 
man assured her that the mounting was secure but that 
the stone was not a tourmaline but rather a peridot. The 
lady was not very well acquainted with peridots and 
anyhow she had bought a tourmaline, so the fat was 
in the fire. 

Back she went to the store where she had bought 
the ring and the fire flew. The manager assured her 
that he was very certain that the stone was a tourma- 
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line, but nothing would do but he must bring her more 
evidence that he was correct. His manufacturing 
jeweler, who had set the stone, was called into the 
case and he admitted that he could not be sure but that 
he thought the stone was a tourmaline. 

Then the writer was called to inspect the doubtful 
piece. On turning it about before the loupe toward 
the light there was a regular change of color from a 
bluer green to a yellower green, a thing that one would 
expect with tourmaline but which peridot does not 
exhibit. In order, however, to be dead sure the dich- 
roscope was used and well marked dichroism indicated 
tourmaline. The stone was then removed from its 
mounting and the specific gravity accurately determined. 
It was right for tourmaline. Other properties also 
checked for tourmaline and a‘report was sent in with 
the verdict for tourmaline and with the reasons for the 
decision set forth in as simple a manner as possible. 

But, as the old gentleman said to the young man who 
was trying to convince a woman against her will, “As 
the Bible says, as a woman thinketh so is she and don’t 
you forget it.” So this woman was, and she was not 
satisfied until a more expensive tourmaline had been 
procured from a famous New York dealer with his writ- 
ten guarantee attached that it was indeed a tourmaline. 
All this trouble and expense because one dealer had not 
known his stones well enough to refrain from making 
a snap judgment about another dealer’s stone. 

True stories of grief due to inadequate knowledge 
of colored stones might be told almost endlessly by many 
who are acquainted with what is going on in the trade, 
but time will permit of but one more. This is to 
illustrate the mixups that may come to dealers because 
of the excellence of some modern synthetic stones. 

Should any one have to “sell” the idea of learning 
an adequate amount of gemology to any jeweler? Isn’t 
it a lot like having to “sell” life insurance to a man with 
a family? Why is there so much sales resistance in 
these cases when it is so much for the good of the per- 
son in question? Let the insurance man answer his 
part of the question while we try to find out what is 
preventing thousands of jewelers from acquiring a good 
knowledge of the lore of their principal products. Per- 
haps a good deal of the difficulty lies in plain inertia, 
a dislike to exert one’s self, such as afflicts many a school- 
boy. I think, however, that a more important factor 
is a sort of inferiority complex, a fear that it might be 
impossible to learn the necessary scientific facts and 
methods of working, especially after many years have 
passed since any formal schooling has been taken. 

Now, if I am right in my surmise, may I say that 
no one of ordinary intelligence need fear any serious 
difficulty in learning the modicum of science necessary 
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to be able to make the necessary tests for distinguishing 
the various precious stones from each other. ‘There 
are now available a considerable number of good books 
on gems, some of them written by men who have a good 
bit of practical knowledge of the gem trade as well as 
a fine grasp upon the scientific side of the matter. Sev- 
eral of these books have been advertised regularly in 
the trade papers and a letter to the editor of any jewelry 
trade paper will bring a list of them. Much can be 
done by an earnest student by the use of a good book 
or two plus such help as he can command from friendly 
members of the trade in his own town as well as that 
to be had from time to time from some of the more 
competent traveling men who visit him. 

When it comes to such things as specific gravity tests 
and tests that require some knowledge of the principles 
governing the behavior of light, recourse might be had 
to the training (and the good nature) of one of the 
high school science teachers, remembering that “the 
workman is worthy of his hire” and that any small fee 
which might be required for such trained services could 
be more than made up in a single transaction having to 
do with almost any important stone. 

If I may be pardoned for seeming to advertise an in- 
stitution I would urge that jewelers use the splendid 
service of the “Gemological Institute of America” with 
headquarters at Los Angeles. Led by a gentleman who 
had 16 years of practical experience as a high class 
jeweler and who has since had the advantage of the 
best of European training in the science of gems, this 
institute, by means of its correspondence courses, is 
equipped to give the student-jeweler the best chance at 
acquiring a working knowledge of gems that he could 
possibly get. 

A principal part of the more advanced courses of the 
institute is given to a study of factors that govern the 
value of diamonds. If our jewelers feel that the trade 
in colored gems in America is of too small a volume to 
be worth working for (it will never grow much until 
the jeweler knows more about colored stones than his 
customer does), still we are doing a business of about 
$1,000,000 a month in diamonds even during these 
times, and that business is well worth going after. In 
this game of valuing diamonds there is plenty of room 
for great growth on the part of most dealers even 
though they have bought and sold large numbers of 
them already. There is real money to be made in being 
even a little better informed than most other dealers. 
Time after time have we seen opportunity pass by the 
uninformed only to be seized by the first well informed 
dealer. Color alone is a most baffling property of dia- 
monds and one that plays a major part in determining 
value. A knowledge of color alone might easily pay for 
the entire course of study in a single transaction con- 
cerning an important diamond or parcel of diamonds. 
Proper cutting, possibilities in the way of increasing 
value by proper recutting, skill in studying diamonds 
for the detection of flaws, accuracy in determining the 
weight of mounted diamonds, all these and many other 
factors come into a real study of diamond values. A 
mastery of them pays large dividends. 

Now is the time to begin to make a serious study of 
gemology. You are certainly not rushed to death wait- 
ing on the trade. You have in your own stock plenty 
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of material for study. Every diamond man or gem 
dealer will let you have a bit of time to study his stock 
too! It is only by the study of large numbers of dia- 
monds over a long time that you can get really expert 
in grading and appraising them, but a beginning must 
be made. Why not now? 


How the Retail Jeweler Must Determine the 
Price on Which He Pays Taxes on 
Jewelry He Has Produced 


The Special Committee on Taxation of the Jewelry 
Industry about a month ago received from the Commis- 
sioner of Internal Revenue a ruling in regard to the ques- 
tions it has raised as to the taxes paid on articles produced 
by a retail jeweler and sold at retail, on which a fair 
wholesale value was not obtainable, and where the pro- 
ducer would need a formula on which to determine the 
so-called wholesale price of the article in question. 

The letter which came from Wright Matthews, acting 
commissioner to G. H. Niemeyer, chairman of the jewel- 
ry trade’s special tax committee, reads as follows: 

“Reference is made to your letter of June 26, 1934, re- 
questing information relative to the tax imposed under sec- 
tion 605 of the Revenue Act of 1932 and section 609 of 
the Revenue Act of 1934. 

“Tt is stated that the question of determining a fair 
market price of a taxable article produced by a retailer 
still presents a problem to the industry, and that your 
committee has advised retailers who have referred this 
question to you that they must use the price at which the 
same or similar articles are sold by a manufacturer at 
wholesale, or compute tax on the basis of 60 per cent of 
the retail sale price. It is also stated that ‘the question is 
asked whether the tax should be computed on the basis 
of the cost of the article, say in 1926, or on the basis of 
the price at which the same or similar articles were sold 
at wholesale at the time of sale. It seems reasonable that 
the fair market value prevailing at the time of sale is the 
proper tax base, and our committee has so indicated, first 
in its bulletin issued June 21, 1932, and repeatedly since 
that time. It would obviously be unfair to base the tax 
due upon the wholesale prices quoted by manufacturers 
that prevailed five or six years ago.’ 


“In the case of sales at retail the tax imposed under 
section 605 should be computed on the price for which 
the same or similar articles are sold in the ordinary course 
of trade at wholesale by the manufacturers, producers, or 
importers thereof. If the same or similar articles are not 
sold at wholesale by other manufacturers, producers, or 
importers thereof, it has been held that 60 per cent of 
the retail sale price of such jewelry represents the fair 
market price thereof for the purpose of computing the 
tax in accordance with section 605 of the Revenue Act 
of 1932. The above ruling, however, is to be applied only 
in cases (1) where the manufacturer, producer, or im- 
porter of the jewelry sells exclusively at retail and the 
same or similar jewelry is not sold by other manufacturers, 
producers, or importers at wholesale (or through jobbers 
or retail jewelers) ; and (2) where, under (1) above, the 
total of materials and supplies, direct labor, overhead, and 
such portions of the selling and administrative expenses 
as are ordinarily applicable to sales at wholesale, plus a 
reasonable profit thereon, amounts to less than 60 per 
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cent of the retail sales price. In the event the total of 
such items exceeds 60 per cent of the retail sales price, 
then the manufacturer, producer, or importer must com- 
pute the tax on the total of such items and not on the 
basis of 60 per cent of the retail sale price. 

“In determining the fair market price of articles tax- 
able under section 605 of the Revenue Act of 1932, it 
is held that the wholesale price prevailing at the time the 
articles are sold should be used as a basis of taxation 
instead of the original cost of the articles. In cases of 
articles which are produced from materials purchased 
during a period when prices thereof were higher than the 
present-day replacement prices, it is held that the re- 
placement cost prevailing at the time the articles are sold 
may be used in determining the fair market price on the 
basis or 60 per cent of the retail sale price as described 
in the preceding paragraph.” 


Wholesale Trade $31,000,000,000; Retail 
Trade $25,750,000,000 in 1933 


WasHInctTon, D. C., Sept. 11.—Preliminary sum- 
maries from the Census of American Business, just re- 
leased by William L. Austin, Director of the Bureau of 
the Census, show for the first time the extent of the de- 
cline in trade in this country since 1929, and the sub- 
stantial gains in employment in the distributive trades 
which occurred during 1933. 

Steady gains in employment during the latter half of 
1933 in wholesale, retail and service establishments and 
places of amusement throughout the country are revealed 
by the census returns, pointing to a sizable recovery in 


trade generally, Mr. Austin states. The dollar volume 
of sales through wholesale establishments for the year 1933 
is shown to have been around $31 billion, for retail estab- 
lishments approximately $2534 billion, and for service es- 
tablishments and places of amusement as defined for this 
census slightly less than $21 billion. 

This represents a decline of 56 per cent from the high 
point of $69 billion sales through wholesale establish- 
ments in 1929, and a 48 per cent drop in retail sales from 
the $49 billion level attained in the peak year 1929. 
Service establishments and places of amusement are cov- 
ered for the first time in the present tabulation, not having 
been included in the earlier Census of Distribution. (It 
should be noted that the wholesale figures include a large 
volume of sales which necessarily do not enter retail 
channels, such as exports, sales to industrial consumers by 
manufacturers sales branches, brokers, etc., and to other 
distributors at wholesale. ) 

The totals are as follows: 

Net AverageNo. Total 
Number of Salesor of Employ- Salaries, 
Trade Year Estab- Receipts ees (full- Wages* 


lish- . (000 time & (000 
ments omitted) part-time) omitted) 


Wholesale 1933 159,724 $30,482,271 1,179,358 $1,645,539 
1929 169,655 69,056,604 1,605,042 2,010,130 

% Change 
1929—1933 —5.9 —55.9 —26.5 —45.3 
Retail 1933 1,520,339 25,700,712 3,422,110 2,921,949 


1929 1,543,158 49,114,653 4,510,140 5,189,669 
% Change 
1929—1933 —1.5 —47.7 —24.1 —43.7 
Service and 
Amusement 1933 471,950 2,214,025 612,677 538,770 
*Does not include compensation of proprietors. 










SPIKE TRIANGLE 


Fancy Cut 


DIAMONDS 


in all 
sizes 


SOUTH AFRICA 
76 CHURCH ST. 
KIMBERLEY 





ANTWERP 
76 RUE DU PELICAN 





LOUIS GURFEIN & SON 


2 West 46th St. 








AMSTERDAM 
2 TULPSTRAAT 


New York, N. Y. 
Tel. MEdallion 3-4822 4823 


Direct Importers and Cutters of 
Fancy Shaped and Round Diamonds 
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WATCH COMBINATIONS 
In Gold, Silver or Lacquer 


REVOLV-IT ... . SLIDE-IT 











Ask for 
Pamphlet 
and Com- 


No. 144 
Pencil Watch 


No. 31-41 
Lipstick or Light- 
er Watch 


No. 32-42-72 
Lipstick or Lighter 
Watch wo 


No. 91 
Bill Clip Watch 


The most beautiful 
watch combinations, 
light and 
dainty, yet 
so well con- 
structed as 
to thorough- 
ly protect 
the high- 
grade 17- 
jewel move- 
ment. 
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Sole Manufacturer and Licensee 


JOE LIPSCHUTZ 


U. S. Representative Pery Watch Co. 
of Bienne, Switzerland 


48 W. 48th St. New York 


Patent No. 1891611—Others Pending 


Beware of Infringements 








A College Education! 


To Those Who Had None: 


The CERTIFIED GEMOLOGIST course is now 
available to you. It teaches not only the science 
of gems but includes a fundamental education 
in the arts and sciences, physics, chemistry, 
geology, mineralogy, metallography, physiology, 
sociology, ethics, color and design. A complete 
education in subjects more applicable to your 
business than is obtained in any regular college 
course. 


For Those Who Had One: 


The C.G. course offers the opportunity to com- 
plete your education in the specialized subjects 
which assist you to obtain maximum results in 
profit and happiness in your present vocation. 


Establishing a Profession! 











Gemological Institute of America 
3511 West Sixth Street Los Angeles, Calif. 




















Do you buy, sell or use gems 


_and gem materials? 
Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Henry Kraus, Professor of Crystallography and 
Mineralogy and Director of the Mineralogical Laboratory, 
University. of Michigan, and Epwarp F. Ho.upen, Late 
Instructor of Mineralogy, University of Michigan. 
260 pages, 6 x 9, 325 illustrations, $3.00. 


The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems such 
as crystal forms, physical, optical and chemical properties, 
formation, occurrence, cutting, polishing and naming of gems. 


The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 


Valuable statistics on production and occurrence. 

Full discussion of cutting and polishing of gems. 

Full treatment of manufactured stones, including detailed discus- 
on of artificial rubies and sapphires, glass imitations, bake- 
ite, etc. 

4. Numerous tables of gems arranged according to various prop- 

erties. 

5. Summary Table for ready reference. 


ee 


Order your copy today from 


Jewelers Publishing Corporation 
239 W. 39th St., New York City 
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“Your Diamonds Set While You Wait” 


(From page 39) 


they leave the store thoroughly impressed and with a 
genuine appreciation for the jeweler’s craft and art. 

The setters in the store work only on ring mountings, 
although the old stones are derived from miscellaneous 
pieces which the customers bring in. The special offer of 
having stones remounted “while you wait” applies only 
to rings; however, Mr. Kohn explained, an appreciable 
number of customers order other mountings for their 
stones, to be handled in the regular way. ‘These “by 
products” are often as valuable as the direct proceeds of the 
sale. 

Needless to say, the watch repair department gets its 
share of added profits from the promotion. It is natural 
that when the customer is thinking in terms of remodeling 
that he will bring along his watch to be put into shape, too. 


More Than Meets the Eye 


It would be a mistake to suppose, however, that this 
ingenious idea of Mr. Kohn’s is alone responsible for the 
success with which the plan has met. There is behind it, 
and has been, built up over a period of 28 years, a sound 
program and policy of merchandising which has led to an 
established confidence on the part of the public in the Kohn 
store. Throughout the season, from Oct. 1 to June 1, 
the store carries aggressive diamond advertising of 100 lines 
by three columns space with three insertions weekly. Dia- 
monds, diamonds, DIAMONDS—these ads hammer away; 
with Mr. Kohn as the source. More than 60 per cent of 
the sture’s volume is in these stones. 

Only diamonds of the best quality are stocked—and that 
grade is uniform, from the $25 stone to the $400-gem. 
Size is alone a measure of value in this case. Confidence 
is the root, stock and branch of the jewelry trade, more so 
in the retail branch of the trade than any other, and when 
a customer comes into the Kohn store and says “I want a 
diamend ring worth $250—I’ll leave it to you,” as fre- 
quently happens, there is little wonder that Mr. Kohn is 
proud of his diamond business, and justly so! 


Gem and Pearl Dealers Association Elects Officers 


Members of the Gem and Pearl Dealers Association 
held their annual meeting Thursday, Sept. 20, at the 
rooms of the Jewelers 24 Karat Club, 608 Fifth Ave., 
New York. President Clifford Lamont presided and 
told the members what had been done in the past year 
in accordance with the new code and in connection with 
the Code Authority. 

The present officers were elected as follows: Presi- 
dent, Clifford Lamont; vice-president, Walter Oppen- 
heimer; treasurer, Julius Kaufman, and secretary, P. 
Irving Grinberg. These officers with the following will 
comprise the board of directors: George Keller, Albert 
Ramsay and Bertram Young. 


The Pontiac Co., 140 Thomas St., Newark, N. J., has for 
the first time released a catalog which embraces practically 
every individual number and every assortment in the Pontiac 
line. This makes it possible to view every model at one time. 
The catalog will prove handy in placing reorders and can 
be secured by writing the company if one has not been 
received. 





NIPPON 


CULTIVATED 


FEARLS 








Nippon cultured pearls are the finest the Orient pro- 
duces. Our stock consists of all qualities and sizes, 
at price ranges to cover all requirements. In addi- 
tion to necklaces we carry loose pearls suitable for 
mounting into rings, earrings, bracelets, pendants, 
searf-pins, and dress-sets, making our line compre- 
hensive as to variety, quality, and price. 


All Nippon pearls are unconditionally guaranteed. 


It will be to your advantage to look over our line. 


S. NATHAN & CO. inc. 


Importers for over a third of a Century 


71-73 NASSAU STREET, NEW YORK 
DIAMONDS : PEARLS : PRECIOUS STONES 
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LheGORHAM Company 
Yorvidena, Rhode Laland-- SiNce 183) 





SELL CSos/4am SILVERPLATE 


The next thing to STERLING 


... and make real PROFIT 


There’s never a question about quality. Gorham is the highest quality 
silverplate. It will give customers greatest satisfaction. 


It is not offered at “bargains.” Prices are not footballed. Your profits 
are protected. That’s an incentive to push for big volume. 

And now for Gorham Silverplate we are running the largest advertise- 
ments in full-color full pages in big national magazines—Saturday Evening 
Post and McCall’s—reaching 5,000,000 homes every month. This makes 
sales easier for you. 

Tie up. Display Gorham Silverplate. Give it the quality setting it 
deserves ... in your windows ... in a conspicuous place in your store. 

People want better things. So sell better things . . . make better profits 
with Gorham Silverplate. 


AMERICA’S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN STERLING SILVER, BRONZE AND GOLD. 


SPECIAL COMMISSIONS SOLICITED. 


6 West 48th St., New York City 
10 South Wabash Ave., Chicago 
140 Geary St., San Francisco 
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His Silverware Sales 


Plan a Success 


Arthur H. Richard, Plainfield, N. J., 
Jeweler, here tells of his methods in in- 
creasing the volume of his silverware 
business. He was at one time located 
on Maiden Lane, and 13 years ago took 
charge of the jewelry department of the 
Tepper Store in Plainfield. He started 
in business for himself in that commun- 
ity in 1926. 


Eve community merchant 
is confronted by a very real problem in the form of solicita- 
tions from customers to buy tickets for various benefits— 
community chest projects, picnics, card parties, dances, etc., 
some of which are often a legitimate civic obligation for 
the dealer to do his part. But just as frequently such re- 
quests represent an outlay of money on which there cannot 
possibly be any return, except in a vague good will of 
questionable sincerity, and especially when Mrs. Consumer 
takes advantage of her supreme position for the purpose of 
wangling good dollars from the shopkeepers on Main Street 
in exchange for tickets to the Dog and Cat Hospital Ball. 

Arthur H. Richard, retail jeweler of Plainfield, N. J., 
faced with a situation of this character, was about to- re- 
nounce his bridge-playing proclivities on the grounds that 
one bridge club playing fortnightly and selling tickets for 
each party thereof was a burden he would gladly bear, but 
that when another one was started with the same program 
of activity, there being still other less regimented groups 
which held similar tournaments with irregular but sur- 
prising frequency, it was, he declared, getting rather rough. 
Necessity, however, is noted as the mother of invention, 
and this jeweler evolved a plan whereby almost every 
bridge party that came his way came to mean not an ex- 
pense but sales, not one but several. 

The first step in his plan was to suggest to the first 
-person who offered tickets for sale that instead of buying 
one he would donate the prizes for the party. He received 
immediate acceptance. From his stock of plated ware 
he chose half dozens of salad forks, butter spreads and tea 
spoons, of which each single item was to be a prize. It 
seemed like quite an investment in “futures” but as the 
weeks passed, and the same person became successively the 
winner of two or three spoons and other matching items, a 
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Arthur H. Richard 





desire to have the complete set brought Mr. Richard the 
sale. This business grew to a point where today, in many 
of the homes of Plainfield’s socially active people, his silver- 
ware is used. Club contacts have proved a builder of 
prestige and a mine of silver sales for this jeweler. 

Applying this principle in other ways, he finds it ad- 
vantageous to present baby spoons to the youngest genera- 
tion, upon its arrival. In one case—and he swears that this 
is a true story—the proud father bought an entire pattern 
to match the baby spoon. 

A natural mixer, he is active in various civic movements 
and is a member of 16 organizations of various types. Re- 
cently he was asked to give a lecture on Diamonds at his 
Masonic Lodge. Indirectly, through fraternal associations, 
another channel of substantial silver sales was opened. 


I, is often customary 
for Eastern Star members to present to the _ in- 
cumbent Matron at each of the monthly meetings a piece 
of sterling silverware, so that at the end of her term she 
will have accumulated a complete pattern. Mr. Richard 
is jeweler to the chapter in Plainfield, as well as for other 
chapters in nearby communities. He finds such regular 
business which is sure to come through each month a real 
aid in keeping up a considerably high volume of silver 
business throughout the year. 

The store, located on East Front St. at the corner of 
Somerset St., is at the intersection of the two main busi- 
ness thoroughfares of the city. While of small area, the 
shop presents an imposing appearance from the street due 
to an unusually large display window—21 feet long by 10 
feet high. This window is deep and serves as a wall case 
for the interior of the store. It is always full of silver, 
with a new arrangement every week. 














MODERN CLASSIC Its initial sales far surpass anything we have ever known. An outstanding success! 


ROGERS, LUNT & BOWLEN CO. 
SILVERSMITHS GREENFIELD, MASS- 














Quality Standard of Plated Flatware and 
Hotel Flatware Approved by N.R.A. 


WasHINcTON, D. C., Sept. 10.—The quality standards applying to plated flatware and hotel flat- 
ware which were originally submitted by the silverware manufacturing industry in February and ap- 


proved Aug. 7 have just been made public to the jewelry and silverware trade. 





Qua.ity STANDARDS APPLYING TO PLATED FLATWARE, HoTEL FLATWARE 


DESSERT SPOON 
DESSERT FORK TABLE SPOON 


TEASPOON R.B. SOUP SPOON DINNER FORK 
Oz. Siiver Oz. Silver Oz. Silver 
Per Gross Per Gross Per Gross BASE METAL 
“Al” or “Standard” 2 3 4 18% Nickel Silver 
“AI--” or “AIX” 2 Plus Overlay 3 Plus Overlay 4 Plus Overlay 18% Nickel Silver 
or “EXTRA” OR 2'2 No Overlay 334 No Overlay 5 No Overlay 18% Nickel Silver 
“AA” 3 42 6 18% Nickel Silver 
“Double” or “XX” 4 6 8 18% Nickel Silver 
“Triple” or “XXX” 6 9 12 18% Nickel Silver 
“Quadruple” or “XXXX” 8 12 16 18% Nickel Silver 





1. The quality marks “Sectional,” “Overlay,” ‘“Over- 
laid,” “Spot Plate,” “Reinforced” indicate that each and 
every piece bearing all or any of these marks has an extra 
deposit of pure silver at the “heel” or base of bowl or tines 
on spoons and forks. These marks cannot be stamped on 
any piece whose overall plating deposits are not equal to 
“Al” or “Standard” quality as defined in this memoran- 
dum, and the extra deposit must be in addition to the 
overall “Al” or “Standard” plating deposits. On higher 
qualities of silver plate the extra deposits can be included 
in the total overall deposit standards as set forth in this 
memorandum. 

2. The quality mark “XII” indicates that each and 
every piece bearing this mark has an extra deposit of pure 
silver at more than one wearing point. For example, heel 
of bowl and back of handle at end. This mark cannot be 
used on pieces whose overall plating deposits are not equal 
to “Al” or “Standard” as defined in this memorandum, 
and the extra deposit must be in addition to the overall 
“Al” or “Standard” plating deposits. 

General Rule No. 1—No quality stamps such as “10 
Year Plate,” “25 Year Plate,” “Life-time Plate,” etc., can 
be used since such stamp would be in violation of the 
“Time Guarantee” prohibition in the Code. 

General Rule No. 2—It is the avowed intent and ex- 
pressed desire of all manufacturers of silver plated flatware 
that quality standards protecting consumers, merchants and 
manufacturers, shall be established and maintained. In 
this spirit it is declared— 

(a) All marks which may be later developed and 
used, and which are in the opinion of the 
Code Authority, imitations or simulations of 
the marks as established in this memorandum, 
must be declared a violation of Section 17, 
Article VIII, unless goods so marked conform 
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to the quality standards of the mark so imi- 
tated or simulated. 

It would also be a violation of Section 17, 
Article VIII, to develop and use such marks 
as “Best Plate,” “Excellent Plate,” “Highest 
Quality Plate,” or other marks of this char- 
acter, which in the opinion of the Code Au- 
thority are untrue or exaggerations. 


(b) 


CuTLEerRY QUALITY STANDARDS 


The stamp “Stainless” or ‘‘Rustless” can only be used 
on knives if the blade is made from either Stainless Steel 
or Stainless Iron. 

The stamp “Stainless Steel” or ‘“‘Rustless Steel” can 
only be used if the blade is made of Grade A Stainless 
Steel as defined by the manufacturers of Stainless Steel. 

The stamp “12 dwt.” on a dinner knife and No. 12 on 
a dessert knife shall mean that knives so stamped will strip 
12 dwts. to the dozen on dinner knives and 10 dwts. to the 
dozen on dessert knives. 

The stamp “6 dwt.” on a dinner knife and No. 6 on a 
dessert knife shall mean that knives so stamped will strip 
6 dwts. to the dozen on dinner knives and 5 dwts. to the 
dozen on dessert knives. 





* Kensington Metal Introduced 


An entirely new metal coming into the art metal trade re- 
ceived an initial presentation in a number of groups of articles 
shown at the gift shows recently concluded in New York and 
Chicago. This metal known as Kensington was produced as 
the result of discoveries made by the Aluminum Research La- 
boratories and the Aluminum Co. of America. It is manufac- 
tured by Kensington, Inc., and among the first lines in which it 
appeared were table and service ware, decorative pieces, 
drinking vessels, smokers’ articles and desk accessories. 

This metal will be advertised to the public in the October 
issue of a number of business publications. 
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New Bedford, Mass. 
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If you have had these items, they have no doubt been sold and should order more. 


have not had them, you should order at once. 


43-47 West 28rd St. New York City 


150 Post St. San Francisco 





If you 


Our sales show thev have achieved success. 


Let us quote you prices on these and similar articles. 








NEW 
COFFEE SERVICES 


MANY OTHER NEW ITEMS 
FOR THE NEW SEASON 





= 


SET NO. 1066 
Capacity of Pot 11% Pts. 
STERLING 


CURRIER & ROBY 


EXPERT SILVERSMITHS 
217 E. 38th ST. NEW YORK 
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RUSH! LEADING RETAIL JEWELERS! 


A lecture on “Gems and Metals and 
Their Sales Tools”? by Robert M. Shipley 


is available in your locality this fall. 


These are inspirational talks which 
elevate the trade and are followed by a 
special reading course and two day lec- 
ture session in 1935 which will prepare 
you to receive all the publicity and other 
benefits accruing to a REGISTERED 
JEWELER AMERICAN GEM SOCIETY. 


Ask your Code Authority when this lec- 
ture is available this fall and help make 
possible this and the 1935 lectures in 
your community, or write immediately 
airmail to 


AMERICAN GEM SOCIETY 
555 S. Alexandria St. Los Angeles, Calif. 
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A Queen, An Orphanage and an Old Peoples 
Home 


(From page 45) 


ness thereby began about the beginning of May. He car- 
ried it through June, July and August, and at the close 
of the campaign said it had cost him approximately $150 
in votes and incidental advertising and supplies. 

The first reaction to Mr. Leber’s interest in the 
Queen’s selection was almost a column in the local daily 
newspaper, a foreign language paper devoted to the com- 
munity. And from the very beginning this paper kept 
giving the jeweler considerable free space for the active 
manner in which he was getting behind the plan. 

Mr. Leber’s program embraced four distinct attacks 
upon potential business. He went after repair business 
to keep his help employed. He maneuvered for sales of 
his jewelry. ‘These were two definite and result bringing 
efforts. Then he built up for a stronger grip upon the 
community with newspaper advertising and publicity and 
supported this with a specially dressed store window sym- 
bolic of the current interest in the Queen, the Orphanage 
and the Old Peoples Home. Added to those two pub- 
licity bringing features was another part of the program 
which Mr. Leber feels was probably one of the most out- 
standing and far reaching “‘stunts’’ in the entire campaign. 

A little thing like writing “Leber Jeweler” on the 
back of a post-card-size card doesn’t seem so productive of 
jewelry sales. But look at it this way: 

Mr. Leber announced that the person writing “Leber 
Jeweler” on the card the greatest number of times would 
be given a prize consisting of 50,000 votes. That would 


be the first prize. ‘There would be five leading prizes in 
all, 50,000, 30,000, 20,000, 10,000 and 7,500. The five 
next highest cards would be given 3,000 votes each; and 
the next 25 cards would be given 1,000 votes each. Also, 
every one entering the card writing contest was assured 
of 100 votes just for entering the contest and turning in 
a card. 

Something more than 1,000 cards were handed out 
by Mr. Leber. Here was a prize of votes for the prospec- 
tive Queens and their constituents to go after. It cost 
nothing to enter the contest. ; 

Card writing parties became a fad for a while. The 
prospective Queens were inviting friends to go to Leber’s 
jewelry store and enter the contest and at least be able to 
cast 100 votes for them. It was estimated that “Leber 
Jeweler” was written something more than 500,000 times 
by the middle of August when this particular contest 
closed. The winner of the 50,000 votes put “Leber 
Jeweler” on a card just 2,362 times. 

This card writing feature brought considerable atten- 
tion to the jewelry store. It brought close to 1,000 people 
into the store. Some of them came in several times, asking 
about the progress of the contest. Would-be Queens came 
and brought friends who were made parties to it. At the 
close Mr. Leber had a stack of cards which he arrayed in 
his window with an announcement of the winners. 

As soon as this card writing maelstrom was under 
way Mr. Leber put his second factor to work. He offered 
100 votes with every dollar purchase. This announcement 
was hardly made when candidates were sending friends 
and relatives to the store. One woman came into the store 
and priced almost everything. She had but little to spend, 

(Turn to page 64+) 




















Silver Service 


URING the fail and winter season 

entertaining ‘‘at home’’ increases 

: correct table appointments 

will be suggested to the hostess by the 
wide-awake jeweler. 


He will be the one who has a Stieff 
franchise, for Stieff Agents find it easy 
to build up “ther’’ silver service. The 
Stieff reputation for built-in quality 
Sterling Silver brings prestige and profit 
to Stieff agents. 


If your city has no agent . (only 

one to a city is allowed) . write 

for details of the Stieff Franchise 
TODAY. 


Dinner Table Set, 


THE STIEFF COMPANY 


Makers of Sterling Silver and Solid Gold 


Wyman Park Driveway at Druid Hill Park 


BALTIMORE, MARYLAND 
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Jewelers Finish 
in less-than-Precious Metals 








No. 1125—-Flower Suite 
amber, blue, green or crystal dish-—14” 
Candle Holders in the “Horn of Plenty” 
to retail from $18.50 to $22.00. 


Newly Styled Handcrafted Gifts | 


Appointments and accessories for the modern | 
table call for Flower Suites, such as illustrated 
above. These suites lend an air of distinction 
and beauty to the table and enable the hostess to | 
quickly and conveniently achieve an artistic 
effect. ~~ a. 


In chromium or silver plate; with | 
diameter. Four 
pattern. Priced 


Smokers’ Accessories are also shown in a very 
wide and interesting group. 





See these modern and gracious gifts at our 
Permanent Display Rooms. Or, write for illus- 
trated catalogs showing Decanters, Tantalus 
Sets and other essentials required by the 
hostess. 


THE BRADLEY & HUBBARD MF. Co. 
MERIDEN, CONNECTICUT 


PERMANENT DISPLAY ROOMS 


NEW YORK SAN FRANCISCO CHICAGO 
200 Fifth Ave. 126 Post Street 1592 Mdse. Mart 








A Queen, An Orphanage and an Old Peoples 
Home 
(From page 63) 


but she wanted 100 votes. She purchased the cheapest set 
of ear rings in the store. 

While this sales urge was in progress, Mr. Leber 
was quietly yet insistently pushing toward completion an 
odd and most attractive window piece. 

It was his plan to allow the desire for votes to at no 
time lose interest. With the post card writing under way, 
the 100 vote offer made and bringing in business, and the 
window piece nearing completion, Mr. Leber personally 
called upon all the candidates for Queen in person. He 
outlined to each his desire to be of all the assistance he 
could. He also outlined the need for his playing fair and 
treating all alike. He told each he would appreciate 
having a picture to place in his window. 

In his next step Mr. Leber acted upon a fair knowl- 
edge of what was taking place in his community. “I have 
a nice and fairly large repair department for this size 
store,” he said, “and it occurred to me that there should 
be considerable repair business available if I could get to 
it. Then, for a given period, I offered a special attraction 
of 1,000 votes for any repair business brought in.” 

That step marked a new era in summer time repair 
business for Mr. Leber. He trebled his repair output in 
a very short time. Watches, some of them needing repairs 
for from three to five years, reposing in dark drawers all 
that time because they didn’t run, were brought in. For 
1,000 votes work which could not have been obtained for 
the equivalent of 1,000 votes in money resulted. 

The window piece was a regal court scene. The back- 
ground was made up of huge fluted columns. In the center 
of the royal court was the throne chair with a miniature 
Queen preparing to become its occupant. To the Queen’s 
right were two children offering wreaths and representing 
the Orphanage. To the Queen’s left were an aged couple 
paying their respects to their Queen and representing the 
Old Peoples Home. 

The closing weeks of Mr. Leber’s participation in 
the election of the Century of Progress Queen saw interest 
in the event increasing. Business sufficient to make Mr. 
Leber declare he had gone through a good summer had 
already resulted and the question the reporter asked was 
a natural one. He wanted to know if Mr. Leber felt 
that the work he had done would have any lasting quali- 
ties so as to bring him trade after the Queen’s formal 
presentation at Soldier Field in Chicago on Sept. 2. 

“T feel it will bring me, and would bring any jeweler 
who tried it, a lot of future business. I will be in the 
minds of all persons identified with this election and with 
the Home and the Orphanage. Further, the Czechoslo- 
vakians have an annual magazine, more or less like a year 
book. In this it is expected to tell how this year’s Queen 
was elected and I know my window will be portrayed in 
that book as well as my part of the story. No, I do not 
believe the results to my business will stop with the 
Queen’s election. But that may suggest my doing some- 
thing else to continue the community’s interest in me.” 

One of the final touches given by Mr. Leber to his 
campaign was the display of candidates’ pictures. I do not 
think he would object to my telling that he handled this 
so adroitly as to be able to sell quite a number of silver 
picture frames to the candidates themselves. 
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Decrease in Jewelry and Watchcases 


Advance Statistics of Census of Manufactures Show Increase in Employment During 1933 
Over 193! But Decrease in Production 


WASHINGTON, D. C., Sept. |—-Employment in the 
jewelry-manufacturing industry increased during the first 
three quarters of 1933 and decreased somewhat during the 
last quarter, according to a report based on a preliminary 
tabulation of data collected in the Biennial Census of 
Manufactures taken in 1934, released Aug. 29 by Director 
William L. Austin, Bureau of the Census. The increase 
from 11,243 wage earners in March to 15,767 in Septem- 
ber was much more pronounced than the decrease to 14,108 
in December. 

The value of jewelry and jewelers’ findings and ma- 
terials made in the United States in 1933 by establishments 
engaged primarily in the production of these classes of 
commodities amounted to $47,868,367 (at f. 0. b. factory 
prices), a decrease of 40.2 per cent as compared with 
$80,046,887 reported for 1931, the last preceding census 
vear. 

This report presents statistics for two industries: “Jew- 
elry” and “Jewelers’ Findings and Materials.” ‘The first 
embraces establishments engaged in manufacturing articles, 
chiefly for personal adornment, made of gold, silver, plati- 
num, gold-filled metal, rolled-gold plate, or other metals, 
plain, engraved, or chased, and with or without precious 
or semiprecious stones; the second covers the manufacture 
of jewelers’ findings and materials. 

Statistics for 1933, with comparative figures for 1931, 
are given in the following tables. All figures for 1933 are 
preliminary and subject to revision. 


Tarte 1. SUMMARIES POR THE INDUSTRIFS: 1933 aND 1931 
Per cent of 
increase (+) or 
1933 1931 decrease (—) 
Jewelry 

Number of cstablishments .... 769 1,052 26.9 
Wage earners (average for the 

MERED” ¢reetetie cewewwes-ees 12,924 16,724 22.7 

0 Ee icc ci. . $11,181,321 $20,230,957 $4.7 
Cost of materials, containers, 
fuel, and purchased electric 

CRE So cic eneucss ceenss $16,547,528 $28,684,460 —42.3 

Products, total value*......... $41,896,450 $75,122,643 —44,2 

BS Re $38,953,554 $67,166,984 ~42.0 
Jewelers’ findings and ma- 

terials as acer acevata wares $523,864 $1,008,351 -48.0 

Other products .........- $530,012 $1,262,955 -58.0 
Receipts for contract, cus- 

tom, and repair work... $1,889,020 $5,684,353 -66.8 

Value added by manufacture®.. $25,348,922 $46,438,183 45.4 

Jewelers’ Findings and Materials 
Number of establishments .... 57 99 . 

Wage earners (average for the 

MIP cuckceencnentncweess 1,733 1,899 — 8.7 

WEE -6.5 ca cacewarecedabaexs $1,577,764 $2,343,295 -—32.7 
Cost of materials, fuel, and 

purchased electric energy? .. $5,232,691 $7,120,906 26.5 

Products, total value? ........ $8,862,502 $11,975,592 - 26.0 
Jewelers’ findings and ma- 

errr $8,049,067 $11,680,148 —31.1 

DOES e5-he «Haste Kwak $341,882 $191,404 (*) 

Other products ...... ns $471,553 $104,040 + 353.2 

Value added by manufacture*®.. $3,629,811 $4,854,686 —-25.2 





* Per cent not computed where base is less than 100. 

1Not including salaried officers and employees. The data for such 
officers and employees will be included in a later report. The item for 
wage earners is an average of the numbers reported for the several 
months of the year. In calculating it, equal weight must be given to 
full-time and part-time wage earners (not reported separately by the 
manufacturers), and therefore it exceeds the number that would have been 
required to perform the work done in the industry if all wage earners 
had been continuously employed throughout the year. The quotient 
obtained by dividing the amount of wages by the average number of 
wage earners can not, therefore, be accepted as representing the average 
wage received by full-time wage earners. In making comparisons 
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twecn the figures for 1933 and those for 1931, the possibility that the 
proportion of part-time employment was larger in one year than in the 
other should be taken into account. 

2? Manufacturers’ profits or losses can not be calculated from the census 
figures because no data are collected for certain expense items, such as 
interest, rent, depreciation, taxes, insurance, and advertising. 

> Value of products less cost of materials, containers, fuel, and pur- 
chased electric energy. 

4 Because of a change in the classification of certain establishments, 
the 1931 figure for this item is not strictly comparable with that for 
1933, and therefore no per cent of increase is given. 


TABLE 2.—WaAGE EARNERS, BY QUARTERS: 1933 anv 1931 


(The figure given for the final month of each quarter is the number 
reported on the payroll for the week including the fifteenth day of the 





month, or for some other representative week of the month.) 
Jewelry: 
CENSUS 
YEAR MARCH JUNE SEPTEMBER DECEMBER 
1933 11,243 11,960 15,767 14,108 
1931 17,005 16,052 17,334 16,527 
Jewelers’ findings 
and materials: 
1933 1,500 1,657 2,099 1,905 
1931 1,999 1,848 1,919 1,729 
TABLE 3.—-JEWELRY AND JEWELERS’ FINDINGS AND MATERIALS—PRopbuc- 
TION. By KIND AND VALUE: 1933 anv 1931 
KIND 1933 1931 
Jewelry and jewelers’ findings and materials, 
SE CI 6 ok hes cdeudetadciedvannuas (*) $80,866,000 
Made in the industries ...............$47,868,367 80,046,887 
Made as secondary products in other 
MINEIND on av ediescexd cw rees (@) 819,113 
Po | ER re ee eee 39,295,436 68,175,466 
IN ead cay ead yen 5,088,687 13,015,950 
ae er Pee Rr eee 11,985,631 19,245,142 
Gold-filled and ro!led-go!d-plated 2,201,687 3,497,832 
WEN Soca tus fas 4 cael edsouas <. 2,313,917 5,591,915 
Electroplated on base metals: 
OE SS Pa ae ee ree 2,368,084 3,067,862 
TS er ee 957,422 2,135,643 
Other metal plated .............. 3,503,011 4,102,939 
Emblematic and novelty jewelry 9.570.753 16,229,733 
Jewelry not reported by kind ...... 1,306,244 1,288,450 
Jewelers’ Sulleas—~aneennalied parts. ex- 
cept gems, stones, and stuck 
Se ae 2,323,831 5,391,236 
Jewelers’ materials, other than findings .. 6,249,100 7,299,298 


: “Q) Not yet available. 
1931 to 1933. 


WasHincTOoN, D. C., Sept. 11—The big decrease in 
the manufacture of watchcases from 1931 to 1933 is 
clearly shown in the preliminary figures of the Biennial 
Census of Manufactures for 1933 just available today. 
The report reads: 

There was an increase in wage-earner employment dur- 
ing 1933 in establishments engaged primarily in the manu- 
facture of watchcases in the United States, according to a 
preliminary report compiled from data collected in the 
Biennial Census of Manufactures taken in 1934, released 
today by Director William L. Austin, Bureau of the Cen- 
sus, Department of Commerce. A comparison of the final 
months of the several quarters of the year shows an increase 
from 875 wage earners in March to 1,498 in September, 
with a decrease in December to 1,317. 

The value of watchcases made by these establishments in 
1933 amounted to $1,636,950, a decrease of 51.1 per cent 
as compared with $3,348,917 reported for 1931, the last 
preceding census year. 

‘This industry classification covers establishments en- 
gaged primarily in the manufacture of watchcases for sale 
as such. Establishments which install purchased move- 

(Turn to page 66) 


DECREASE IN WATCHCASES FROM 











New Items Stimulate Sales! 


People have money to spend, but it takes smart, new designs and 
ideas to get them started. Knowing this, we concentrate upon giving 
our dealers as many high grade, new and interesting numbers as they 
may need to get the business. Your jobber should have the ones 
shown here, and many more. 





A Novelty Watch for 
HANDBAG AND DRESSER 


Black enameled, thin-model Wadsworth case with unbreakable 
crystal; size, 2/4 x 2'/4 x 7/16”. Supporting leg folds from sight 
when watch is placed in handbag. A “best seller’ because it supplies 
a need heretofore overlooked! Retail, $2.95. 


"SOFT-TICK" Alarm 


This new improved alarm has a sub- 
dued, scarcely audible tick. The 
alarm is concealed and has the new 
and very handy. top shut-off. The 
alarm bell has a clear musical note 
pleasing to the ear, but decided 
enough to awaken. Pearl-gray metal 
case with a modernistic dial in three- 
color effect. 30-hour movement. « 
Retails at $1.50. . 








DURHAM - DUNA 
Two New Chime Clocks with 
"INDEX" DIALS 


These clocks have the modern 2-tone 
metal "“index'' dial with raised, gold- 
plated, applied hour indicators; convex 
crystal and polished brass sash; 8-day 
pendulum, full Westminster chime or 
manual starting electric movement. 
DURHAM has a richly carved ma- 
hogany case, is 12” high by 10” wide, 
and retails at $33.50. DUNA has a 
selected mahogany case, is 9!/g” high 
by 1914,” wide, and retails at $27.75. 











DURHAM 


(These are but a part 
of our Fall numbers, 
many lower in price.) 


DUNA 


NOTE: Prices are slightly higher 
on the Pacific Coast. 


THE NEW HAVEN CLOCK CO. 
NEW HAVEN, CONN. 




















Decrease in Jewelry and Watchcases 
(From page 65) 


ments in cases of their own manufacture are assigned to 
the “Clocks, Watches, Time-Recording Devices, and Ma- 
terials and Parts, except Watchcases” industry, and their 
product is reported as watches. 

Statistics for 1933, with comparative figures for 1931, 
are given in the following tables. The figure for 1933 are 
preliminary and subject to revision. 


TABLE 1.—SUMMARY FOR THE INDUSTRY: 1933 AND 1931 


Per cent of 
decrease 
(—) or in- 
1933 1931 crease (+) 
Number of establishments ..... 20 31 ” 
Wage earners (average for the 
BRE sad Sacphoareiet eeu eecons 1,169 1,669 —30.0 
WINER crudtcn wo aios en $1,006,388 $1,766,749 —43.0 
Cost of materials, fuel, and pur- 
chased electric energy” ..... 760,343 1,361,195 —44.1 
Products, total value” ........ 2,657,402 4,219,133 —37.0 
WVStCROREOD 6 iscccecsese’ 1,636,950 3,348,917 —51.1 
Number reported: 
Number ..csces. 1,453,342 1,231,639 +18.0 
VaNle 2.5.5 .... 1,636,950 2,324,837 —29.6 
Number not reported, 
CAMO 6% couse eataien 1,024,080 os 
Other. products, value, and 
receipts for custom work 1,020,452 870,216 +17.3 
Value added by manufacture®.. 1,897,059 2,857,938 —33.6 


*Per cent not computed where base is less than 100. 

1 Not including salaried officers and employees. Data for such officers 
and employees will be included in a later report. The item for wage 
earners is an average of the numbers reported for the several months 
of the year. In calculating it, equal weight must be given to full-time 
and part-time wage earners (not reported separately by the manufac- 
turers), and for this reason it exceeds the number that would have been 
required to perform the work done in the industry if all wage earners 
had been continuously employed throughout the year. The quotient 
obtained by dividing the amount of wages by the average number of 
wage earners cannot, therefore, be accepted as representing the average 
wage received by full-time wage earners. In making comparisons be- 
tween the figures for 1933 and those for 1931, the possibility that the 
proportion of part-time employment was larger in one year than in 
the other should be taken into account. 

2 Manufacturers’ profits or losses cannot be calculated from the census 
figures because no data are collected for certain expense items, such as 
interest, rent, depreciation, taxes. insurance, and advertising. 

3'Value of products less cost of materials, fuel, and purchased electric 
energy. 


TABLE 2.—WAGE EARNERS, BY QUARTERS: 1933 AND 1931 


(The figure given for the final month of each quarter is the 
total number on the payrolls for the week including the fifteenth 
day of the month, or for some other representative week in the 
month. ) 


Census 

year March June September December 
1933 875 1,154 1,498 1,317 
1931 1,751 1,629 1779 1,495 


Charles A. Hagadorn 


CANAJOHARIE, N. Y., Sept. 24.—Charles A. Haga- 
dorn, 69 years old, for 50 years proprietor of a jewelry 
store in this village, died Sept. 13 at the home of his 
son, Charles H. Hagadorn, East Springfield. Mr. Haga- 
dorn had been failing for several years. 

Born in Canajoharie Sept. 19, 1865, a son of Abram 
and Anna Tilford Hagadorn, he attended schools here, 
and when a young man accepted a position in the jewelry 
department of a store in New York City. Later he re- 
turned to this village, was employed for a time in the 
jewelry store of Martin Froelich and then engaged in the 
jewelry business for himself. 

For several years he was village collector, being elected 
on the Democratic ticket. 

The funeral was held Sept. 15 at 2 p. m. The ritual- 
istic service of the Modern Woodmen was conducted by 
officers and members of the camp. 
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Results Delight Jewelers Who 
Turn “Gold Diggers”. 


(From page 41) 
promotion men in the country, states that the biggest 
day’s business in one store on Old Gold was $2,500, and 
the average reaches nearly $2,000 every day. 

The largest individual amount was brought in by a 
Chinese lady and consisted of six pieces of Oriental 
jewelry, five of them bracelets, two of which brought her 
$187 and $189, respectively. For the six pieces she 
collected $494.80. 

The frankness of the text in the generous newspaper 
ads Samuel’s released, several of which explained the per- 
centage of profit on Old Gold on which they operated, can 
be considered a major factor in their astonishing success. 

In every city of any size there is usually a section, often 
a sunny side of a hill, where the wealthy reside. In the 
attics of those well-to-do families are old round-top trunks 
and chests, many of which still hold old hunting case 
watches, dumb bell cuff links, obsolete styled watch chains 
and jewelry mountings which have “seen their day.”’ Are 
you doing your best to get the profit from the “gold in 
them thar hills?” 

A few other facts worthy of any retailers consideration 
follow: 

1. Every jeweler should have a fine selection of bridge 
prizes in stock, for the production of playing cards is on 
the increase. 

2. Luxuries are not as difficult to sell as they might 
seem, for 6,700,000 more families in this country have 
radios and 12,470,000 more have automobiles than have 
home telephones, generally considered a convenience. 

3. Advertise some articles directly to men, for a recent 
survey by Paul Converse, of the University of Illinois, 
proved that the percentage of jewelry bought by women 
was 55 per cent—by men, 23 per cent, and jointly, 20 
per cent. 

4. Newspaper advertising volume has gained steadily 
since September, 1933. 

5. Fewer salesmen were on the road during 1933 than 
at any time in the last 20 years, but 75,000 more will 
travel this Fall than a year ago. 





Star Rubies Worth $1850 Missed by Albert Ramsay, 
New York Gem Importer 


Four parcels of star rubies valued at approximately 
$1,850 were missing from the office of Albert Ramsay 
& Co., 665 Fifth Ave., late the afternoon of Sept. 25. 

The missing stones, all star rubies, were as follows: First 
parcel, one stone, weighing 7.56 cts., of fine color, worth 
$500; second parcel, one stone, 8.02 cts., $400; third 
parcel, four stones, 18.54 cts., pink color, $600; fourth 
parcel, two stones, 5.53 cts., $250. 

Mr. Ramsay requests that any one seeing stones an- 
swering to this description get in touch with his office. 





Colorado Watchmakers to Convene at Denver Nov. 11 


Denver, Coto., Sept. 23.—Directors of the Master 
Association of Colorado at a meeting held here on Sept. 
16 decided that the Association call a state convention, 
Nov. 11. Among the important matters to be attended 
to will be the election of state officers, the adoption of new 
amendments to the by-laws and the planning of future 
activities of the body. a 
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The Trend Turns 
to Yellow Gold 








GOLD FILLED | 
GUARANTEED 1/20-12K 


























ACTUAL PHOTOGRAPH OF DISPLAY PAD REDUCED IN SIZE 


, Identification 


e 
: Exce.y” Or FERS | pracelets 


HANDSOMELY DISPLAYED TO RETAIL FOR 


Gold-Filled $2.2 


IN 1/20-12 KARAT Quality. EACH 
These fine quality gold-filled “XL” 


identification bracelets are unique in 
design. Their real ‘theavy chains in 
graceful designs are made to taper 
with attractive tailored signet plates. 
Their everlasting “sales appeal” offers 
a quick turnover. 


Ever so popular are those made in 


Sterling Silver $1.00 


EACH 
These sterling silver “XL” identifica- 
tion bracelets are rhodium finished 
(non-tarnishable). They have proven 
good sellers wherever shown. 


Sell “XL” Quality Identification 


Bracelets. Order Them Now!! 


‘Your wholesaler should carry them. 
If he does not, write us, giving his 
name. 


Prices subject to Keystone discount. 
No extra charge for display pads or 
individual gift boxes. 


Exeell Mig. Co. 


45 Richmond Street 
PROVIDENCE, RHODE ISLAND 




















NEW 


A revolving Cheese 
and Cracker Stand 


with wooden inset. 


Retails at $16.50. 


Can also be had 
without the metal 
stand to retail at 


$13.50. 





One of many new items in China and Glassware appropriate for Jewelers. 


Everything in Stock for Immediate Delivery 


PAUL A. STRAUB & CO., INC. 


105-107 FIFTH AVE. AT 18TH STREET NEW YORK 











THE 
MORRO CASTLE 


U.S. Design Patent No. 93131 


An outstanding decora- 
tion on the Queen Louise 
Shape, Pastel Shades, 
makes a desirable addi- 
tion to any china depart- 
ment. 


Carried complete in 
open stock 





HEINRICH & 49-51 Wes 


23rd St. 











WINTERLING, Inc. New York 
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Glassware displayed on a properly appointed table is an important sales aid to the jeweler 


"Sell Them Glassware,” Says F. S. Wilson 


oo the time 
many centuries ago when kings and princes in every 
country in medieval Europe patronized with wealth and 
endowed with lofty position those gifted craftsmen who 
knew how to work in the vitreous art, since the time 
when the Doges of Venice, the princes of Germany, the 
kings of France in their dilettante fashion valued a fine 
transparent cup as they did precious stones and precious 
metals, glass has been called a thing of beauty, people 
have found pride in its possession. —The Egyptians orna- 
mented the tombs of the Pharaohs with glass used as 
precious stones set like moasic in gold plaques; the 
Greeks, the Romans, the Persians, the Arabs, the Chinese, 
the Japanese, the Phoenicians treasured the secrets of the 
precious art; the monks of Europe in the middle ages 
made glass to ornament their monasteries and their 
churches; Venice in her glory would send a glass cup 
modeled by a Benvenuto Cellini as a suitable gift to a 
monarch of another nation; today we ornament our 
homes and tables with lovely glassware. 

Today those who appreciate glass that is beautifully 
designed, of fine clear texture and engraved or cut with 
gracious design seek for it at the establishment of the 
dealer in precious things—the jeweler—just as the dil- 
lettante princes of long ago went to the alchemist and 
the cutter of stones, the designer of gold work for his 
glass. 

The intelligent display and advertising of glass has 
brought important profits to many retail jewelry stores. 
A fine display of glass tableware and stemware gives 
impetus to its sale. F. S. Wilson, secretary and treasurer 
of the F. L. Wilson Jewelry Co., at 207 Main St., Dan- 
bury, Conn., attributes a large part of his sales of 
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glassware to his window and its continuous advertising 
through the mail and in the newspaper. 

“We have featured glass in our store for about 20 
years and have always found it profitable,” said Mr. 
Wilson. ‘Some people,” he explained, “are.vastly inter- 
ested in the appearance of the glass. To these persons 
we point out the beauty of the design and the quality of 
the cutting as well as the texture of the glass material 


itself.” 
M.. Wilson 


finds his customers, even though he or she may not be able 
at the time to purchase the most expensive glass, are very 
often interested in looking at it and appreciate the 
quality of fine glass if it is explained. When a person 
becomes interested in the beauties of glass, he pointed out, 
he is always a potential buyer. 

“We advertise our glassware department extensively,” 
said Mr. Wilson. “We have found through experimenta- 
tion that the concerted action in three kinds of adver- 
tising, newspaper, direct mail and window display, brings 
in better results than the use of any one of these 
employed separately. —The Wilson store,” he added, “has 
always done a great deal of direct mail advertising. It 
is an expensive way to advertise, but it brings us the most 
satisfactory results, especially when it is tied up with the 
window display and the newspaper advertisement. Our 
mailing list,” he continued, ‘which we keep up to date, 
contains 2500 names at present. We send to these persons 
very few direct letters, for we have found that pamphlets 
and catalogues attractively illustrated bring in the most 
satisfactory results.” 

One week the glassware window was decorated with 











Some of the old patterns sell best! 





























The beautiful 
"TOWER" pat- 
tern, first made 
by Spode over 
150 years ago, 
is to this day 
one of the most 
popular serv- 
ices on the mar- 
ket and its rea- 
sonable cost 
places it within 
the reach of all. 


In stock, for im- 
mediate deliv- 
ery, in complete 
Dinner, Tea and 
Breakfast Ser- 
vices in either 
Pink or Staf- 
fordshire Blue. 


Prices on appli- 
cation. 


COPELAND & THOMPSON, Inc. 
206 Fifth Avenue, New York, N.Y. 
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Gentleman thoroughly familiar with 
all branches of silver business; for- 
merly designer and factory man, 
salesman, buyer, executive in well 
known stores in East, West and 
Southwest, carrying sterling and 
plated hollowware, flatware and nov- 
elties, both commercial and _ the 
better grade; now unemployed, avail- 
able at moderate salary; can supply 


best of references. 
Address 


“Y., 1983,” care Jewelers’ Circular 


239 W. 39th St., New York 




















QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 


By Emsley and Swaine, distinguished English authorities. 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price, $4. 


PRINCIPLES AND PRACTICE OF 


PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. 


RECENT ADVANCES IN 


OPHTHALMOLOGY 
By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 406 pages, well illustrated; 
price, $3.50. 


OPHTHALMOSCOPY, RETINOSCOPY 


AND REFRACTION 
By W. A. Fisher 
290 pages, profusely illustrated; price, $3.75 


Order from 
THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St., New York 
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colored highball and cocktail glasses filled with colored 
liquid and real fruit. At the same time a special week- 
end sale was announced in the newspapers and the 
announcement was sent to the names on the mailing list. 
Another attractive display of glass contained several silver 
trays of different beverage glasses. A set of crystal cock- 
tail glasses occupied one corner of the window while 
another set of frosted white highball glasses decorated 
with silver rims occupied the opposite corner. The back 
of the window was taken up by a large silver bucket 
filled with simulated ice and contained two large bottles 
of wine. Next to the bucket stood a glass and silver soda 
syphon. On either side of the syphon and bucket there 
was a silver cocktail shaker and a silver pitcher. 

In this attractive and busy jewelry store on the main 
business street of the bustling town of Danbury, one-half 
of the entire store is devoted to the display of glass. 
Here, on well-arranged shelves, is to be found glass made 
mostly by companies who do a great deal of national 
advertising. Engraved or cut, blown or pressed crystal 
vases and pitchers of many sizes and shapes, covered jars, 
bowls, flower holders, relish dishes, compotes, candy 
dishes, candlesticks are to be seen here, as well as a good 
selection of stemware, some of which is undecorated, 
while others are ornamented with cuttings, engravings 
or edged with silver. 

Today, according to Mr. Wilson, people will buy 
inexpensive glass very readily. —The salesman need expend 
very little effort to sell the popular priced glass. 

“Since repeal,’ declares Mr. Wilson, “we are selling 
more glass of a different grade from that which we sold 
before. Novelty glass, colored glass or decorated cocktail 
and highball glasses, beverage sets have been added to 
our regular stock of stemware and table glassware. This 
‘after repeal’ novelty glass, besides being profitable in 
itself, brings new customers into the store and attracts 
them to the large variety of glass which lines our shelves. 
Until five years ago,” he continued, “we enjoyed good 
sales in fine crystal that sold for $35 to $40 a dozen or 
better. Since that time our business consists mostly in 
the sale of crystal at $9 or $10 or $15 a dozen. There 
is little demand today at our store for more expensive 
glass. However,” he added, “we still feature some finely 
blown and cut patterns at $40 a dozen, and carry samples 
in stock up to $110 a dozen.” 


Jewelers Should Sell China and Glassware 


One of the oldest established jewelry stores in New 
England has convinced itself that china and glassware 
should be sold by jewelers. From a wide merchandising 
experience this store has arrived at the conclusion that 
china and glassware purchased in a jewelry store has an 
increased appreciation in value and prestige. 

“We find,” said the china and glassware buyer, “that 
our customers prefer to buy their china and glassware in 
a jewelry store. Perhaps the exclusiveness of patterns is 
an incentive, but we are inclined to believe that store 
prestige has much to do in the choice of the customer. 
We make positive when we buy that the lines we select 
will not be duplicated in other stores in our trading area. 

“Work with the distributers and manufacturers. Let 
them help you organize your china and glass department. 
It will be to your advantage to profit by such experience.” 
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 QUIMPERWARE 





from the Grande Maison factory at Quimper, France 
(Established 1420) 


We take pleasure in presenting for the first time 
a complete range of these quaint old Brittany 
productions. Some stock is already here, while 
further supplies are expected soon. [Illustrations 
available to members of the trade upon request. 


THEODORE HAVILAND & CO., INC. 
26 West 23rd St., New York 


Also sole American representatives for 
Theodore Haviland French china and English dinnerware 
from Booths, Ltd., and John Maddock & Sons, Ltd. 














| The Most Outstanding 
Novelty Item of the Year! 


























| 
| 
| Sales prove it! We are pioneers in the manufacture 
of vanity sets, but this is the finest set we’ve offered 
yet! For style, for appearance, and for price, it 
| stands alone! 


The design features a brilliant diamond effect, avail- 
able in all crystal, all rose and all green, or in popular 
combinations of crystal with jade green or black 
stoppers and covers. The mirror plateau, beautifully 
decorated, is of good quality mirror, 7 in. x 14 in. 
Sets packed in individual shipping cartons, and priced 
to show an exceptionally good profit when retailed at 
| $1.29 each. 


| THE NEW MARTINSVILLE GLASS 
| MANUFACTURING COMPANY 
| NEW MARTINSVILLE WEST VIRGINIA 
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Credit Jewelers Hold Great Convention 


Registration at Chicago Gathering Over 1000 From All Sections of 
Country—Many Excellent Exhibits By Manufacturers and Wholesalers—Every 
Seat Taken at Annual Banquet— Trade Questions Discussed and Officers Elected 


Cuicaco, Sept. 28—With more than 1000 registered, 
representing Canada and nearly every state in the Union, 
the Eighth Annual Convention of the National Associa- 
tion of Credit Jewelers has proved the most enthusiastic 
and successful one in the history of the organization. It 
has been a profitable one for nearly 100 manufacturers 
and wholesalers whose exhibits filled the main exhibit 
hall on the ball room floor of the Hotel Sherman, the 
Crystal Room on the second floor and many private rooms 


besides. 
MONDAY 


Monday morning, Sept. 24, was devoted to registration 
and inspection of exhibits. The afternoon session was 
called to order by President Charles F. Baumrucker, who 
welcomed the jewelers to the convention. He said: 


ADDRESS OF PRESIDENT BAUMRUCKER 


As president of the association it is my pleasure and privilege 
to bid you all welcome and to hope that you will take away with 
you many good ideas that will help you in your business. 

We have just passed through the most trying period in the 
history of our industry, and I am very happy to say that I 
honestly believe that the clouds have at last rolled away and 
the sun of prosperity is again shining upon us. There is no 
question but that our business has improved during the past 
year and that it is right now on a more solid basis than ever 
before. It has taken courage, ability and initiative on the part 
of each one of you to bring your business through the fires of 
depression, and I congratulate you. 

I believe in the jewelry industry, and I believe in my busi- 
ness. I am certain that the future, beginning with this year, 
holds great promise for us and that by adhering to the sound 
business principles with which we have governed our business 
for the past three years we will again be in our rightful place. 

If each one of you will sincerely interest himself in this great 
convention you will be greatly benefited. Attend all our meet- 
ings and take part in the discussions. Visit our wonderful 
exhibit, the largest we have had in years, and do your part to 
make this convention completely successful. 

On behalf of the association and myself personally I wish to 
thank the manufacturers and wholesalers who are exhibiting 
with us, and it is my sincere hope that you will be greatly 
benefited by the interest of the retail jewelers who are in at- 
tendance. 

1934 has been an up-hill road. I am entirely satisfied that in 
1935 we will be once more running along smoothly to success 
and profit. 


Clayton F. Smith, representing Mayor E. J. Kelly, ex- 
tended the city’s greetings. 

A. C. Mayer, president of the Maryland-Delaware-Dis- 
trict of Columbia Jewelers’ Association, spoke on the suc- 
cess of that association’s activity by including as members 
manufacturers and wholesalers. Monday night was given 
over to a dinner and entertainment in the College Inn. 


TUESDAY 


On Tuesday Wm. Gibson, of Cole & Young, presided. 
Wm. D. McNeil, president of the A.N.R.J.A., and chair- 
man of the Retail Jewelry Trade Code Authority, ex- 
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plained the Retail Jewelry Code from its inception up 
to the present. He then devoted quite a bit of time to 
answering the many questions from the floor. 


WEDNESDAY 


On Wednesday morning Arthur Manheimer covered 
in detail the Supplemental Wholesale Jewelry Code. 

A staff meeting of railroad time inspectors was held 
from 10 A. M. to 3 P. M. at the Morrison Hotel. A 
paper written by Jacques Le Roy, New York, was read 
by William C. Donnelly, Baltimore, of the Baltimore and 
Ohio R. R. Time Service. It is on page 76. 

The big annual banquet was held on Wednesday 
night in the Grand Ball Room. Every available seat was 
taken. While it had been scheduled as a formal affair, 
announcement was made during the day that it would 
be informal. 

THURSDAY 


On Thursday morning a round table session was held 
at which time many subjects of interest were discussed. 
These included the jewelry excise tax, advertising and 
store promotion, inventory and stock control, reopening 
old accounts, gift and art departments, the retailing whole- 
saler, decrease of unit sale prices, 25 cent package charge 
by silver manufacturers, controlled distribution of nation- 
ally advertised merchandise, the sale of nationally adver- 
tised merchandise as against non-nationally advertised 
merchandise. 

Thursday afternoon was devoted to a meeting for mem- 
bers only, at which time the business of the association 
was transacted and officers elected as follows: 

President, William Gibson, Cole & Young, Inc., Chi- 
cago; first vice-president, J. L. Freund, J. L. Freund & 
Co., St. Louis, Mo.; second vice-president, E. C. Max- 
well, St. Joseph, Mo.; third vice-president, Ralph Redak, 
Ramor-Morris, Inc., Denver, Colo.; secretary, Sol N. 
Hershberg, Rochester, N. Y.; treasurer, Louis Litt, L. 
Litt Jewelry Co., Chicago. 

Directors elected are as follows: Charles F. Baum- 
rucker, Jones & Baumrucker Co., Chicago; Charles J. 
Michaels, Michaels Jewelry Co., Hartford, Conn.; Eliot 
P. Hirshberg, Finley-Strauss, Inc., New York; Sylvain 
Basch, Basch & Co., Toledo, Ohio; Leslie Ryer, Mace- 
Ryer Co., Kansas City, Mo.; Edwin F. Kraus, Budd & 
Co., Columbus, Ohio; William Kappel, Kappel’s, Pitts- 
burgh, Pa.; S. L. Levy, Buffalo, N. Y.; David Miller, 
Miller Bros., New Orleans. 


FRIDAY 
On Friday the program called for a round table dis- 
cussion and question box session with William Gibson in 
charge. Local associations, their value and usefulness 
was one of the topics. The final business session was 
scheduled to bring the convention to a close. 
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Code of Fair Competition or the 


Assembled Watch Industry 


WasHINGTON, D. C., Sept. 6.—Approval of a code of 
fair competition for the assembled watch industry was 
announced last week by National Recovery Administra- 
tor Hugh S. Johnson. The code becomes effective today 
(September 6). 

The approval was conditioned upon deletion of Sec- 
tion 9, Article VIII, and the substitution of a provision 
prohibiting return of a watch after 60 days except for 
defects in material or workmanship; the amendment of 
Section 14, Article VIII, to prohibit inducement of 
breach in contractual relations; and the amendment of 
Section 2, Article III, to provide for a basic 40-hour 
maximum week for clerical employees, averaged over 
a 5-weeks’ period. 

A basic 40-hour maximum week is established for 
all employees; except that, during the months of Sep- 
tember, October, November and December, employees 
may be permitted to work not to exceed more than 48 
hours a week, with time and a half for time over 40 
hours. Managerial employees receiving more than $35 
weekly are excepted, as are traveling salesmen. 

The minimum rate of pay for all employees is 40 
cents an hour, except for learners and office boys and 
girls, who shall receive not less than 80 per cent of the 
minimum. Office and clerical employees shall receive 
not less than $14 a week. 

The code defines the industry as meaning “all enter- 
prises engaged in the importing and/or assembling of 
imported watches, watch cases, watch movements or 
parts thereof; also purchasers, for resale, of imported 
watches and/or movements which may be confiscated and 
offered for sale by the United States Government. 

After setting forth in detail the purposes, definitions, 
hours of labor, wages, general labor provisions, organi- 
zation, powers and duties of the Code Authority, and 
cost finding and accounting regulations, the Code con- 
tinues, as to cost and price cutting and the Trade 
Practice Rules, as follows: 


se 
ArTIcLE VII—Cost and Price Cutting 


SECTION 1. The standards of fair competition for the industry 
with reference to pricing practices are declared to be as fol- 
lows: 

(a) Wilfully destructive price cutting is an unfair method 
of competition and is forbidden. Any member of the industry 
or of any other industry or the customers of either may at any 
time complain to the Code Authority that any quoted or charged 
price constitutes unfair competition as destructive price cutting, 
imperiling small enterprise or tending toward monopoly or 
the impairment of code wages and working conditions. The 
Code Authority shall within five (5) days afford an opportu- 
nity to the member quoting or charging the price to answer 
such complaint, and shall within fourteen (14) days make a 
ruling or adjustment thereon. If such ruling is not concurred 
in by either party to the complaint, all papers shall be referred 


to the Research and Planning Division of the National Recov- ° 
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ery Administration which shall render a report and recom- 
mendation thereon to the Administrator. 

(b) When no declared emergency exists as to any given 
product, there is to be no fixed minimum basis for prices. It 
is intended that sound cost estimating methods should be used 
and that consideration should be given to costs in the determi- 
nation of pricing policies. 

(c) When an emergency exists as to any given product, sale 
below the stated minimum price of such product, in violation 
of Section 2 hereof, is forbidden. 


EMERGENCY PROVISIONS 


SECTION 2. (a) If the Administrator, after investigation, shall 
at any time find both (1) that an emergency has arisen within 
the industry adversely affecting small enterprises or wages or 
labor conditions, or tending toward monopoly, or other acute 
conditions which tend to defeat the purposes of the Act; and 
(2) that the determinatin of the state minimum price for a 
specified product within the industry for a limited period is 
necessary to mitigate the conditions constituting such emer- 
gency and to effectuate the purposes of the Act, the Code 
Authority may cause an impartial agency to investigate costs 
and to recommend to the Administrator a determination of the 
stated minimum price of the product affected by the emergency 
and thereupon the Administrator may proceed to determine 
such stated minimum price. 

(b) When the Administrator shall have determined such 
stated minimum price for a specified product for a stated 
period, which price shall be reasonably calculated to mitigate 
the conditions of such emergency and to effectuate the purposes 
of the National Industrial Recovery Act, he shall publish such 
price. Thereafter, during such stated period, no member of 
the industry shall sell such specified products at a net realized 
price below said stated minimum price and any such sale shall 
be deemed destructive price cutting. From time to time, the 
Code Authority may recommend review or reconsideration or 
the Administrator may cause any determination hereunder to be 
reviewed or reconsidered and appropriate action taken. 


COST FINDING AND ACCOUNTING 


The Code Authority shall cause to be formulated methods of 
cost finding and accounting capable of use by all members of 
the industry, and shall submit such methods to the Administrator 
for review. If approved by the Administrator, full information 
concerning such methods shall be made available to all mem- 
bers of the industry. Thereafter, each member of the industry 
shall utilize such methods to the extent found practicable. 
Nothing herein contained shall be construed to permit the Code 
Authority, any agent thereof, or any member of the industry 
to suggest uniform additions, percentages or differentials or 
other uniform items of cost which are designed to bring about 
arbitrary uniformity of costs or prices. 


ARTICLE VIII—Trade Practice Rules 


SECTION 1. No member of the industry shall publish advertis- 
ing (whether printed, radio, display, or of any other nature), 
which is misleading or inaccurate in any material particular, 
nor shall any member in any way misrepresent any goods (in- 
cluding, but without limitation, its use, trade mark, grade, 
quality, quantity, origin, size, substance, character, nature, 
finish, material content, or preparation) or credit terms, values, 
policies, services, or the nature or form of the business con- 
ducted. 

SEcTION 2. All orders and invoices shall include a clear and 











complete statement of the terms and conditions upon which the 

transaction was based and no member of the industry shall 

withhold from or insert in any quotation, order or invoice any 
statement that shall make it inaccurate in any material par- 
ticular. 

SecTION 3. No member of the industry shall falsely brand or 
mark or pack any goods in any manner which is intended to 
or does deceive or mislead purchasers with respect to the brand, 
grade, quality, quantity, origin, size, substance, character, 
nature, finish, material content or preparation of such goods. 

SecTION 4. No member of the industry shall publish adver- 
tising or otherwise circulate statements or inferences which 
refer inaccurately in any material particular to any com- 
petitor’s conduct, ability to perform contracts, credit standing, 
or otherwise, or to such competitor’s goods, prices, values, 
credit terms, policies, or services. 

SEecTION 5. No member of the industry shall publish or cir- 
culate unjustified or unwarranted threats of legal proceedings 
which tend to or have the effect of harassing competitors or 
intimidating their customers. 

SEcTION 6. No member of the industry shall secretly offer or 
make any payment or allowance of a rebate, refund, commis- 
sion, credit, unearned discount, or allowance in excess of those 
hereinafter specified, whether in the form of money or other- 
wise, nor shall a member of the industry secretly offer or extend 
to any customer any special service or privilege not extended 
to all customers of the same class, for the purpose of influencing 
a sale. 

SECTION 7. No merchandise shall be shipped: 

(a) On consignment or memorandum, except upon approval 
by the Code Authority where peculiar conditions in the in- 
dustry warrant same and except that products may be so 
shipped to be shown to a specific customer of the consignee, or 
to permit selection by the consignee for purposes of stock, pro- 
vided, however, that unless the consignee shall make report 
on such products within ten (10) days of receipt thereof, they 
shall be regularly invoiced on the net basis. 

(b) For advertising display purposes, except in accordance 
with such rules and regulations as may be prescribed by the 
Code Authority. 

SEcTION 8. No merchandise shall be accepted for credit or 
exchange unless defective, demonstrably below sample, or be- 
cause received after the agreed delivery date, or in other mate- 
rial respects does not conform with the contract of sale, and 
then only if notice is received from the customer within two (2) 
weeks of date of receipt of said merchandise by the customer, 
stating his intentions and the reasons therefor. If found to be 
defective or below sample, or in other material respects does 
not conform with the contract of sale, the member of the in- 
dustry may issue to the customer a credit memorandum or re- 
fund monies paid. 

That Section 9, Article VIII be deleted and in lieu thereof 
the following paragraph be, and it is hereby inserted: 

“No member of the Industry shall permit the return of any 
watch or watch movement after 60 days from the date of 
invoice, except for defects of material or workmanship.” 

SECTION 10. No member of the industry shall give, permit to 
be given, or directly or indirectly offer to give, anything of 
value for the purpose of influencing or rewarding the action 
of any employee, agent, or representative of another in relation 
to the business of the employer of such employee, the principal 
of such agent, or the represented party, without the knowledge 
of such employer, principal or party. This provision shall 
not be construed to prohibit free and general distribution of 
articles commonly used for advertising except so far as such 
articles are actually used for commercial bribery as herein- 
above defined. 

SECTION 11. No member of the industry shall dispose of or 
permit the disposal of second-hand or rebuilt watches, or 
watches containing second-hand or rebuilt movements, unless 
there shall be affixed to each such watch a tag stating that 
the watch is second-hand or rebuilt and requiring that the tag 
remain affixed unti! the watch is sold at retail. 

SecTion 12. No member of the industry shall give, permit 
to be given, or directly offer to give any free watch material 
or cabinets or display boxes, except to the extent that such watch 
material may be supplied without charge for purposes of replac- 
ing demonstrably defective material previously sold to the 
recipient. 
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SECTION 13. No member of the industry shall distribute deal- 
ers’ helps, such as mailing cards, mailing or counter folders, 
etc., at a price calculated to reimburse the member for less 
than fifty per cent (50%) of his out-of-pocket costs. This re- 
striction shall not include window or outside displays, en- 
graving, electrotype, plates, stereotypes, matrices, and the like. 

That Section 14, Article VIII, be amended to read as follows: 

“No member of the Industry shall attempt to induce the 
breach of an existing contract between a competitor and his 
customer or source of supply; nor shall any such member 
interfere with or obstruct the performance of such contractual 
duties or services.” 

SECTION 15. No member of the industry shall enter into any 
agreement, understanding, combination or conspiracy to fix 
or maintain price terms, nor cause or attempt to cause any 
member of. the industry to change his price terms by the use 
of intimidation, coercion, or any other influence inconsistent 
with the maintenance of the free and open market. 

SECTION 16. All prices quoted and all sales made shall be 
f. o. b. point of shipment. 

SECTION 17. On all sales made on or after the effective date 
hereof, all members of the industry shall adhere strictly to 
the following conditions: 

(a) Terms shall be no more favorable than 2 per cent, 10 
days, e.o.m., 60 days net; providing that on shipment made 
after the 25th day of the month, the member of the industry 
may date as of the first of the following month, and providing 
further, that settlements made under the terms of this sub- 
section (a) shall be in cash. Such settlements not discounted 
under the terms of this subsection (a) may be entitled to 
anticipation at the rate of 6 per cent per annum, if made before 
the expiration of the 60-day period. Interest at the rate of % 
per cent per month shall be charged on all open accounts run- 
ning beyond such net settlement date. 

(b) Where members of the industry require long advance 
preparations in completing their products, the following terms 
may be allowed to customers by members of the industry who 
are wholesaling products valued at $20.00 or more each whole- 
sale and only with respect to articles so valued; amounts due 
for merchandise purchased during the six (6) months be- 
tween Jan. 1 and June 30 (both inclusive) in any-year, shall 
be payable on July 10 of that year; amounts due for mer- 
chandise purchased during the six (6) months between July 1 
and Dec. 31 (both inclusive) in any year shall be payable on 
Jan. 10 of the following year; providing, however, that dis- 
counts allowed shall not exceed two (2) per cent, and pro- 
viding further that, where a particular customer avails him- 
self of the provisions of this paragraph (b), he shall not be 
granted longer terms on purchases of other merchandise within 
the same six (6) months’ period. 

(c) By agreement with the purchaser priod to shipment, any 
member of the industry may accept notes in settlement of the 
account, provided, however, that such notes shall be dated not 
later than the 10th of the month following such shipment and 
shall be in the hands of the member at or about the 15th of the 
month and, provided further, that such note settlements shall 
not exceed ten (10) monthly notes nor average over five (5) 
months. If force of circumstances shall require extension of 
original notes at maturity, interest shall be charged at the rate 
of six per cent (6%) per annum for such extension, which, 
however, shall be for not over ninety (90) days. ‘ 

SECTION 18. No Cash discount shall be allowed on any note 
settlement, nor shall a non-interest bearing note be accepted in 
payment of a matured obligation. Notes accepted after the 
net due date with a tolerance of ten (10) days must bear 
interest from the net due date at a rate not less than six per 
cent (6%) per annum, or at the legal rate governing the con- 
tract if less than six per cent (6%) from the net due date, 
provided that unsecured and non-interest bearing notes may 
be accepted from insolvent or financially embarrassed debtors. 
Notes so accepted shall be immediately reported to the Code 
Authority. 

SECTION 19. No member of the industry shall make allow- 
ances and/or donations to customers for advertising purposes 
or for any other purpose not approved by the Code Authority. 


ARTICLE [X—MObpDIFICATION 


SEcTION 1. This Code and all the provisions thereof are ex- 
pressly made subject to the right of the President, in accordance 
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with the provisions of subsection (b) of Section 10 of the Act, 
from time to time to cancel or modify any order, approval, 
license, rule or regulation issued under said Act. 

SECTION 2. This Code, except as to provisions required by the 
Act, may be modified or amended on the basis of experience or 
changes in circumstances, such modifications or amendments to 
be based upon application to the Administrator and such notice 
and hearing as he shall specify, and to become effective on 
approval of the President, unless otherwise provided. 


ARTICLE X—Mownopo.ies, Etc. 


SECTION 1. No provision of this Code shall be so applied as to 
permit monopolies or monopolistic practices, or to eliminate, 
oppress, or discriminate against small enterprises. 


ARTICLE XI—EFFECTIVE DATE 


SECTION 1. This Code shall become effective upon the tenth 
(10th) day after its approval by the Administrator. 

Approved Code No. 510. 

Registry No. 1208-07. 





State Associations Hold Meetings 


CINCINNATI, Outro, Sept. 14.—Three state associa- 
tions held their annual meetings during the convention 
of the A.N.R.J.A. in this city during the week. ‘The Ohio 
Retail Jewelers’ Association re-elected Henry W. von 
Unruh, of Cincinnati, president; Raymond M. Hay, 
Coshocton, vice-president; James Aylward, Bucyrus, 
treasurer. Clifford P. Simper, Cincinnati, was selected 
secretary to succeed Miss Madeline Schaeffler, of Coshoc- 
ton. The directors for the year include: Hugh M. 
Beattie, Cleveland; J. B. Schaefer, Sandusky, and A. W. 
Kampf, Cincinnati. The latter is president of the Greater 
Cincinnati Retail Jewelers’ Association. 

The Indiana state association re-elected its old off- 
cers to include: A. S. Rowe, Indianapolis, president; 
EK. A. Little, Auburn, vice-president; H. Elmer Lodde, 
Lafayette, secretary, and Gerry Mohlman, Lafayette, 
treasurer. The Hoosier delegation also renamed its old 
executive committee of Earl F. McConnell, Ralph Roess- 
ler, Leon A. Simon, Reginald Garstang and Warren 
H. Miller. 

Changes were made in the official slate of Kentucky 
Retail Jewelers’ Association as C. M. Bryant, of Lemon 
& Son, Inc., Louisville, succeeded P. B. Stith, of William 
Kendrick Jewelers, Louisville, as president. Mr. Stith 
in turn was named secretary-treasurer. Victor Bogaert, 
Lexington, became vice-president. The association de- 
cided to push a membership campaign and to take a 
more active part in developing constructive legislation 
affecting the jewelry business. 


Australian Pearl Industry 

The August number of Sands, Clays and Minerals, a 
British magazine devoted to minerals and published by 
Algernon Lewin Curtis, of Chatteris, England, there 
appears an interesting illustrated article on the Australian 
pearl industry. 

The article goes into detail as to the production of 
pearls at the headquarters at Thursday Island in Torres 
Straits and Broome in the northwest of Western Austra- 
lia and that at Shark Bay, which is conducted on different 
lines. It contains an introduction describing briefly the 
growth of pearls as a gem from the earliest times and 
gives illustrations of different pearls from the British 
Empire in addition to photographs of the pearl luggers, 
divers and of the shells of pearl oysters as they are re- 
covered from the deep. 
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Quality + Service + Broad Appeal — 
Volume Silver Sales 
(From page 47) 

unmixed good for the individual retailer. For example, 
last year the silverware manufacturers brought out seven 
new sterling patterns, most of which were advertised 
nationally. ‘To stock only one of these patterns com- 
pletely means an investment of from $500 to $1000 
for the jeweler. Multiply this figure by seven, and 
then consider how many retail jewelers, during the year 
1934, were in a position to take on all these lines at 
once. And yet, the publications were telling our cus- 
tomers that these patterns are the latest and smartest 
thing out, and the jeweler who was not able to show 
any one of them, when so requested by a customer, was 
in an embarrassing position—that of not carrying the 
newest lines and having to admit it. It is most obvious 
that seven new patterns of sterling silver are far beyond 
the sales expectation of the cautious merchant. 

“The other reason why we do not stress the manu- 
facturer’s name in our advertising is that it is just 
that much more publicity for the retailing wholesaler 
and price-cutter. All the merchandise in our store is 
‘Kind’ merchandise. and we do not propose to say that 
‘X’ brand is the smart one now, so that bargain hunting 
customers will look around for that line at 10 per cent 
above cost to the retailer—or less. 


FOLLOWING THROUGH 

“In keeping with our policy of the same high stand- 
ard of service to all customers, is the ‘follow-through’ 
after the order for an article is taken. We package 
each piece in a gray flannel bag; the box is lined with 
tissue padding and wrapped in a distinctive blue paper, 
which we use to identify all Kind packages. No matter 
what the price of the article, this is the procedure. And 
prompt deliveries are made at all cost. The system of 
our shipping room is geared to a high potential of ser- 
vice. ‘Will it work in December?’ is the question which 
must be answered satisfactorily before any idea or change 
is adopted.” 

Aggressive or conservative—which is the Kind store? 

To this question Mr. Wendler observed: “When 
you make a distinction like that you might as well ask, 
‘Aggressive or backward?’ The wise ‘conservative’ is 
merely cautious in his aggression. You've got to go 
forward or back—the law of averages doesn’t allow you 
to stand still; and as a jewelry store, dealing in the most 
intangible and yet the most valuable of commodities— 
confidence—we, I believe, are going forward, cautiously.” 


Duluth Jeweler Chairman of Committee to Develop 
Public Recreation Center 

DututnH, MInn., Sept. 23.—Appointment of Abraham 
Garon, of Garon Bros., 217 First Street, as chairman of 
the Park Point Boosters’ committee, which will work for 
development of the Point through an immediate and long- 
time program, has been announced. 

Mr. Garon has outlined a campaign which calls for a 
scenic highway encircling Park Point, a breakwater to pro- 
vide a protected bathing beach, new public bath houses, 
planting of pine trees and grasses which will prevent 
the shifting and blowing of sands, and a beautiful sum- 
mer hotel for the pleasure and comfort of regular tourists 
and those seeking relief from hay fever. 












The Watchmakers Heritage 


Address of Jacques Le Roy, New York, Read by William Donnelly 


at the Staff Meeting of Railroad Watch Inspectors 


Many times a rich 


heritage left by some outstanding person in_ business, 
science, politics, literature or art has fallen into unworthy 
hands. The whole world has been a loser in such cases. 

There is no more magnificent heritage than the science 
of Horology. The world’s greatest astronomers, scientists, 
scholars, technicians and mathematicians put their lives 
into it. The greatest genius of all times has been melted 
into it. 

And, in addition, the imagination and creative skill of 
the artists have been added to perfect modern timekeeping 
devices. 

It is the responsibility of the watchmaker to preserve 
this truly wonderful heritage and to improve upon it. 

Modern watchmaking is a perfect combination of art, 
science and skill. It dates back to the time when the 
stone-age man crawled out of his cave fastness and reck- 
oned time by the shadow cast by a tree or rock. 

That the watchmakers’ heritage has fallen into un- 
worthy hands is regrettable. Misuse and abuse of the 
delicate instruments used in the science of timekeeping 
have become so common that the public no longer holds in 
high esteem the heritage left by the great masters. 

So-called watchmakers handle, or rather mishandle, the 
tiny watches of today with a carelessness not even tolerated 
by Idaho potato growers. They wrap their choice spuds 
in tissue paper to win and retain respect for their product. 

It should be the purpose of all jewelers to help to pre- 
serve the rich heritage of watchmakers. They should en- 
courage the development among watchmakers of greater 
respect for the science of Horology, and they should strive 
to help win back the high public esteem in which the 
devotees of Horology at one time were held. 

In such a worthy undertaking every watchmaker and 
jeweler should wish to have a part. Men with high ideals 
and fired with the same zeal as were those whose lives 
and souls went into the science of timekeeping must unite 
to preserve the heritage that is rightfully theirs. They 
must become crusaders and rescue watchmaking from the 
hands of the bandits who are now using it to cheat and 
defraud the public. . 

Those of us who are interested in such a movement 
cannot go forth with sword and sabre like the crusaders 
of old, but we can go forth armed with the truth. And, 
if we tell the truth, it will not be long until watchmaking 
will again be the heritage of men who appreciate science, 
skill, learning and art. 

The banner of decency in watchmaking .must be kept 
aloft. The heritage left by the masters must be rescued 
from the hands of the incompetent, the unscrupulous, the 
dishonest and the dishonorable. 

The public must be taught to look to responsible socie- 
ties of watchmzkers and jewelers for the protection of its 
property. It is not going to be easy to restore the public’s 
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confidence and to counteract the harm that has been done. 

Destructive elements have crept into the field of watch- 
making. They left behind them all sense of decency and 
honor. They adopted as their motto: “To with eff- 
ciency and honesty; get the money!” 

Where did these destructive elements come from? Why 
have they no regard for the science of watchmaking? 

The depression may be blamed for having driven many 
men into trying to make a living at the bench. Some of 
them came from the watch factories, some from watch 
assembling plants, and others from retail jewelry stores. 

Most of these men have no regard for the science of 
watchmaking for the reason that they are not watch- 
makers. Had these men trained and studied for years to 
master watchmaking, they would not stoop to the low 
practices that are common among so-called watchmakers. 

Workmen who love their calling cannot destroy their 
profession. They would be destroying themselves. No 
person can be a real watchmaker unless his very soul is 
in his work. 

So-called watchmakers are permitted to call themselves 
skilled workmen, but they are in fact practitioners of sabo- 
tage. They are destroyers of the public’s property and 
should be branded as public enemies. 

These incompetent and unscrupulous persons have no 
more right to work at watch repairing than they have to 
practice law, dentistry and medicine. 

The destruction of property wrought annually by in- 
competent workmen who try to repair watches cannot be 
calculated accurately, but estimates are interesting. 

It is estimated that in this country more than 30,000 
persons are engaged in repairing watches and clocks. If 
each workman handles only three watches or clocks a day, 
the total number of watches and clocks entrusted to these 
workmen daily amounts to about 100,000. If we take a 
year on a basis of 300 working days, about 30,000,000 
watches and clocks are worked on in the course of a year. 
If we place the average value of each watch or clock at 
$10.00, the public entrusts yearly property worth $300,- 
000,000 to persons working as watch and clock repairers. 

How much of this property is ruined annually by -in- 
competent and unscrupulous workmen? 

Shall we say half? Some of you may place the figure 
much higher. But if we assume that half of the watches 
and clocks are damaged beyond repair, then every man, 
woman and child in this country is taxed $1.30 a year to 
allow incompetent workers to tinker with the most delicate 
mechanisms ever constructed. 

If 15,000 botchers who now work at watch repairing 
were each paid a dole of $15 a week, the American public 
would save yearly property worth over $100,000,000. 

What is being done to stop this wanton destruction of 
property? 

Here and there efforts have been made to try to stop 

(Turn to page 79) 
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A.N.R.J.A. Convention in Cincinnati 


(From page #79) 


The main speaker was the Rev. Harry Granison Hill, 
pastor of New Thought Temple. 

The banquet was held Tuesday night because all 
visiting retail jewelers were the guests of the Cincinnati 
Wholesale Jewelers and Manufacturers’ Association at 
the Zoological Gardens Wednesday night while the 
Town Criers, traveling representatives of local firms, 
gave a farewell party at the Cincinnati Club to visitors 
Thursday night. The Greater Cincinnati Retail 
Jewelers’ Association gave a buffet lunch Monday night 
so that there was some form of entertainment on every 
night of the convention. 


WEDNESDAY 

The breakfast conference on “How to Sell More 
and Better Silver” started the third day of the meet- 
ing, and it was led by James D. Dougherty, manager 
of J. B. Hudson, Inc., Minneapolis, Minn. He de- 
clared “table silver speaks the culture of a family louder 
than words,” and Mr. Dougherty cautioned housewives 
in the selection of their silver as “in no appointment of 
the home can a family’s culture be checked more quickly 
than in table silver.” 

Louis Goldman, prominent attorney of Chicago, 
spoke on the “Credit Situation” at the morning session. 

A subtle application of psychology to arouse interest 
in what jewelry and metal ware will do and a guiding 
force with a thorough understanding of the principles 
back of every jewelry purchase, are the most essential 
things needed in the retail profession, asserted Carroll 
C. Seghers, sales representative of the Gruen Watch Co. 
He dwelt on “Merchandising or What It Takes to Sell 
Jewelry,” and advocated a dictator for the profession 
in the self same fashion that the motion picture industry 
developed several years ago. 

He was followed by Prof. Carl N. Schmalz, manager 
Bureau of Business Research, Harvard University, 
Graduate School of Business Administration on ‘“Re- 
search Work.” 

With no business sessions during the afternoon dele- 
gates and visitors made a thorough inspection of the 
exhibit that was set up by 38 manufacturers throughout 
the country. This inspection preceded a sightseeing trip 
and the day ended with a dinner at the Zoological. 
Gardens. 

THURSDAY 

Habits of men everywhere in their purchases of 
engagement rings were revealed at the breakfast con- 
ference on the closing day of the convention on Thursday. 
The conference head was William G. Drosten, of F. W. 
Drosten Jewelry Co., St. Louis, Mo., who said a suc- 
cessful diamond salesman had to be part detective and 
well versed in psychology. 

Mr. Drosten told how he personally made an impor- 
tant diamond sale by first selling an automobile for a 
prospective buyer, who had said she would purchase a 
diamond “if I could sell one of my automobiles.” 

Jewelers were warned by Mr. Drosten not to put in 
their advertising, “In Business 60 Years.” “I’d rather 
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see it four years,” he said. He explained that America 
is different from Europe in the regard for old business. 
“Here,” he said, “the people venerate the new. It’s 
apt to be more up to date and snappy. Anything more 
than 10 years old is believed to be ‘mossback.’ ” 

The subject of “School Jewelry” was discussed in 
an address by Henry W. von Unruh, president of the 
Ohio Retail Jewelers’ Association. He gave a frank 
outline of his opinions on this subject and suggested 
that retail jewelers in towns of three to ten jewelers 
co-operate in dealing with this question and in larger 
cities that they work through a committee of the local 
retail jewelers. 

The address of Frank B. Wade, Shortridge High 
School, Indianapolis, appears on pages 51 and 53. 

Jacques Le Roy, New York, chairman of the Horo- 
logical Committee of the A. N. R. J. A., was absent. 
W. C. Donnelly, Baltimore, spoke in his place on “The 
Watch Repairing Department.” 

Harry G. Butterfield, vice-president of the Missouri 
Retail Jewelers’ Association, gave an address on “Watch 
Case Stamping and the New Gold Filled Standards.” 

At the business session on Thursday afternoon com- 
mittee reports were received, the reports of the secre- 
tary and treasurer read, unfinished business taken up and 
officers elected. 

Too much credit cannot be given to the Cincinnati 
manufacturing and wholesaling jewelers for the splen- 
did entertainment features of the convention. A fine 
spirit of co-operation was manifest. In the menu, while 
they showed pictures of Cincinnati and the Zoo they 
listed only the names of all the manufacturers and 
wholesalers alphabetically, but did not give credit to 
any individual as chairman or vice-chairman. 


Resolutions 


The association resolved to pledge its co-operation to 
President Roosevelt in bringing about normal business 
conditions through the NRA. It said all school jewelry 
should be sold through local dealers; recommended’ the 
present Canadian plan for engraving and condemned 
the practice of giving free engraving in lieu of dis- 
count; condemned the Army Commissary for selling 
at wholesale rates to friends of enlisted men and asked 
the Department to stop the practice through Govern- 
mental legislation; condemned a recently published sur- 
vey based on figures of Dun & Bradstreet, which was 
published in a business paper, and instructed officers to 
procure a retraction because the figures given out were 
unwarranted; would notify the Treasury Department 
to stop unscrupulous persons from buying old gold which 
it claimed was developing into a “racket”; asked that 
all smuggled watches, diamonds and jewelry confiscated 
by the Government be destroyed or sold in foreign mar- 
kets; and finally asked for the licensing of all persons 
engaged in selling at retail all jewelry and kindred lines, 
and watch repairers as a measure of protection to the 
buying public. The resolutions, which included a number 
of others, were unanimously endorsed and passed. 





























Setting for (ems 


The store of Udall & Ballou, Fifth Ave. 
Jewelers, as it appears after remodeling 


and _ redecoration. 


The business was 


first established by Frank O. Udall and 
Herbert R. Ballou at Newport, R. I., 


in 1890. The year following the New 

York store was opened on Fifth Ave. 

The present location, 734 

Fifth Ave., on the corner of 57th St., 

was taken in 1924. Besides the Newport 

shop, the concern has a branch in 
Palm Beach, Fla. 


at 45th St. 


tie woman who 


is possessed of exquisite pieces of diamond jewelry—of 
which she is justly proud, and wishes to wear in a way that 
will best display their sparkling beauty—will she select 
for her evening attire a gown of flambuoyant colors, or is 
she more likely to prefer a quiet gray or black as fitting 


contrast to the brilliance of the gems? 


Reasoning thus, William G. Doelker, president, and W. 
Waters Schwab, vice-president and treasurer of Udall & 
Ballou, Inc., retail jewelers at 734 Fifth Ave., New York, 
came to the obvious conclusion, and thereupon based their 
plans for the remodeling and redecorating of the store. 
For, as put by Mr. Schwab, “There is a striking analogy 
between the effective display of jewelry by the feminine 
wearer and the display by the merchant of jewels for sale. 
In both cases the motive is the same—to stimulate admira- 
tion on the part of the observer; and any distracting ele- 
ments, such as too much color in clothes, or, in the case of 
the store, fixtures and store decoration which ostentatiously 
demand attention for themselves, can but defeat the purpose 
of the display. 





“We are selling articles of adornment, not ‘fixtures,’ 
and while we believe that the jewelry store in itself should 
be beautiful, we also feel that it should be a beauty of sim- 
plicity which, when the customer stands in the door, will 
offer a general atmosphere of inviting charm, yet at the 
same time fading out and claiming no part of his attention 
when he approaches the cases and displays of gems.” 

This principle has been carried out practically through 
the use of “silver-leaf’’ gray as the dominating tone in the 
store’s decorative scheme. Both walls and carpet are in 
this neutral color. The dark walnut woodwork of the wall 
cases and counter cases nowhere rises above two and a half 
feet, at which point it is replaced by a gray similar in quality 
to the wall covering. Even in the edging of the standing 
counters the subdued tone is maintained by using Benedict 
nickel instead of the usual chromium fittings. This metal, 
while considerably more expensive than chromium, has the 
virtue of a dull gray finish, blending imperceptibly with 
the atmosphere of the store. 

“Our concept of jewelry store design,” says Mr. Schwab, 
“is that there should be but one contrasting element—the 








STH Ave 





Architects — 


winpow 











Private 








Sales 
Room { 
y 
= 
v 
; G Private 





= <P 


Oispley 


(Oiemond 


ES 





[Console Table Silv th 
ae JO [sinerwo — arr | —— ps | Sihenwone 


ee a 
UG; Disploy Tobie 
Standing (men's Gold Jewel, 
Some 


CN 
oe 





| 


—_—o— 








r 


cs * ee 
































a ee = 
| GEIp 









































2S TE 
oO le picmmond Jove mabie” (oid Jewelry) Display Table = 

Sales Diemond Jewelry) — (stationery) og ym 

R 
q oom CO * 

aa (ae | ( ar | as es | a if Sy, 
Jewelry Silverware K— Novelties S 
winoow winoow win 0 ow 
T 

Vollmer Willich + Fowler, Inc By th Steet 
































Floor plan showing arrangement of fixtures and distribution of merchandise displays in the new Udall & Ballou store. The 
establishment is representative of the latest and most modern conception of jewelry store design. It is one of the two or 
three stores in the country which have installed air conditioning apparatus. 
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jewels and other things in the show cases in relief against 
a neutral background. Pronounced color and aggressive 
design, rich brown woodwork on a wall case, for instance, 
finished with a heavy scroll design, “‘entomb” silverware 
rather than show it to advantage. Such a display is re- 
cessive instead of appealing, psychologically. This principle 
of planned contrast we have applied throughout the store, 
giving just as much attention to choice of trays as in creat- 
ing the general character of the establishment. 

“On the whole, it can be said that jewelers pay high rents 
for their premises. Location is a vital factor, from the 
point of view of prestige as well as that of traffic, and thus 
we most often find the jewelry store on the best street in 
town, where shopping is the thickest. It is important, there- 
fore, to make paying that high rent worthwhile. Next to 
location, I would say that the manner of display is the 
greatest determining element of success for the jeweler. 
To the man in the trade, a jewel stands on its own merits, 
unenhanced by ingenious merchandising aids. But the con- 
sumer ts susceptible only to visual appeal. An illustration, 
familiar to all jewelers, will perhaps make this point clearer. 
Every year or two, as a result of changes in style, it is 
necessary for us to break up our pieces and reincorporate 
the stones in new designs. Besides, although the piece may 
still be smart, by that time we will have shown it once or 
twice to the same customer, and it has lost all novelty. By 
this policy we have achieved recognition as always having 
something new to show. Often a change in the style of 
trays will convey this same effect. In a different ‘setting’ 
an old piece takes a new lease on life. Which brings me to 
the point—Why pay a high rent if you intend to sacrifice 
the advantages of location by letting your store remain an 
outmoded setting for your merchandise? 

“Just as important as doing the store over, is doing it 
completely. You may have a new store front, new cases, 
lighting fixtures, and rearrange the floor plan, but if the 
jewels are displayed in the same trays and boxes, the cus- 
tomer will remember them and much of the value of the 
new surroundings will be lost. On the other hand, trans- 
form everything, and you will give the impression that 
you have an entirely new stock. 


THE OLD AND THE NEw 


“Our purpose in arranging the sales floor as it is shown 
in the drawing, with standing cases alternating with tables, 
was to arrive at a happy compromise between two extremes 
of merchandising policy. The store which has only tables 
has a forbidding effect upon the casual customer, the new- 
comer who would like to look around. The first thought 
that occurs to such a one when he sees the lack of counters 


_is, ‘How will I ever get away from one of those tables?’ 


Then there is the consideration of too sudden changes—no 
customer likes to feel altogether strange in a store where 
he has been buying for years. The counter displays are 
familiar, although new in design, while the tables, on the 
other hand, offer more complete convenience and ease, 
once a pleasant relationship has been established between 
clerk and prospect. 

“The best plan when redecorating, in my opinion, is to 
retain in principle all that has proved its value in the past, 
changing what is useless, and giving a modern (not mod- 
ernistic!) tone to the whole store.” 
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Jewelry Novelties in England and the Continent 
Jewelry for Yacht Costumes 

Lonpvon, Sept. 11—Queen Mary has given society an- 
other jewelry note, this time in the form of tiny pennant 
flags designed in the form of a brooch. A flag brooch can 
be worn in the beret during the yachting season. The 
Queen has now substituted the pennant flags in rubies and 
sapphires flying from a diamond masthead with initial 
letters representing the signal number of the King’s cutter. 
A Cowes craftsman jeweler has designed the new brooch 
which carries the letters: “M. Q. L. G.” in sapphires, 
topaz, diamonds and onyx. 

The Duchess of York, when in the King’s racing yacht 
at Cowes, wore pinned in her white coat collar the ruby 
and diamond flag with its “Royal Crown” center—Britan- 
nia’s racing flag. Other yacht club jewelry noticeable fea- 
tured red and blue stones—rubies and sapphires separated 
by white diamonds, all in the form of miniature flags. The 
stick of these flags is still done in tiny rose diamonds. But 
the flags themselves are now formed of baguette-cut stones 
instead of the rose-cut gems. 


Novelties for the Fall 
Europe’s jewelry specialists working in conjunction with 
the dress designers have evolved some snappy ideas for the 
Fall buying season. In Paris the new Heim costume 
jewelry includes chiselled metals and mirror glass in cres- 
cents and star motifs of Renaissance trend. The autumn 
tints stressed in the dress fabrics are extended to the 
jewelry. Color combinations run the gamut of brown, 
rust red and gray right through to nasturtium yellow and 
a soft, misty green. Some of the designs reflect the colors 

of dark amethyst and turquvise blue. 





The Watchmaker’s Heritage 
(From page 76) 
the incompetent workmen from competing unfairly with 
skilled watchmakers and from destroying the public’s 
property. In New York City our Local Retail Jewelry 
Code Authority and our Horological Society of New York 
have made progress in exposing the damage that is being 
done. But much remains to be done. 

It has been proposed in a number of States to seek laws 
that will compel watchmakers to take out licenses. It will 
be well to give this proposal careful consideration before 
supporting it. 

There is danger that licenses issued by States may be 
used as certificates to further deceive the public. Right 
now, when the field of watchmaking is over-run by an 
army of incompetents, all of whom would be sure to get 
licenses, it does not seem a good time to set up laws to try 
to regulate watchmaking, by making them take an exami- 
nation. 

Our Horological Society in New York is heartily in 
favor of educating the public. This educational work can 
be done to the best advantage by retail jewelers. Millions 
of leaflets and booklets should be distributed every year to 
let the public know the truth about watches. 

If the public is told the truth, it will soon have the 
highest regard and respect for qualified watchmakers and 
will have only contempt for those practitioners of sabotage 
who have no respect for the heritage left by the great 
masters, and who destroy public property and pull down 
the standard of living of skilled, conscientious workmen. 
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This service embellished with the characteristic 
shell and Gadroon ornament of the George II 
period is a fine example of the best silver 
made at that time. The Gadroon ornament is 
essentially English and its popularity is per- 
petuated in the English silver of today. This 
new Gorham coffee set commends itself to 
the discriminating buyer. 





The Nelson (30-hour alarm) is a handsome 

boudoir clock with musically-toned, concealed 

alarm bell; and black suede finished case 

with chrome nickel trim. To retail for $5.95. 

(Pacific Coast price slightly higher.) A prod- 
uct of the New Haven Clock Co. 





Richly engraved Bohemian crystal candlesticks with cut 

prisms. The small one, four inches tall, retails for $2.25, 

and the six inch one for $2.50. Paul 'A. Straub & Go., 

105 Ffth Ave., New York, aaa them as Christmas 
gifts. 


Provide your Cus- 
tomers with an 


opportunity 


selecting gifts that 
are new. Note the 
many attractive 
items shown on 


this page 





In introducing a 
number of | striking 
innovations this sea- 
son, Art Metal 
Works, Inc., Newark, 
N. J., offer the new 
lighter shown here- 


with. 
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Ingersoll outdces even Ingersoll 
in reintroducing a new Dollar 
Watch. This one is known as 
the “Ingersoll Equinox.” It is 
compact in design, has a metal 
dial, etched silver numerals on 


a black track. An _ Ingersoll- 


Waterbury product. 





Here is an ideal gift for the 
motorist. It is a sterling silver 
pierced monogrammed catalin 
gear shift knob. It will please 
the man or woman thus re- 
membered. May be obtained in 
onyx, white mottle, dark green, 
dark blue, green quartz or dark 
brown. Simons Bros. Co., 269 
S. Ninth St., Philadelphia, has 
this stock. 





For the Thanksgiving or Christmas dinner service a beauti- 

fully sprayed decoration on Queen Louise shape dinnerware 

is suggested (Ivory body). The dinner plates retail at $11 

a dozen. Heinrich & Winterling, 49 W. 23rd St., New 
York offer this ware. 
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Christmas Sellin 
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A gift for the home that will give pleasure to 
all. This Seth Thomas clock known as No. 1 E 
Console has a walnut case with front of burled 
veneer. It has a 3% inch dial and is self-starting 
synchronous electric. Strikes the hours and half 


hours. Height is 634 inches. It retails for $22.50. 
The same case filled with an eight-day pendulum 


movement is $19.95. 





Here is a delightful Christmas 
gift that will be more than wel- 
come—it will be treasured by 
the fortunate possessor. It is the 
Gruen Pentagon, an excellent 
presentation watch with preci- 
sion movement. It retails for $75. 





An unusually smart design. The diamonds 
graduate in size which creates a novel 







A service for six in Community Plate 
(King Cedric design illustrated) packed 
in the new Cameo gift case—style with 
modern distinction and a rich effect of 
carved ivory and ebony—jewel, glove or 
handkerchief case—or for a score of other 
uses—on the modern woman’s dressing 
table or desk. If purchased piece by piece 
this service would cost the consumer $30, 
but by the new Community plate quality 
discount plan a service with hollow handle, 
deluxe stainless blade knives, costs 
only $25. 








graceful effect. The engagement ring 
is channeled-set with six and wedding 
ring with seven well matched diamonds. 
Wedding ring also supplied with nine dia- 
monds. Engagement ring retails at $56.25, 
and the wedding ring at $54.75. These 
are offerings of the Bristol Seamless Ring 
Co., New York. 
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America’s oldest watch manu- 
facturer presents Waltham’s 
newest design in eight-day 
clocks with jeweled movements. 
One of these smart creations is 
the “Nudist;” white onyx, black 
inlaid case; seven jewel back 
wind movement. Retail price $25. 
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A modern little basket arrangement in polished 
chromium finish which simplifies serving dif- 
ferent kinds of nuts and candies for after dinner 
service or the bridge table. In the center there 
is an amusing baby whale which adds a delightful 
touch of informal decoration. Designed by Gerths 
for the Chase Brass & Copper Co., 10 E. 40th 
St., New York. Retail price $2.50. 





Here is a charming Christmas gift for 
daughter or her mother. This strand of 
cultivated pearls is suggested by K. Miki- 
moto, 551 Fifth Ave., New York. Such a 
gift is for a lifetime and is always worn 
with pride and pleasure and passed on to 
a succeeding generation. Strands retail 
from $25 up without the clasp. 





Here we have a gift that will make the 
heart beat faster on Christmas morning. 
The “Orienta” cultured pearl set illus- 
trated herewith is suggested by Leys, 
Christie & Co., 65 Nassau St., New York. 
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Children’s clocks are among the new 
fall models just announced by the War- 
ren Telechron Co., Ashland, Mass. 
Designed to harmonize with the deco- 
rative scheme of the typical nursery, 
they will undoubtedly appeal to young- 
sters and stimulate early interest in 
learning to “tell time.” “Smug,” a 
rotund duck with a grotesque bill and 


Your Customers Will Find 
Among These New Items 
Many Acceptable Christ- 
mas Gifts; Be Prepared to 


Offer a Wide Selection 








Here 1s a new idea which should mean 
more business for retail jewelers. The 
bracelet: book charm shown herewith is 
of sterling silver. Others come in 1-20 
12k gold plate, in red, blue, black and 
green enamel, and in 14k white and 
yellow gold. Jacques Kreisler Sales 
Corp., 136 W. 52nd St., New York, 
offer these bracelets in sets of six. (All 
sterling silver $5.75 or all 1-20 12k 
gold plate, $7.25.) 





a mischievous eye, has a round dial 

with numerals easy to read. Without 

alarm, it will come in three colors, 

yellow, black, or blue, and will retail 
for $5.25. 














Any man who receives this ring 
will have reason to be particu- 
larly proud of it. The fine 12 
carat star sapphire is set in a 
platinum mounting with dia- 
monds. It retails for $400 and is 
offered by Jerome Richheimer, 
608 Fifth Ave., New York. 





Here is one of the most appealing juvenile sets of the 
year. “I go here,” says the spoon, and tots are fascinated 
and taught at the same time. Complete Educator Set, 
spoon and fork, with the attractive “My Own” plate 
and gift box. The kiddies will be pleased with this set. 
It is a product of the Holmes & Edwards division of the 
International Silver Co., Meriden, Conn. 


An attractive and useful Christmas gift 

made by Reed & Barton, Taunton, 

Mass., is shown herewith. This syrup 

holder and tray is a welcome addition 

to any breakfast table. The syrup con- 

tainer is 6% inches high and the tray 
is 5¥%g inches in diameter. 


Here is an exact reproduction of a por- 

ringer by Samuel Vernon, silversmith at 

Newport, R. |., 1683-1737. It is one of 

the many fine products of Currier & Roby, 

217 E. 38th St., New York. Retail price 
$17.50. 





This Norma pencil is now available to the trade through distributors. The changing of leads can be 

done with the thumb of the writing hand alone with the pencil in writing position and no time is said to 

be lost in its operation. It will take standard leads, either round or square, and thereby overcomes another 

possible consumer objection. It comes in chromium finish, beautifully chased and modernly streamlined. 

Other models in sterling silver and 10kt. gold-filled are also available. Norma Pencil Co., 150 Broadway, 
New York is sole owner of U. S. A. manufacturing rights. The pencils retail from $3 up. 
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ee ye) “Du Barry” design, 
showing the shape, 
rococo panel embos- 
A aa hf sing and raised cord- 
’ like edge, is a faithful 
: reproduction of the 
period when this fair 
lady ruled the fashion 
of Paris. The china 
shows floral motifs in 
natural colors em- 
bellished with gold. 
Dinner plates :etail 
at $22.25 a dozen at 
the headquarters of 
the Rosenthal China 
Co., 149 Fifth Ave., 
New York. 
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Attractive in design and of excellent work- 

manship this crystal “Graham” vase with 

metal base is suggested by the Pairpoint Cor- 

poration, New Bedford, Mass. Height overall 
9 inches. 





This “Swank” cravat chain holds the tie 

securely in place without gripping it. The 

illustration shows 10k chain and signet, re- 

tailing for $5. Many other patterns retailing 

in price from 50 cents to $5 are also manu- 

factured by the Baer & Wilde Co., Attleboro, 
Mass., and make pleasing gifts. 





New open-stock decorations on Theodore Haviland French china showing the 

new “1937” shape. From left to right—‘‘Nicole,” “Ritz” and “Mai.” Dinner 

plates retail at from $18 to $24 a dozen. Theodore Haviland & Co., 26 W. 23rd 
St., New York, welcome jewelers to inspect their stock. 


RIGHT 


For a dainty Christ- 
mas gift Joe Lip- 
schutz, 48 W. 48th 
St.. New York, calls 
retail jewelers’ atten- 
tion to this attractive 
pencil with watch in- 
sert. These pencils 
are made in gold, 
silver or lacquer fin- 
ish. The top closes 
over the tiny watch 
when the pencil is 
not in use. 





This is ‘“Trousseau” . . . a pattern of today’s elegance. Modern as a 1934 

bride—smart as a new Schiaparelli—graceful as the arch of a rainbow. 

A welcome addition to the home. International Silver Co., Sterling Silver 
Division, Wallingford, Conn. 
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New York Horological Society Pro- 
poses Educational Project to 
Train Watchmakers 


The Horological Society of New York 
opened its season of activities on Sept. 4, 
holding the first meeting in its new quar- 
ters at 150 W. 85th St. President Ben- 
jamin Mellenhoff presided. 

The more than 60 members in at- 
tendance were very much interested in 
the proposal of Mr. Mellenhoff and other 
members of the executive committee that 
in addition to the regular monthly meet- 
ings of the society, two evenings each week 
be devoted to a practical study of watch 
repairing, these classes to be held under 
the supervision of the more experienced 
members. ‘The president announced that 
already six of the foremost technicians of 
the craft had volunteered to act as lec- 
turers and instructors. He pointed out 
that there is little or no opportunity for 
the younger watchmakers to improve their 
knowledge of the craft in ways other than 
the slow, practical experience at the bench, 
and urged the members to give thought- 
ful consideration to the plan. The cost 
of carrying it out, he said, would involve 
dues of 50 cents monthly from all members, 
to defray rent for the class room. 

Herman Schlacht, member of the execu- 
tive committee, spoke on this plan, also 
suggesting the creation of a Technical Ad- 
visory Board, to act as a representative 
of the craft in matters of public relations 
and technical subjects. 

Much of the meeting was devoted to 
discussion of the evil of cut price repairing 
done by workmen not qualified as watch- 
makers. ‘The public will refuse to buy 
fine watches, asserted Mr. Mellenhoff, if 
this abuse continues, as they will fear that 
the watchmaker will ruin the timepiece 
Several plans to combat this condition 
were considered, speakers on the subject 
being F. W. Brock, of the New York 
Better Business Bureau, who described the 
procedure in prosecution for misrepresen- 
tation, in Magistrate’s Court, and William 
Wagner, executive secretary of the Local 
Retail Jewelry Code Authority, who re- 
viewed the work of that body in attempt- 
ing to wipe out the evil. Hyman Gold- 
schmidt, president of the Metropolitan Re- 
tail Jewelers’ Association, was also a 
speaker, referring to the craft of watch 
repairing as the means through which 
many retail jewelers have been able 
to weather the financial storm of the de- 
pression. 

During the course of the meeting it was 
suggested that the society give certificates 
to all members in good standing, this cer- 
tificate to be posted conspicuously in the 
store, to inspire confidence in the work of 
members on the part of the public. This 
plan would include an examination to 
prove the ability of the watchmaker be- 
fore the certificate is issued. 

A comprehensive program of lectures 
and educational features is planned for 
the regular meetings of the society during 
the coming months. These will include 
addresses by the following: W. H. Sam- 
elius, Dean of the Elgin Watchmaking 
College (Oct. 2); Howard L. Beehler, 
Director of Research, Hamilton Watch Co. 
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(Jan. 5); Major Paul Chamberlain, hor- 
ologist, and J. Freistadter, Superintendent 
of the Waltham Watch Co., Ine. 


New England Watchmakers Against 
Trade Union 


Boston, Mass., Sept. 2.—The organized 
watchmakers of Massachusetts are taking 
steps to make it clear that the members 
of the United Watchmakers of New En- 
gland are distinctly against the idea of 
trade unionism among watchmakers, par- 
ticularly in the formation of branches to 
the national body which is now known as 
the United Horological Associations of 
America. 

In letters to the author of an article in 
a California trade paper in August, John 
K. S. Mills, president of the U. W. of 
N. E. declares the local organization 
heartily in favor of the national organi- 
zation as organized. He quotes that he 
and Thos. F. Fagan, a member of the 
Executive Committee, as being instructed 
before they went to the national body at 
Washington, with absolute and definite 
directions to turn back home if there was 
any form of “unionism.” 

Mr. Mills says that their new constitu 
tion and by-laws do not indicate any 
prospect toward unionism in the or- 
ganization, but that the New England 
watchmakers are attempting to organize 
themselves as a dignified craft. 


Master Watchmakers Association of 
Colorado to Organize More 
Guilds 


Denver, Co.o., Sept. 11—The Master 
Watchmaker’s Association of Colorado, 
which claims to be one of the oldest of 
its kind in the country, is actively en- 
gaged in preparing programs of an edu- 
cational nature for the different meetings 
of their guilds. A special meeting of the 
directors to decide on these subjects will 
be held Sept. 16 to decide on the many 
suggestions as to new by-laws and othe1 
propositions that will benefit the Colorado 
watchmakers generally. 

At present, C. Wilkerson is president 
of the organization, and O. R. Hagans, 
of this city, the secretary and organizer. 
The State has seven guilds now operat- 
ing located in Denver, Colorado Springs, 
La Junta, Boulder, Greeley and Fort 
Collins. Organization is going on in 
other sections of the State in the hope 
that at least two more guilds will be 
established before long. 


Watchmakers of Birmingham Join 
International Jewelry Workers 
Union 


BIRMINGHAM, ALA., Sept. 8.—A _ full 
description of the organization of the 
watchmakers and jewelers in Birming- 
ham, Ala., into Local Union No. 91 of 
the International Jewelry Workers Union 
appeared in a recent issue of the Southern 
Labor Review. The union has now about 
50 members and is the first union of such 
workmen south of the Mason and Dixon 
Line. 
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Meetings are held regularly the second 
and fourth Wednesday of each month at 
1823’. Fifth Avenue, N. A. C. Ehiis is 
president of the union and A. C. Marsh, 
secretary-treasurer. 


Cincinnati Guild of Ohio Watch- 
makers’ Association Elects 
Officers 


CINCINNATI, Sept. 12—The Cincinnati 
Guild of Ohio Watchmakers’ Association 
held its annual election and named the 
following officers: Louis Bloesing, presi- 
dent; Harvey Faller, vice-president; 
Joseph Besse, recording secretary; Hans 
Demmer, treasurer; Joseph Voss, finan- 
cial secretary; Edward Mittendorf, legal 
adviser; William Funk, sergeant-at-arms. 

The executive committee for the year 
will be: Frank Foegler, Frank Garrett, 
Clyde Kaegy, Harry Welling, Andrew 
Rolfes, and Harry Flotemersch. 


Horological Association of California 
Conducting Membership Drive 


San Disco, CAat., Sept. 10—The Horo- 
logical Association of California which 
was formed last March now has an en- 
rollment of 750 and a membership drive 
is being conducted this month to try and 
still further build the organization. 

Ronald C. Wilson, secretary, 
that the Association has 
endorsement of the California Retail 
Jewelers’ Association. The semi-annual 
meeting of the directors was held at San 
Luis Obispo, Cal., Sept. 1, 2 and 3, at 
which time a proposed horology law was 
drafted. It will be presented to the legis- 
lature in January, 1935. 

The officers of the association are: W. 
H. Morrison, president, Berkeley, Cal.; 
A. G. Lyons, first vice president, Los An- 
geles; N. A. Soderman, San Francisco, 
second vice president; Ray S. Faweett, 
Long Beach, treasurer, and Roland C. 
Wilson, San Diego, secretary. 


reports 
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New Guild of Tennessee Watch- 
makers’ & Jewelers’ Association 
Organized 


NASHVILLE, TENN., Sept. 5—At a dinner 
given by the watchmakers and jewelers 
of Memphis, at the DeVoy Hotel tonight, 
the final si:eps for organizing Guild No. + 
of The Tennessee Watchmakers & Jewel- 
ers were taken. S. Geo. Cochron, presi- 
dent of the state association, gave the 
principal address of the evening, and after 
the election of permanent officers, de- 
livered the charter from the state asso- 
ciation. 

W. C. Roy, 238 Sterick building, was 
elected president; Homer Harris, 22 
Porter building, vice-president, and C. 
Marbury of Perle & Lowenstein, Memphis, 
secretary-treasurer. 

P. D. Martin, Don A. Dewar, T. O. 
Pearson and W. J. Cline were elected to 
the Guild board of directors, and C. F. 
Zimmerman and T. O. Pearson were 
elected to represent Guild No. 4 on the 
state board of directors. 








Work of the United Horological 
Associations of America 


Denver, Coto., Sept. 11—The Executive 
Board of the United Horological Associa- 
tions of America has passed and accepted 
a national membership certificate which 
will be used by all affiliated association 
members, according to Orville R. Hagans, 
national executive secretary who is in 
business at 3226 E. Colfax Ave., in this 
city. This certificate will bear the state 
association name, the guild and the mem- 
bers and they will be known and recog- 
nized as affiliate members of the national 
body. 

The U.H.A. has also adopted a na- 
tional seal and a national plaque to 
designate the association and approved 
a constitution and by-laws prior to the 
incorporation of the association. Con- 
vention plans are now going forward and 
it is hoped that early convention will soon 
be called. 

Mr. Hagans calls attention to the fact 
that watchmakers who are located in 
states where there are no associations 
or guilds or bodies that are not yet affili- 
ated with the national body, the national 
body will enroll members at large. If 
and when an association is formed that 
joins the national body, local members 
will become members of such State asso- 
ciation and receive their certificates from 
that body. 

Frank Foelger, Cincinnati, is president 
of the United Horological Association of 
America. 


Shipley Making a 100-Day Tour to 
Establish Gem Committees in 
50 Cities 


Los ANGELES, CAL., Sept. 15.—Robert 
M. Shipley, the well-known gemologist 
and the organizer of the American 
Gem Society, started from Lansing, Mich., 
Sept. 8, on a motor tour of 100 days dur- 
ing which he will visit at least 50 cities, 
meeting groups of jewelers and appoint- 
ing committees of organization in these 
cities and their surrounding territories 
for the main campaign “To Make Amer- 
ica Gem and Jewelry Conscious,’ which 
will be launched in each of these cities 
sometime in 1935. Committees will be 
appointed in other cities and regions by 
other Founders of the A.G.S. before the 
campaign opens in the spring of 1935. 


ORGANIZATION OF GUILDS 


As explained by Mr. Shipley upon 
his arrival in New York, these com- 
mittees will also function as Certification 
Committees in the plan to register jew- 
elers. Groups will be organized in 
many cities during his visit this fall. 
These groups, which will have the name 
of A. G. S. Guilds, will pursue the course 
of study formerly offered as a prepara- 
tory study by the Gemological Institute, 
but which since Jan. 1, 1934, has been 
the preliminary work requisite to mem- 
bership in the American Gem Society. 
This work includes three courses, (1) 
fundamental group on diamonds, other 





gems and precious metals; (2) study of 
merchandising and salesmanship of qual- 
ity lines, including all jewelers’ goods, 


and (3) practical grounding in store 
publicity and display. 
The first course takes eight months 


to complete, after which there will take 
place a two-day clinic of intensive study 
and review, in the guild’s territory, with 
personal instruction in the use of instru- 
ments for testing and grading of dia- 
monds, etc. Upon completion of this 
work, and the successful passing of tests, 
members will be qualified to use the title, 
“Registered Jeweler, American Gem So- 
ciety,” in advertising and in numerous 
methods of publicity to be furnished by 
the A. G. S. 

Full membership in the guilds will fall 
into two classes, (1) those of 20 or more 
years’ experience as practical jewelers, 
who will take a “reading” course cov- 
ering only the scientific material outlined 
above, after which an oral exam will 
be given, and (2) those of at least two 
years’ experience in buying and sell- 
ing, who will be required to fulfill the 
assignments specified by the course or 
equivalent outside preparation and take 
a written examination. Apprentice mem- 
bers with less practical experience, but 
who pass the examination, will be known 
as “Graduate Members, American Gem 
Society.” Every retail jeweler may be- 
come an Associate Member, without use 
of title, and obtain many of the sales 
and publicity helps furnished by the 
society. 

After members have passed these pre- 
liminary examinations they may go on 
to the Certified Gemologist’s course. The 
guilds will continue to function as chap- 
ters of the American Gem _ Society. 
Through the adoption of this plan, Mr. 
Shipley believes that there -has been 
accomplished the first return to the 
actual requirements of the ancient guild 
system, by means of which the public 
may select persons who have attained a 
sound knowledge of their business. 


LECTURES IN 25 CITIES 


In most of these cities, dinners or eve- 
ning meetings have been or will be held. 
In about 25 of them, Mr. Shipley will be 
available for evening lectures to groups 
of jewelers and their wives or friends; 
the subject of this lecture which he will 
deliver is “Hidden Facts About Dia- 
monds, Other Gems, and Metals,” a one- 
hour talk followed by questions. 


PLANS MADE NOW IN EVERY REGION FOR 
1935 CAMPAIGN 


Mr. Shipley is meeting with a com- 
mittee in every city in which he visits 
to explain plans and discuss methods of 
their accomplishment for the 1935 Cam- 
paign “To Make America Gem and 
Jewelry Conscious,” to be conducted in 
that region. A date will be set for the 
spring of 1935 for the launching of the 
campaign in that region, 

Interested jewelers may get in touch 
with D. Morgan, Executive Secretary, 
American Gem Society, 555 South Alex- 
andria St., Los Angeles, Cal. 
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Graduate Members of the American 
Gem Society 


The following members of the trade 
have recently passed the examination 
which entitles them to use the title “Grad. 
uate Member American Gem Society.” 

California: F. L. Hyde, Huntington 
Park; Lotta H. James, Hanford; Percy F, 
Jones, Los Angeles. 

Illinois: Hans J. Bagge, Chicago; Joseph 
Galowitsh, Chicago. 

Indiana: Guy Swartzlander, Kendall- 
ville. 

Iowa: Earl George, Des Moines. 

Massachusetts; H. D. Feuer, Worcester. 

Missouri: Leo J. Vogt, St. Louis. 

Ohio: Clayton G. Allbery, Louis J. Bin- 
der, C. J. Cornell, H. A. Erickson and 
H. B. McCague, all of Cleveland; W. A. 
Ritzi, Parma. 

Virginia: Geo. C. Barclay, Newport 
News. 

Washington: Harry F. Arold, Seattle. 

Wisconsin: Ervin A. Christianson, Port 
Washington; Alvin F. Loose, Milwaukee. 


Dinner in Honor of Rafael Lechenger, 
Vice-President of Houston Retail 
Jewelers Association 


Houston, TEx., Sept. 12.—Rafael Lech- 
enger, vice-president of the Houston Re- 
tail Jewelers Association and_ recently 
elected president of the Retail Mer- 
chants Association, was honored with an 
informal dinner Tuesday night at the 
Houston Club by directors of the jewel- 
ers association. Officers of the two or- 
ganizations attended the dinner. 

R. J. Slagle, president of the jewelers 
association, made a short talk in which 
he praised Mr. Lechenger for the thor- 
ough work he has done in behalf of the 
two organizations. William Hamilton, 
president emeritus, and C. W. Hurley, 
secretary of the Retail Merchants Asso- 
ciation, also made talks commending Mr. 
Lechenger. 

In their talks both Mr. Hamilton and 
Mr. Hurley called attention to the en- 
thusiasm with which Mr. Lechenger has 
carried on the work of the Retail Mer- 
chants Association in the short time that 
he has been president. 

Responding to the address, Mr. Lech- 
enger told of his recent visit to the East 
and the Midwest. Throughout these sec- 
tions of the country, he said, there is a 
widespread interest in Houston and in 
its business affairs. Business men in 
Chicago and New York consider Houston 
to be leading the return to prosperity, 
he said. 





Cornelius D. Campbell 


SaLT LAKE CiTy, UTAH, Sept. 8—Cor- 
nelius D. Campbell, for 46 years with the 
well-known Boyd Park retail jewelry firm 
of this city, and prior to that the owner 
of a jewelry store of his own in the 
city, died at his home on East South 
Temple St., Sept. 7, following an attack 
of apoplexy. 

Mr. Campbell, a son of Utah pioneers, 
was born in 1859. He retired from busi- 
ness two years ago because of ill health. 
A widow and daughter survive. 
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Alleged Smugglers of $10,000 in 
Swiss Watches Arrested 


United States Customs agents of the 
Montreal office recently arrested two 
men charged with smuggling watch 
movements into this country, near the 
northern border, according to the Super- 
vising Customs Agent in New York. The 
accused men, both of New York City, 
are being held for the action of the 
Federal Grand Jury. 

The contraband goods, 1300 Swiss 
movements worth approximately $10,000, 
had been exported to Canada, and, it is 
charged, then smuggled into this country. 
The arrested men, it was revealed by the 
New York official, had been under sur- 
veillance for some time as_ suspected 
smugglers, and were taken into custody 
near Waddington, N. Y. The agents 
discovered the movements concealed in 
hollow running boards of the automobile 
they were driving. 

Previous seizures of smuggled move- 
ments have disclosed that among the va- 
rious methods used to conceal the goods 
are to hide them in spare tires, in falsely 
partitioned gas tanks, and in “carry-all” 
vests of linen worn next to the skin which 
carry the movements sewed in seams. As 
many as 900 movements can be carried 
in this way, it was said by Customs 
agents. 


Maine Retail Jewelers Meet at 
Lakewood 


Lakewoop, Me., Sept. 18.—In spite of 
a handicap due to the stormy weather 
prevailing, a very enjoyable and inter- 
esting meeting was held by the Maine 
Retail Jewelers Association at the Lake- 
wood Club House here yesterday. 

The meeting was called to order at 
10.45 a.m., and President Stanton Francis, 
Brunswick, delivered a fine address of 
welcome. 

An interesting talk was then given by 
Linwood S. Cross, of Portland, a graduate 
of the Gemological Institute of America. 
He spoke on “Gems.” 

A committee was next appointed, com- 
prising Mr. Avard, T. Purdy Gardiner, 
Dana Fortin, Waterville, and L. A. 
Trask, Bangor, to nominate the new 
officers and report after luncheon. 

During luncheon, Mr. Bird of the E. B. 
Horn Co., Boston, gave a talk on the 
Retail Jewelers’ Code. 

The afternoon session was begun with 
a retailers’ business meeting. The report 
of the secretary and treasurer was ac- 
cepted, and the following officers elected: 
E. J. Beaulieu, Portland, president; Mrs. 
Geo. Turgeon, Lewiston, vice-president; 
Lloyd E. Daniels, Rockland, secretary and 
treasurer. 

The executive council consists of Dana 
Fortin, Waterville; Stanton Francis, 
Brunswick; A. T. Purdy, Gardiner; Geo. 
Bryant, Bangor, and L. J. Eno, Skow- 
hegan. 

Trade practices were discussed through 
the medium of a question box. 

During the Question Box session the 
ladies, under the chairmanship of Mrs. 
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Tufgeon, Lewiston, adjourned to her 
cabin for auction bridge. 

H. L. Carpenter of the Albert Walker 
Co., Providence, R. I., gave a very in- 
teresting talk, his subject being, “Regi- 
mentation or Cooperation in the Jewelry 
Industry.” 

M. S. Page of the M. S. Page Co., of 
Boston, spoke om the wholesalers’ jewelry 
code. 

After the social events, luncheon was 
enjoyed and then the delegates went to 
the Lakewood theatre, where a very de- 
lightful drama by the Lakewood Players 
was given. 


——— 


Gem Thieves Get Loot Worth $1,000 


POUGHKEEPSIE, N. Y., Sept. 11.—Bur- 
glars executed a $1,000 looting of the 
Martin Drum jewelry store in Miller- 
ton Sunday night, escaping with many 
valuable rings, watches and other jew- 
elry. 

The burglary was reported early yes- 
terday to the sheriff's office and to Cor- 
poral Draisey of the state police at 
Amenia who are searching for two 
Brooklyn men who were seen loitering in 
Millerton early Sunday night. It is un- 
derstood a partial license number has 
been furnished to investigators. 

The burglary was discovered when the 
store was opened yesterday. A rear en- 
trance had been forced by the thieves 
who ransacked the shop, taking a dozen 
watches, about 50 rings, bracelets, neck- 
laces, fountain pens, and cigar lighters. 
Calls were immediately sent by the own- 
ers to the sheriff's office and to the state 
police and when investigators reached 
the store they were furnished with a list 
of the stolen articles, compiled by means 
of a shop inventory. 

At noon yesterday a complete descrip- 
tion of the jewelry was flashed over the 
police teletype system. It is thought it 
had been taken to New York City to be 
disposed of to a fence there. 

The burglary was the first major jew- 
elry store job in this county in many 
years. 


Annual Meeting of Jewelers’ 
Reconstruction Corporation 


CHIcaco, Sept. 24.—The annual meeting 
of members of the Jewelers’ Reconstruc- 
tion Corporation was held in the office 
of the corporation in this city on Sept. 13. 

Three new directors were elected as 
follows: Albert F. Long, A. C. Becken 
Co., three years; Herman H. Koch, Benj. 
Allen & Co., three years, and Arnold N. 
Price, The Ball Co., two years. The 
three new directors are identified with 
the credit departments of the members 
named. 

The annual financial report was pre- 
sented, discussed and approved. The re- 
port indicated that the Jewelers’ Recon- 
struction Corporation is being most eco- 
nomically operated and is now entirely 
self-supporting. 

The report on the activities of the 
corporation in supervising cases which 
have been placed under its administra- 
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tion was presented, thoroughly discussed 
and approved by the unanimous vote of 
members present. This report was in the 
form of an accumulation of figures on 
all cases indicating the volume of sales 
and purchases in all departments, as well 
as cost of sales, gross profits, net profits, 
etc. Other statistical information was 
included in the report—all pointing to 
the success of the organization in its 
work of reconstruction. 

Following the adjournment of the an- 
nual meeting, the board of directors met 
for the purpose of electing officers for 
the ensuing year. The election resulted 
as follows: President, Richard B. Deh- 
nert, Stein & Ellbogen Co.; vice-presi- 
dent, Ray C. Wolf, C. & E. Marshall 
Co.; treasurer, Albert F. Long, A. C. 
Becken Co.; secretary, Arnold N. Price, 
The Ball Co.; assistant secretary-mana- 
ger, Guy E. Juchem, unattached. All 
of the officers above named are identified 
with the credit departments of the mem- 
bers named. 

The Jewelers’ Reconstruction Corpora- 
tion was incorporated as a “no profit” 
organization on Oct. 1, 1932. It was 
founded upon sound and _ constructive 
principles and has functioned toward its 
objectives with careful observance of 
those principles. It is not in any sense 
a collection agency. It is not a haven 
of refuge through which a debtor may 
violate his obligations to his creditors. 
Rather, it is a constructive agency—a 
clearing house—in which the difficulties 
between the debtor and creditors may be 
equitably adjusted to the lasting benefit 
of all concerned. 


Detroit Watch Repair Firm Loses 
Blue Eagle ““ 


WasHIncTon, D. C., Sept. 7—The Glick 
Watch Repair Factory, Detroit, Mich., has: 
forfeited all right to display NRA in- 
signia, according to a ruling made public 
today by the National Recovery Adminis- 
tration. 

The NRA Compliance Council unani- 
mously recommended that the firm be re- 
quired to surrender its Blue Eagle for 
violations of the code for the retail 
jewelry trade. The company was found 
to have advertised- uniform prices for 
watch repairing, and to have used mis- 
leading advertising, both of which are 
prohibited by the code; and to have vio- 
lated the minimum wage and maximum 
hours provisions. 


Amendments to Retail Jewelry Trade 
Code Approved by NRA 


WasHIncToN, D. C., Sept. 7—The Na- 
tional Recovery Administration today 
announced its approval of three amend- 
ments to the code of fair competition for 
the retail jewelry trade. These give the 
Code Authority the right to present ad- 
ministrative recommendations; provide 
for budget rules; and change the names 
of the Code Authority to “National Retail 
Jewelry Code Authority.” 





Legal Notice 


Notice is hereby given that nomina- 
tions for two members of the Code 
Authority of the Precious Jewelry 
Producing Industry can be made be- 
fore Oct. 18 and may be proposed by 
any organization or individual which 
has fulfilled his obligations to the Code 
Authority. The procedure for the 
nomination and election of the mem- 
bers of the Code Authority are pro- 
vided for in the by-laws of the Code 
Authority of the Precious Jewelry Pro- 
ducing Industry as follows: 


“The present members of the Code Author- 
ity from the Precious Jewelry Producing 
Industry shall be divided by lot into three 
Classes, Class A to serve until January 1, 
1935; Class B to serve until January 1, 1936; 
Class C to serve until January 1, 1937. 
Thereafter, successors to each class shall be 
elected to serve for two years, such suc- 
cessors to be qualified shall be chosen from 
the branch of the industry represented by 
their predecessors. 

“Section 2. Procedure in Selection of In- 
dustry Members of Code Authority.—The 
Congress of Precious Jewelry Producers, 
Inc., shall be charged with the election of 
successive members of the Code Authority 
and shall pursue the following method: On 
each September 20th, they shall arrange for 
publication in at least two jewelry trade 
publications, of a statement that nomina- 
tions for qualified successors to the members 
of the Code Authority whose term will ex- 
pire on December 31st, may be made before 
October 18th in writing, by individuals or 
trade organizations which are subject to 
Code Authority. All such nominations of 
qualified candidates shall be signed by in- 
dividuals or by the officers of trade organiza- 
tions making them and shall have the 
address of the nominators. All such nomina- 
tions of qualified candidates, including any 
nomination or nominations which the Con- 
gress itself desires to make, shall then be 
published in at least two trade journals, 
with the statement that every person sub- 
ject to the Code Authority who has fulfilled 
his obligations under the Code, may vote for 
as many persons as there are vacancies to 
be filled; and that every such vote must be 
signed and contain the address of the voter, 
placed in a sealed envelope and sent to 
the office of the Congress, 608 Fifth Avenue, 
N. C., or any other place where the 
Congress may have its office in the future; 
so that it be received on or before November 
15th; and that on November 18th, an oppor- 
tunity shall be given to every member of 
the industry entitled to vote, who has not 
voted in writing as herein provided, to cast 
his ballot at the office of the Congress in 
New York, between 2:30 and 4:00 o’clock 
P.M. on that day, and if such day should fall 
on a Sunday or a holiday, on the next follow- 
ing day. 

“Between the dates of November Ist, and 
November 15th, three tellers shall be ap- 
pointed—one by the Administration Member 
or Members, one by the Code Authority, and 
one by the Congress of Precious Jewelry 
Producers, Inc. 

“These tellers shall supervise the voting 
on November 18th, shall open and canvass 
the seaied votes and shall canvass the votes 
cast on that day, making a record of the 
names and addresses of all individuals so 
voting on November 18th. The tellers shall 
make a written, signed report in quadrupli- 
cate setting out in detail the number of 
votes cast for each candidate and _ shall 
declare the candidates receiving the greatest 
number of votes as elected. One such report 
shall be sent to the N.R.A. Administrator, 
one to the Administration Member or Mem- 
bers of the Code Authority, one to the 
Code Authority, and one to the Congress 
of Precious Jewelry Producers, Inc. Upon 
the approval of the N.R.A. Administrator, 
the persons elected shall assume the duties 
of Code Authority on January Ist succeeding 
such election. The result of each election 
shall be published in the trade press as 
soon after the balloting as possible.’’ 














Carter, Gough & Co. Go Out of 
Business 


An announcement made last week that 
the old manufacturing jewelry house of 
Carter, Gough & Co., at Park and Mul- 
berry Sts., Newark, N. J., was to be 
liquidated was received with regret by 
jewelers in all sections of the country. 
The house is one of the oldest and for 
about three-quarters of a century was 
among the most prominent in the coun- 
try. The business was founded Nov. 1, 
1841, by Aaron Carter, Jr.. who had 
learned the jewelry business in the em- 
ploy of two of Newark's pioneer jewelry 
houses. With Michael Doremus and 
A. Pennington he formed the firm of 
Pennington, Carter & Doremus, which 
was later known as Carter & Doremus 
until Mr. Carter took over the business 
which was first run as A. Carter, Jr., 
and then A. Carter, Jr., & Co. 

It was the principle of this firm to 
bring progressive employes into the part- 
nership which was shown in the names 
of the company for over 60 years, among 
these being Carter, Beam & Pierson; 
Carter & Pierson; Carter, Pierson & 
Hale; Carter, Hale & Co.; Carter, How- 
kins & Dodd; Carter, Howkins & Sloan; 
Carter, Sloan & Co.; Carter, Hastings 
& Howe; Carter, Howe & Co., and 
finally the present firm of Carter, Gough 
& Co., which started Jan. 1, 1915, when 
it was controlled by William T. Carter, 
William T. Gough, H. L. Farrow, F. W. 
Stanbrough and J. Nelson Carter. 

After the death of William T. Car- 
ter and William T. Gough, the business 
was run under this name by the two 
estates, by J. Nelson Carter, Herbert L. 
Farrow and Richard S. Gough. 

In announcing the liquidation of the 
firm it was stated that the factory would 
close about Sept. 15, after which time 
some of the Carter lines would be con- 
tinued by Krementz & Co. and the bal- 
ance of the stock of the Carter firm 
would be taken over on consignment by 
Krementz & Co. for disposition. It was 
reported that Herbert L. Farrow will 
continue in the jewelry business in 
charge of the Carter line of new pur- 
chases. 


Raymond Guille 


Raymond Guille, president of Crichton 
& Co., Ltd., dealers in antique English 
silverware and reproductions, 668 Fifth 
Ave., New York, died suddenly the night 
of Sept. 5 at his home at 29 Tenth St., 
Great Neck, L. I. He was 45 years old. 

Mr. Guille was born on the Island of 
Jersey and came to this country as a 
British subject 23 years ago, entering the 
service of the Crichton Co., on his ar- 
rival. Four years ago he succeeded his 
uncle, Edward Du Paregq, as president of 
the concern. He was an expert on an- 
tique silverware and directed the activi- 
ties of his firm in the importation of old 
silver from England. 

Surviving are his widow, Mrs. Anna 
K. Guille, a son, Peter, a step-son, Frank 
Rohn, and a daughter, Mrs. Gerald 
Thesinger of London. 
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German Gem Trade at Low Level 


WASHINGTON, D. C., Sept. 21.—Ger. 
many’s precious stone industry is at a 
low ebb, according to advices from Vice 
Consul James H. Wright, Cologne, made 
public by the Commerce Department. 

Production in the diamond-cutting 
branch was about 10 per cent of capacity 
during January, the report states. Since 
that time, however, because of export 
commitments and for seasonal reasons a 
considerable increase has been registered. 

Cutters of genuine stones other than 
diamonds report an occupation of about 
20 per cent of capacity. Trade in gen- 
uine stones, the report points out, is suf- 
fering chiefly from lack of orders from 
the United States, the principal customer. 

Synthetic stones are being produced at 
the rate of about 25 per cent of capacity 
and the domestic market is characterized 
as very dull. Exports are reported suffer- 
ing from French competition. 

Trade in pearls continued to be slack. 
The volume of business during the first 
quarter of 1934 was less than during the 
fourth quarter of 1933. Domestic sales 
of pearls are slightly better while ex- 
ports are almost at a standstill. 


The Profit Flasher 


A most ingenious device has appeared 
on the market, claimed to be the world’s 
fastest and most accurate way of figuring 
selling prices and markup percentages. 
It is called the PROFIT FLASHER and 
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consists of two discs, one for cost prices 
and the other for selling prices. 

When any cost is set in contact with 
any selling price, the correct percentage 
of profit is automatically shown. Or if 
the merchant wants any certain percent- 
age of profit, say 43 per cent, he simply 
sets the Profit Pointer at 43, then all 
around the circle every cost touches the 
selling price necessary to produce 43 per 
cent profit. It gives the correct answer 
either when the cost is per dozen or when 
it is per unit. 

The profit flasher is produced by 
Murray C. French, 1316 East 11th Ave., 
50 cents each or $4 per dozen, with lib- 
Denver, Colo. It is pocket size and costs 
eral discounts on large quantities for use 
as an advertising medium. 


The W. D. Smith Silver Co., formerly 
at 143 N. Wabash Ave., Chicago, has 
taken quarters at the Merchandise Mart. 
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Jewelry Store Windows Smashed at 
Woonsocket, R. |., Labor Strike 


WoonsockeET, R. I., Sept. 13.—During 
vicious rioting here last night incident 
to the extensive labor strike in the textile 
industry, windows were broken in several 
retail jewelry stores in the business sec- 
tion of the city. 

The front plate glass window of Cad- 
oret’s Jewelry Store, 507 Social St., was 
among those smashed, and the entire 
contents of the window valued at nearly 
$1,000 were stolen. Although the entire 
police force, State Police Troopers and 
three companies of the Rhode Island Na- 
tional Guard were on duty, it was impos- 
sible to make arrests. 


Hastings Jeweler Claimed by Death 


Hastincs, Micu., Sept. 4.—John No- 
bles, 44, of 422 West Green St., prom- 
inent jeweler, died today at Pennock 
Hospital after an illness of about two 
years. A lifelong resident of Hastings, 
he was a member of the jewelers’ firm 


of Pancoast & Nobles for the last 20 
years. 
He is survived by his widow, Mrs. 


Sue Nobles, a nurse of the Barry County 
Health Unit; his mother, Mrs. Milton 
Nobles, of Grandville, and a_ brother, 
Dr. H. W. Nobles, of Coral, Mich. 

He was a member of the Knights of 
Pythias lodge. 

Funeral services will be held Thursday 
with burial in Riverside Cemetery. 





Improvement in Antwerp’s Diamond 
Industry Reported by U. S. Com- 
mercial Attache 


WasHINGTON, D. C., Sept. 21—Ant- 
werp’s diamond industry has recently 
shown definite signs of revival, a report 
to the Commerce Department from Com- 
mercial Attache G. R. Canty reveals. 
Cutters are now working at 48 per cent 
capacity, whereas a year ago complete 
ruin of the diamond industry was seri- 
ously discussed. Diamond workers now 
number approximately 10,000 as com- 
pared with an average of 21,000 before 
the world crisis. 

According to the president of the Dia- 
mond Industry Syndicate, Canty’s report 
states, the condition of the diamond mar- 
ket is satisfactory and orders are sub- 
staritial at the present time. The revival 
in Antwerp, he points out, is the result of 
a general improvement in the interna- 
tional market. Amsterdam, however, is 
as yet far from feeling as good effects, 
for only one-third of the workmen in 
that area are occupied. 

A possible menace to the hopes of 
Antwerp dealers for a further improve- 
ment arises from the fact that a saving 
of 40 per cent is made by certain Belgian 
and Dutch diamond merchants who send 
their stones to be cut in Germany and 
thereby profit by paying for such work in 
blocked marks or depreciated dollar 
bonds. The local diamond associations 
are protesting against this practice and 
hope to be supported by the Government, 
as they maintain it is in the interest of 
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the State to protect the national cutting 
industry, it was stated. 

It is believed, according to the report, 
that the situation during the first half of 
1934 indicated a definite upward move- 
ment as compared with the correspond- 
ing period of last year. Prices were low 
by reason of the fact that producers did 
not follow a policy of stabilization but at 
the present time this disadvantage is 
counterbalanced by agreements. In ad- 
dition, at the beginning of the year in- 
ordinate sales of diamonds coming from 
Russia upset the market, but these were 
regulated and no further disturbances 
from this quarter are feared. The out- 
look for the fall season is considered by 
the local industry to be very encouraging. 


Members of The Code Authority of 
the Precious Jewelry Industry 
to be Elected 


Members of the Code Authority of the 
Precious Jewelry Producing Industry are 
now to be selected under the newly ap- 
proved amendments of the code and by- 
laws, the first of such members to be 
finally voted for by Nov. 18 after the 
nominations have been offered by the 
jewelry trade and the opportunity for al! 
members of the precious jewelry indus- 
try having a chance to participate in the 
selection. 

Under the present Code Authority of 
the Precious Jewelry Producing Industry, 
the members of the Code Authority are 
divided into three classes, successors of 
each set to be chosen every two years. 
In accordance with the regulations, the 
directors of the Congress of Precious 
Jewelry Producers, Inc., held a meeting, 
Sept. 18, at the rooms of the Jewelers 
24+ Karat Club, 608 Fifth Ave. New 
York, to arrange for the division of the 
terms of the members of the Code 
Authority now in office. This was de- 
termined by drawing by lot to establish 
these classes and Tom Bateman, the ad- 
ministration member of the Code Author- 
ity, who was present, drew the names. 

This resulted in the following desig- 
nation of the Class A members whose 
terms terminate Jan. 1, 1935 as: Walter 
N. Kahn, now representing the diamond 
cutting trade, and Jacob Mehrlust, the 
fine jewelry trade. Those in Class B, 
whose office terminates Jan. 1, 1936 con- 
sist of: W. W. Schwab, now president 
of the Congress: of Precious Jewelry Pro- 
ducers and Meyer D. Rothschild, the 
chairman of the Code Authority. Those 
in Class C whose term ends Jan. 1, 
1937 include Carl H. Lester of Krementz 
& Co., Newark, N. J., and Frank Mil- 


hening of J. F. Milhening, Inc., Chicago..- 


Under the by-laws of the Precious 
Jewelry Industry which are officially 
published in another column of this is- 
sue, anouncement for the election each 
year must be made on Sept. 20, at which 
time the names of those of the Code 
Authority whose terms expired at the end 
of the year, are to be published with the 
statement, that nominations for the suc- 
cessors must be made before Oct. 18 in 
writing by individuals or trade organiza- 
tions which are subject to the Code 
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Authority. These nominations will be 
published, after which every vote for the 
nominees must be signed by the voter and 
sent to the office of the Congress, 603 
Fifth Ave., to be received before Nov. 15. 

On Nov. 18 all members of the indus- 
try who have not voted by mail, will 
have an opportunity to cast his vote at 
the office of the Congress between 2.30 
and 4 p.m. It is provided that nominees 
running for a Code Authority shall be 
chosen from the branch of the industry 
which was represented by their predeces- 
sors. 


Gem Imports During July 


WasuinctTon, D. C., Sept. 15.—Prelimi- 
nary statistics for July as just prepared 
by the Bureau of Foreign & Domestic 
Commerce indicate that the total value 
of the diamonds ir:ported that month 
amounted to $1,152,889. Of this the total 
of the rough imported is given as $349,009 
and that of the cut stones, $803,880. 
Belgium was the largest source of both 
rough and cut stones imported. 

During the same month the importa- 
tions of pearls amounted to $19,374; 
rough precious stones, $477; cut precious 
stones, $37,236; imitation gems (except 
opaque), $61,528; opaque imitation gems 
and imitation pearls, $1,760., 





Watch and Clock Imports and 
Exports During July 


WasHINGTON, D. C., Sept. 10.—Prelimi- 
nary figures just issued by the Bureau 
of Foreign and Domestic Commerce indi- 
cate that we imported during July watch 
movements valued at $160,646, and watch 
parts, $35,644, and jewels for movements, 
$80,123. In all these instances the bulk 
of the imports were from Switzerland. 

During the same month we imported 
clock movements worth $1,217 and clock 
parts of but $426. 

During July our exports included 
watches without jewels valued at $10,304, 
jeweled watches, $485, and parts of 
watches, $6,554. 

During the same month we exported 
mantel, novelty and wall clocks valued ai 
$2,297, other clocks, except electric, $5,984, 
and one-day alarm clocks, $21,013. 


Charles L. Rhodes 


PRovIpENCE, R. I., Sept. 24.—Charles L. 
Rhodes, for a great many years a refiner 
in North Attleboro, Mass., died at his 
home on Park St., North Attleboro, on 
Sept. 19. 

For a number of years, Mr. Rhodes 
was superintendent of Bugbee & Niles 
Co., North Attleboro, manufacturer of 
watch bracelets. He was a member of 
the firm of Glines & Rhodes and has 
been active in the jewelry industry for 
many years. 

Mr. Rhodes was a well-known and 
much beloved member of the industry and 
his passing was the cause of much re- 
gret among his many friends in North 
Attleboro, Attleboro and Providence. 

He is survived by a widow and son, 
Thompson Rhodes. 


























This ‘short-cut’ loca- 
tion saves Time and 
Money in New York... 


The Piccadilly is “close to every- 
thing.” Ninety per cent of your 
calls are’ within a few minutes’ 
radius of this new hotel, and its 
short-cut location will save time 
(and taxi fare) in covering the 
town. 


And when you need relaxation, 
you are right in the center of thea- 
tres and amusements . . . to say 
nothing of the Piccadilly’s own 
“Silver Lining” Cocktail Room... 
Perfect. De luxe dinner with 
dancing in the Georgian Room. 


The Treasurer himself will ap- 
plaud your keen sense of values 
in choosing this hotel, where com- 
fortable rooms and delicious meals 
are bargains. 


RATES FROM 


"2.0 


ROOM WITH BATH 
450 Outside Rooms 


Hotel 


PICCADILLY 


45TH STREET, WEST OF BROADWAY 
W. STILES KOONES, Managing Director 














July Imports and Exports of Jewelry, 
Silver and Plate 


WasHINGTON, D. C., Sept. 17. — The 
Bureau of Foreign & Domestic Com- 
merce has released the following import 
and export statistics as to jewelry, silver 
and silver plated ware during July: 

Imports of gold and platinum jewelry 
amounted to $2,674; all other jewelry, 
$14,858; silver plated table and flatware, 
$74,438; other silver plate, $5,108. 

During July we exported no fine 
jewelry of precious metal but the total 
of other cheaper jewelry amounted to 
$32,314. Exports of sterling silverware 
amounted to $1,307, silver plated ware, 
$6,477 and other articles including gold 
or pewter, $2,504. 





Swiss Watch Industry Shows In- 
crease in Exports of Cheaper Lines 


WasuHIncTon, D. C., Sept. 17.— The 
slight improvement in the Swiss watch 
industry which was apparent during the 
first quarter of this year continued into 
the second quarter, according to current 
statistics, says a report to the Department 
cf Commerce from American Consul 
M. W. Altaffer, at Zurick, Switzerland. 

As compared with the June quarter of 
last year, says the report, exports in- 
creased by 1,000,000 watches, while the 
total value increased by 6,000,000 francs. 
During the first quarter of the current 
year 4,990,000 watches with a value of 
36,000,000 francs as compared with 4,- 
500,000 watches with a value of 30,000,- 
000 francs for the same period of last 
year. 

The demand, the report states, was for 
the cheap makes only, expensive and 
quality goods being difficult to market. 
The rationalization process continued 
and hand work was rapidly being aban- 
doned in the manufacturing process. 





Edward Jones 


WIvkes-BarrE, Pa., Sept. 1—Edward 
Jones, a watchmaker and jeweler, died 
August 29 at the Mercy Hospital. He 
was a graduate of the Bowman Technical 
School at Lancaster, Pa., and well known 
in New York State. 

He was a sergeant in the World War 
serving from July 31, 1916, until June 18, 
1919, and was also a member of the Or- 
pheus Glee Club and the Wyoming Valley 
Male Chorus. He is survived by his 
widow and one daughter. 





Harry A. Wadsworth 


CINCINNATI, Sept. 1—Harry A. Wads- 
worth, 88, president and founder of the 
Wadsworth Watch Case Co., Dayton, Ky., 
near Cincinnati, died at his home 947 
South Ft. Thomas Ave., Ft. Thomas, Ky., 
Saturday. He had been ill about a week. 

Mr. Wadsworth came to the United 
States from Birmingham, England, in his 
youth and lived near Cincinnati when he 
established the watch case concern in 1889 
in the little settlement of Dayton, Ky., 
which is considered a part of Greater 
Cincinnati. He had been head of the 
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firm ever since its founding but retired 
from active service about three years ago. 

He is survived by two sons, R. L., and 
A. W. Wadsworth, secretary and vice- 
president respectively of the company and 
one daughter, Miss Betty Wadsworth. 
Two brothers, Frank Wadsworth, Miami, 
Fla., and Fred Wadsworth, Whitehall, 
Mich. also survive. 





Colorado Jewelers Association Holds 
Excellent Meetings 


Denver, CoLo., Sept. 8—Members of 
the Colorado Jewelers Association held 
its first stage party in Denver last night 
at which the jewelers from every section 
of the State participated, over 125 mem- 
bers enjoying the program of professional 
talent which started the program. This 
was followed by a _ buffet lunch, after 
which the members participated in a 
discussion of business and social topics 
until the early hours of the morning. 

The entertainment committee consisted 
of O. H. Hagans, chairman, Sam Arscott, 
Jr., A. G. Pohndorf, Jr., A. W. Kallota 
and H. Zeckman. 

A few days before on Sept. 4, the 
association acted as host to Robert Ship- 
ley, president of the Gemological Society. 
On the invitation of Ted Syman, acting 
as chairman, cards were sent to all local 
jewelers inviting them to listen to Mr. 
Shipley’s very interesting discussion on 
gems and his information about the 
formation of the branches of the Ameri- 
can Gem Society. 


—— 


Robert A. Fletcher 


Cincinnati, Ohio, Sept. 5.—Robert A. 
Fletcher passed on’ Thursday morning, 
Aug. 30. He did not recover from the 
effects of an emergency operation. He 
had been in apparent good health up 
until early this year, when he began to 
complain. 

Mr. Fletcher became associated with 
the Gruen Watch Co. on Jan. 1, 1927, 
and for many years represented the com- 
pany as second man in the Texas terri- 
tory. He was later made a divisional 
sales manager when the organization 
was operating on that basis, and had 
always been considered a_ successful 
salesman. Upon the re-organization of 
the sales force in January, 1933, he was 
sent to the Pacific Coast as second man 
in California, with headquarters in Los 
Angeles, and first man in the states of 
Colorado, New Mexico, Arizona and 
Nevada. 

Previous to his association with Gruen 
he represented a Cincinnati and Kansas 
City jobber on the road. His entire adult 
life was spent in the jewelry industry 
and he leaves a host of friends, having 
been well liked wherever he traveled. 





Platinum Prices 


Platinum prices, as of Sept. 24, 
were officially quoted as: 
PUNE? Sas adap edna Nes eaew ner neeeeudine $36.00 
Containing 565 Iridium: ...<600000sce08e 37.25 
Containing 10% Iridium .......cccseees 38.50 
RID. ce bb ares ee eek RCRA 60.00-65.00 
POE eciceiwepredeantarse ened 24.00-25.00 
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Baer & Wilde Co. Sue Infringers of 
Patent on Cravat Chain Jewelry 


The Baer & Wilde Co., Attleboro, 
Mass., as owner of U. S. Patent No. 
1,865,995 for the Swank cravat chain, 
have vigorously proceeded against in- 
fringers for the unauthorized manufac- 
ture and sale of cravat chains infring- 
ing the patent and simulating the design 
of its cravat chain. The success of this 
type of chain as previously noted has 
compelled The Baer & Wilde Co. to 
institute legal action against various in- 
fringers in order to protect its rights. 
Preliminary injunctions have _ recently 
been obtained in the United States Dis- 
trict Court for the Southern District of 
New York against the following New 
York houses: S. Wechsler, 1123 Broad- 
way; Abraham Slutzky, doing business 
as Goody Novelty Co., 875 Sixth Ave; 
and Louis Kipnis, 596 Broadway. 

A temporary restraining order has 
been granted against David Feldman 
and Samuel Feldman, trading as Feld- 
man Bros., of 159 Canal St., while suit 
has also been instituted against Philip 
Figarsky of 130 Hester St., and it is 
anticipated that this case will shortly 
come up for trial before a Master. 

A suit was also instituted against Max 
Stark of 1670 58th St., Brooklyn, and a 
default was entered against this de- 
fendant for failure to make any appear- 
ance or file an answer. 

Some weeks ago, Albert Blatt and 
George Blatt were found guilty of ped- 
dling cravat chains without licenses and 
fined $10 each in the Fourth District 
Magistrate’s Court. 





Jewelry Taxes in August Reached 
$121,120 


WASHINGTON, D. C., Sept. 21.—Jewelry 
taxes collected in August amounted to 
$121,120.59 as compared with $255,708.92 
in the same month of last year according 
to the preliminary statement just pre- 
pared by the Bureau of Internal Revenue. 
These taxes of course were based on the 
sales by jewelers during July of each 
year and the discrepancy and decrease is 
due to the fact that taxes in 1933 were 
based on the $3 exemption which the law 
provided and those in 1934 under the 
$25 exemption as the law now provides. 





Information just released by the Bureau 
of Labor shows that the manufacturing 
jewelry industry during August reported 
gains in numbers of workers of 6.3 per 
cent. In the silver plated ware industry, 
the report shows an increase of 13.1 per 
cent in employment from July to August. 

In the table giving the index numbers 
of employment and payroll tables in 
manufacturing industries with the three 
year average of 1923-1925 as a basis for 
100 per cent, the clock and watch indus- 
try jumped from 55.8 in August, 1933, to 
68.9 in August this year, and payroll 
tables jumped from 39.2 in August, 1933, 
to 54.3 last August. 

In the jewelry manufacturing industry, 
the jump in employment went from 58.5 
in August, 1933, to 65.7 last August and 
payrolls from 40.8 a year ago to 49.7 this 
year. 


THE JEWELERS’ CIRCULAR 
for October, 1934 





Silver and silver plated ware also 
showed a jump in employment from 49.9 
to 69.3 in August of the two years and 
payrolls from 32.9 to 48.3. 

In every instance, in clocks and 
watches, jewelry, silver and silver plated 
ware there was a material increase in the 
figures of employment and in payrolls in 
August last over July. 





Warren Perry, Fifth Ave. Jeweler, on 
Mayor’s Tax Committee of Ten 


Warren Perry, retail jeweler at 665 
Fifth Ave., and chairman of the Local 
Retail Jewelry Code Authority for the 
New York Metropolitan Area, was one 
of the ten New York business men who 
devised the Three Point Plan of taxation 
proposed recently as a means for raising 
funds for unemployment relief in New 
York. 

The ten men had been previously desig- 
nated as the committee headed by Grover 
Whalen chosen from the officials of the 
393 national and regional code authori- 
ties with headquarters in the city, which 
had charge of arrangements and received 
and entertained General Hugh Johnson, 
National NRA Administrator, when he 
arrived in New York Sept. 14 to deliver 
an address in Carnegie Hall before all 
Code officials. 

At the dinner preceding the Adminis- 
trator’s address, Mayor La Guardia, who 
was present, asked the Committee of ten 
to submit a plan of taxation to raise re- 
lief funds. On Sept. 17 the Committee 
presented as the result of its delibera- 
tions, the Three Point Plan, before the 
Board of Aldermen. 

Jewelry Thieves Loot Philadelphia 

Store 


PHILADELPHIA, Sept. 24—Police today 
are looking for thieves who yesterday 
escaped with $2400 in jewelry from the 
store of John D. Enright, at the south- 
east corner of 13th and Sansom Sts., after 
gaining entrance through a skylight from 
an apartment. 

The burglars gained entrance into the 
store by climbing up a fire escape into a 
vacant apartment above the store. Then 
they broke a skylight and dropped into 
the store by means of a length of clothes 
line. They left behind burglars’ tools 
which police were examining yesterday 
for fingerprints. 

The thieves looted showcases and draw- 
ers, taking jewelry, silverware, diamonds 
and watches. No attempt was made to 
open the large safe, where many thou- 
sand dollars’ worth of the more valuable 
stock is kept. 





L. C. Graham, who started as a boy 


with Bigelow, Kennard & Co., Boston 
jewelers and silversmiths since 1830, has 
been electe .ice-president of the concern. 
He has been with the company more than 
20 years. Mr. Graham had been treasurer 
of Bigelow, Kennard & Co., to which 
office he was re-elected along with other 
officers as follows: Alanson Bigelow, 
chairman of the board; Reginald C. 
Heath, vice-chairman; Ernest Bigelow, 
president, and Frank E. Folsom, assistant 
treasurer. 
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WHAT 


makes these Earrings 


Different? 


+ 
They are equipped with 


Uxen 


The new PIERCELESS ear- 
ring attachment with the 
marvelous patented feature 


@ that holds securely 
(but never pinches the ear) 


®@ Affords Utmost Comfort 
(yet never slips off!) 


© Will bring back sales 


(the loss of expensive earrings 
has driven a vast amount ef 
earring business to the 5 & 10¢ 
stores) 


* * * 


Loxon is the first and only 
improvement in_ earring 
construction in 25 years! 


* * * 


Lampl offers a selection of 
smart earrings equipped with 
LOXON. Or the individual 
Loxon parts are obtainable 
by manufacturers or repair 
departments in Platinum, 
Gold (all colors) and Silver. 


Ui 
Walter Lampl 


CREATORS OF THE UNUSUAL— 
AS USUAL 
PRECIOUS STONE JEWELRY 


20 WEST 47th ST., NEW YORK 

















2. | DIALS ano ciock 


REFINISHED LIKE NEW 
HIGH GRADE EUROPEAN METHOD 
24 Hour Service 
Write for Price List 








ROVAL DIAL & REFINIGHING co. 
116 Nassau St., New York, N. 











CHINESE GEMS CO 


JADE INC. 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 








Wooden Pocket Watches 
De FrecE WATCH Co., INC. 


48 West 48th St., New York 


EXPERT REPAIRS 
SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 

















HAIRSPRINGS 


AMERICAN & SWISS 
HAIRSPRINGS VIBRATED 
6” co 18 « FLAT........ $ .75 
6” to 18 s. BREGUET. . .$1.25 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 








| Ave., manufacturer of cast 


Diamonds, Pearls, Precious, | 


Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 





Same Day Service GUARANTEED | 


DIAL REFINISHING 


| held last 
71-73 Nassau Street, New York | 


| cup, so long the possession of the United 


NEW YORK: 


Jewelry News of the Metropolitan District 


The Craft Watch Co., 15 Maiden Lane, 
has taken larger offices in Room 1101 at 
the same address. 

The first regular meeting of the sea- 
son of the board of directors of the 24 
Karat Club of New York will be held 
on Oct. 17 in the club meeting ,room, 


| 608 Fifth Ave. 


John Boyle, formerly in the retail jew- 
elry business at 444 Madison Ave., is 
now employed by Oscar Heyman & Bro., 
Inc., 58 W. Fortieth St., as special sales 
representative. 


Emile A. Tartakow, dealer in diamonds, 
semi-precious stones and antiques, for- 
merly at 64 W. 48th St., is now located 
in Hollywood, Cal., and announces that 
he will continue to conduct his business 
from that place. 


The American Catalin Corp., 1 Park 
synthetic 
resins, has appointed H. Krehbiel as sales 
manager in charge of all domestic busi- 
ness, it was announced recently by E. J. 
Luster, general manager. 


L. J. Rad, retail jeweler of 639 Bergen- 
line Ave., West New York, arrived in 
this country on Sept. 4 on the Majestic, 
returning from a trip to his birthplace, 
Yugoslavia, where he had been visiting 
his aged mother and two sisters. 


A copartnership trading under the 
name of the Threevan Diamond Co., was 
established recently by Joseph Van 
Berckelaer, Henry Van Ryswyck and Sol 
Van Wezel, with complete diamond cut- 
ting and polishing equipment at 37 W. 
Fifty-seventh St. The new concern will 
import, trade in and cut diamonds. 


yacht races 
America’s 


During the International 
month the famous 


States, was displayed in the window of 
Tiffany & Co. Passersby were much in- 
terested in the noted trophy, over which 
many millions of dollars have been spent 


| in the attempt to win it. 


All jobs leave our shop sameday received | 


U. $. Watch Dial Mfg. Corp. $4;86 Safeer | 








WATCH STRAPS 


We are now supplying quality leather watch 
straps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us now and profit by our experi- 
ence. Retailers order thru jobbers. 


WESTERMAN MFG. CO. 
136-140 W. 21st St., New York, N. Y. 


—_=__= 








LEARN 
JEWELRY DESIGNING 


Thru Correspondence Course 
Conducted by Well-Known Authority 
For Retailers—Salesmen—Manufacturers 


C. A. JAKOBB 


37 W. 47TH ST. NEW YORK 














Charles Doubrava, of the Doubrava 
Co., 12 John St., importer of precious and 
semi-precious stones, mourns the loss of 
his wife, Nettie, who died suddenly on 
Sept. 12 of a cerebral hemorrhage. She 
was 45 years old. Funeral was held from 
the home in Valley Stream, L. I., on Sept. 
15, with burial in Holy Rood Cemetery, 


Westbury. 


Randolph Samuels, formerly advertis- 
ing manager of the Bluebird Diamond 
Syndicate, and Stein & Ellbogen Co., Inc., 
of Chicago, and more recently stylist and 
advertising manager for Lucien Lelong 
perfumes, has been appointed director of 
the New York office of Rue Dee Par- 
fums, at 655 Fifth Ave. These are new 
perfumes to be introduced to the Amer- 
ican Market about Oct. 1. 
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Two bandits kidnapped Isadore Cohen, 
employe of J. J. Schmuckler & Sons, 133 
Canal St., Aug. 29, and, driving him a 
few blocks in an automobile owned by 
Morris Siegal, salesman, escaped with 
jewelry valued at approximately $10,000 
Cohen was taking the jewelry from the 
store to the car parked around the cor- 
ner when the robbers stopped him and 
forced him into the car. 


Latest design motifs in all the fields of 
applied art in industry are the theme of 
the new quarterly publication, Creative 
Design, the first number of which was 
issued Aug. 15 by the publisher of the 
magazine, Arts and Decoration. New de- 
signs in china and glass, linen, silver, and 
all decorative accessories for the home 
will be covered in the editorial pages of 
this periodical. 


In order to meet the requirements of a 
growing student body, the New York 
School of Display, established less than 
a year ago by Mrs. Polly Pettit, display 
manager of Black, Starr & Frost-Gorham, 
Inc., Fifth Ave. jewelers, has been moved 
to larger quarters in Room 1516 of the 
RCA building, Rockefeller Center. The 
curriculum of the school includes practical 
instruction in the design and execution of 
store and window merchandise displays. 


An errant fisherman hurled his lead 
sinker through the 53rd St. window of 
Marcus & Co., Fifth Ave. jewelers, at 
about 4.30 the morning of Sept. 9, and 
helped himself to two carved crystal 
rings worth about $200. A brooch, the 
only other article in the display, was 
beyond his reach. The broken glass was 
noticed by a milkman a few minutes 
later, who reported it to a Holmes night 
patrolman. 


Max Blitz, released in $1,000 bail last 
June while being held for the Grand Jury 
on a charge of failing to return an emer- 
ald valued at $825 to B. Sonnenberg, of 
170 Broadway, was arrested again on 
Sept. 17 and arraigned before Magistrate 
Katz in the Fifty-fourth Street Court on 
a similar charge brought by Goldmuntz 
Bros. & Co., Inc., of 10 W. Forty-seventh 
St. On this charge bail was set at $1,000, 
with the other charge still pending. 


Sol Esh, formerly vice-president of the 
firm of Kaspar & Esh, Inc., manufactur- 
ing jewelers, and for 10 years special 
travelling representative for that concern, 
on Sept. 1 established his own business 
under the name of Sol Esh, Inc., with 
complete factory and offices at 31 W. 
Forty-seventh Street. Mr. Esh will spe- 
cialize in the manufacture of diamond 
rings, wedding rings, and gold and 
platinum mountings, featuring distinctive 
designs. 


Walter N. Kahn, head of the diamond 
cutting and importing firm of L. & M. 
(Turn to page 93) 
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New York Notes 
(From page 92) 


Kahn & Co., 608 Fifth Ave., accompanied 
by his wife, returned to New York Sept. 14 
on the Paris after making a visit to the 
diamonds centers of Europe on business 
and pleasure. Mr. Kahn stated that the 
diamond market was strong, that prices 
showed an increase, but selections, par- 
ticularly in the kind of diamonds wanted 
in this country, were very poor, small in 
amount and deficient in variety. 


N. Miller, retail jeweler of New York 
for the past 25 vears, has opened a new 
store at 743 Fifth Avenue. He was for- 
merly located at the corner of Fifty-third 
Street, in the building now occupied by 
Marcus & Co., and from June, 1933, up to 
the middle of last August, was quartered 
in an upstairs suite at 745 Fifth Avenue. 
The new store has an especially attrac- 
tive front, the window being divided in 
three compartments, with the display 
space cowled in gray corduroy and with 
backgrounds of black velvet. The whole 
arrangement presents a very pleasing 
effect. 


The class in jewelry manufacture at 
the New York Evening Industrial Art 
School began its sessions for the fall sea- 
son on Sept. 2+. Hours are from 
7.30 to 9.30. Engraving, setting and de- 
sign are offered for beginners. For those 
capable of undertaking it, there will be 
opportunity for advanced work and 
study. The classes meet twice weekly, 
on Monday and Wednesday, and Tues- 
day and Thursday evenings. Albert A. 
Verber is supervising instructor in 
charge. 


Sales of jewelry at wholesale in the 
New York district during the month of 
July were 11.9 per cent less than the same 
month last year, according to the Monthly 
Review of the Federal Reserve Bank. 
The same comparison showed a decline 
of 4.9 per cent in wholesale diamond 
sales. Wholesale jewelry stocks were 2.2 
per cent less, and diamond stocks 14.1 
per cent more in July than in that 
month in 1933. The per cent of whole- 
sale jewelry and diamond charge ac- 
counts outstanding, as of June 30, was 
21.0 in 1933 and 27.9 in 1934. 


Robert Sherman, jewelry salesman, 
who was indicted in March, 1933, by the 
New York Grand Jury on a charge of 
grand larceny, being accused of taking 
diamonds worth $725 on memorandum 
from the Swiss Calibre Stone Co., 7 W. 
Forty-fifth St., was apprehended in Ohio 
early in September through the efforts of 
the Jewelers’ Memorandum Bureau and 
extradited to New York in the custody 
of Detective Wood of the City Police. 
Sherman was indicted as an absentee, 
having left the jurisdiction of the State. 
and his whereabouts being unknown at 
the time. He is lodged in Tombs prison 
pending trial. 


Graff, Washbourne & Dunn, Inc., 142- 
146 W. 14th St., silversmiths; have just 
completed the John D. Chapman Memor- 
ial Trophy cup, valued at $750 retail, for 
the Greenwich Country Club, Greenwich, 
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Conn. The order was placed by Alfred | 
Morell, of 608 Fifth Ave. The cup, one | 


of the quality pieces of the year, is in 
Sterling silver and stands 21 inches high. 
It is hand-chased in an acanthus leaf 
design, with the motif carried out in re- 
poussé relief. This trophy, instead of 
becoming the property of the winners of 
the tournament, will be retained by the 
club, while gold medals bearing a bas- 
relief likeness of the late Mr. Chapman 
will be given to the two winners each 
year, the latter's names being engraved 
on the cup. 


The members of the Bronx Retaii 
Jewelers’ Association on Sept. 4+ listened 
to an address by Major Dana C. Beattie, 
one of the organizers of the New York 
Wholesale Jewelers’ 


Association, who | 


discussed the policy of controlled distri- | 


bution recently adopted by a number of 
manufacturers, and its relation to the 
Code of Fair Competition for the Whole- 
sale Jewelry Trade. The Major pointed 
out that if this policy is to be successful, 
retailers must get behind it with effective 
merchandising plans, so that sufficient 
volume to permit the manufacturers to 
hold to the plan will be maintained. 
George Korsunsky, president of the 
Bronx association, urged the members to 
give their wholehearted support to the 
plan. 


Robert Shipley, president of the Ameri- | 


can Gem Society, will address the mem- 
bers of the Gem & Pearl Dealers’ Asso- 
ciation on the afternoon of Oct. 3, at 3 
o'clock, in the rooms of the Jewelers 2+ 
Karat Club of New York. On this occa- 
sion Mr. Shipley will describe the work 
that is being carried on by the American 
Gem Society, and also discuss the edu- 
cational facilities offered by the Gemo- 
logical Institute. That evening he will 
speak on the same subjects to a meeting 
of leading retail jewelers of New York 
city and nearby cities, held in the offices 
of the Local Retail Jewel-Code Authority 
under the auspices of that body. Mr. 
Shipley was in New York last week in 
connection with the work in which he is 
interested. 


The Metropolitan Retail Jewelers As- 
sociation held a meeting in the Oak Room 
of the Hotel Commodore on Sept. 20. 
President Hyman Goldschmidt, who 
opened the meeting, resigned the chair 
to Samuel Feldman, president of the New 
York State Retail Jewelers Association, 


| 


| 


who acted as honorary chairman of the 


occasion. Speakers of the evening in- 
cluded William D. McNeil, chairman of 
the National Retail Jewelry Trade Code 
Authority, and recently re-elected presi- 


dent of the ANRJA, who gave the ad- 


dress he had presented at the national 
convention held Sept. 10-14 in Cincinnati; 
Charles T. Evans, secretary of the 
ANRJA, who gave a comprehensive re- 
port of the events and features of the 
convention, and Major Dana C. Beattie, 
secretary of the New York Wholesale 
Jewelers’ Association, who spoke on con- 


trolled distribution and the necessity for | 


cooperation with the manufacturer in his 
efforts to make such a_ sales 
successful. 
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WHERE TO BUY | 





Cultured Pearls 


in all Sizes 


(€ ee i ¢ 
e Ak : . % 


- & 


®« 


or Mounted as Necklaces, Studs, Rings, 
Scarf Pins, Earrings, Pins in Platinum 
or Gold. 


“The Pearl House’’ Leys, Christie & Co. 


65 Nassau St., New York 


The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 


‘we, 
~? 


“4 yy 








Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 


REPAIRING 


JEWELRY — SILVERWARE 


SOLKY BROS., Inc. 


142 Fulton St., New York 
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Expert Diamond Cutting 

and Repairing for the Trade 
For many years manager and foreman of 
the cutting works of L. & M. Kahn & Co. 


DAVID BARZILAY 


64 West 48th St. 
New York City 


Suite 807 
Tel., Bryant 9-2038 











INDESTRUCTIBLE CRYSTALS 
Guaranteed For 1 Year 
WILL NOT BREAK, DISCOLOR OR 
FALL OUT 


Instrument Glasses Replaced 
Samples and Prices on Request 


XL WATCH CRYSTAL CO. 


206 Broadway New York, N. Y. 
Tel. COrtland 7-9665 














USE 
DIAMOND 
SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 
CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 












































SOLE DISTRIBUTORS 


CHRONOMETER CYMA 


INTERNATIONALLY FAMOUS 


WATCHES — CLOCKS 
NORMAN M. MORRIS 


Incorporated 
542 Fifth Ave., 


USE OUR STH AVE. ADDRESS 


Secure prestige by making our offices your personal 
or business (New York) address. We represent 
yeu, receive mail, telegrams, telephone messages 
and you call, or we reforward to you (daily). 


$2.00 Monthly 


NEW YORK MAIL SERVICE (est. 1919) 
210 Fifth Ave., or 15 Park Row, N. Y. 


Hoover White Gold Golder 


for INVISIBLE SEAMS 
ORDER FROM YOUR SUPPLY HOUSE 


HOOVER & STRONG, Inc. e@ 119 W. Tupper Street 
Buffalo, N. Y. @ Gold Refiners and Mfrs. Since 1912 


New York 

















SHIP YOUR 
SWEEPS and POLISHINGS 


FILINGS, OLD ACID, WASHINGS 
TO US FOR PROMPT RETURNS 


GOLD—SILVER 
PLATINUM 


BOUGHT & SOLD 


JEROME REFINING CO. 
| E. FORDHAM RD., BRONX, N. Y. 











ATTENTION PAWNBROKERS 


We pay highest CASH Prices for your 


UNREDEEMED WATCHES 


Write us before selling 


PAUL ROSENBERG 


5 South Wabash Avenue, 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$5.00 


Chicago 








Same in 17-Jewel 
$6.00 





Same in 12 size, ee $4.00 
with a _ beautiful 15-Jewel ......6 5.00 
Fancy Silver Dial I7-JEWE) 2 osc 22s 6.00 


Also fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for our New 1934 Circular 


PAUL ROSENBERG 


Suecessor to Lew & Rosenberg 


5 South Wabash Avenue, Chicago 








Harry Ratner 


Harry Ratner, retired manufacturing 
jeweler of New York city, and first vice- 
president of the New York Jewelers 
Benevolent Association, died Sept. 20 of 
a complication of illnesses in the Israel 
Zion Hospital, Brooklyn. He was 63 
years old. Funeral was held Sept. 21 
from the Midtown Memorial Chapel 
with burial in the family plot, Mt. Leb- 
anon Cemetery. 

Surviving are his widow, of 1025 
Gerard Ave., the Bronx, and two sons. 


——_—. 


Lodewyck Van Berckelaer, President 
of Antwerp Diamond Cutters’ 
Union, Here on Visit; Dis- 
cusses Conditions Abroad 


Arriving in the United States aboard 
the Olympic on Sept. 12, Lodewyck Van 
Berckelaer, president of the Diamond 
Cutters’ Union of Antwerp, Belgium, 
secretary of the International Alliance of 
Diamond Cutters, and a member of the 
Belgian Senate, is here on a visit of five 
or six weeks to study conditions in the 
diamond trade. He is making his head- 
quarters at 37 W. 57th St., New York 
City, in the offices of the Threevan Dia- 
mond Co., of which his son, Joseph Van 
Berckelaer, is a member. 

In an interview with a representative 
of THE JEWELERS’ CircuLar, Mr. Van 
Berckelaer gave his opinions of the dia- 
mond trade as it exists today in the cut- 
ting centers of Europe, and the causes 
which have led up to present conditions. 

“Prices of diamonds,” he said, “started 
dropping long before the present depres- 
sion, this being due to South Africa’s ill- 
fated attempt to create artificially a dia- 
mond cutting industry in that country. 
Subsidies and rough diamonds at favored 
prices were accorded manufacturers who 
opened plants there, agreeing to teach 
diamond cutting to South Africans. The 
result of this policy was the production 
of quantities of diamonds at a very low 
price level. 

“When diamonds, or any other prod- 
uct, are sold at 25 per cent below the pre- 
vailing prices on any one center of pro- 
duction, the other centers all over the 
world must of necessity descend to the 
same level, and that is exactly what hap- 
pened early in 1929. Diamonds from 
South Africa, in addition to the regular 
quantities sold by the London Syndicate, 
flooded the market several months before 
the financial crisis in November, intensi- 
fying and aggravating that condition.” 

Mr. Van Berckelaer asserted that at | 
the present time, “we are headed in the 
right direction,” due to the new arrange- 
ments made between the producers and 
distributors, which have eliminated the 
uncontrolled sale of rough, and the favors 
and subsidies accorded African cutters. 
(See articles in recent issues of THE 
JEWELERS’ CircuLAR.) “In addition,’ he 
said, “prices are beginning to be raised.” 


effect the “better regulation of diamond 
cutting there, which is an advantage in 
itself.” 

For the future, Mr. Van Berckelaer ex- 
pressed a hopeful attitude. “Although 
the contract of the Belgian Congo mines 
with the Diamond Corporation, which 
absorbs the complete Congo output, ex- 
pires this year, it is my opinion that it 
will be renewed, thus practically insur- 
ing a continued stable rough market. If 
general conditions had not been so very 
bad we would already have experienced 
the beneficial result of the sound tactics 
and corrective measures that have been 
employed to assist the recovery of the 
diamond business. I consider it a cer- 
tainty that they must cause a revival of 
activity in the market, with a resultant 
restoration of more prosperous times for 
all who are active in the diamond busi- 
ness.” 


——_——_ 


New York Issues More Marriage 
Licenses 


Marriage licenses issued at the Mu- 
nicipal Building, New York City, during 
the first seven months of 1934 total 17,450, 
as against 14,921 for the same period in 
1933, it was recently announced. 

Couples joined in the Municipal Chapel 
are also on the increase. By July 31 a 
total of 7,326 marriages had taken place 
there, against 6,342 in the first seven 
months of 1933. 











Mr. Van Berckelaer spoke approvingly | 
of the Diamond Combination of Amster- | 
dam, saying that in his opinion it will | 
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[A PRIZE WINNER | 


31” pigh 


THECHAPMAN MEMORIAL 
GOLF TROPHY, 


LIKE MANY OTHER 


FAMOUS CUPS 
WE HAVE MADE, 
IS ANOTHER EXAMPLE OF OUR 
FINE ARTISTRY AND EXECUTION 


WE SOLICIT BUSINESS ON 
SPECIAL ORDERS 








and Dunn 


Graff, Washbourne 


SILVERSMITHS 


TRADE MARK 


142 WEST FOURTEENTH STREET 
NEW YORK CITY 
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PROVIDENCE: 


Happenings in the New England Territory 


Jonas Goldenberg, of 177 Morris Ave., 
has filed a statement of ownership of the 
Goldenberg Mfg. Co., 117 Point St. 

Frederick A. Brown, retail jeweler and 
watchmaker, is now located at 42 Wey- 
bosset St. 

Noe P. Boutiette, retail jeweler in 
Pascoag, has been elected Town Treas- 
urer of Burrillville. 

Frank Sweet, of the Sweet Mfg. Co., 
is one of the mayoralty candidates at 
Attleboro. 

S. Harry Gill, 47 Chestnut St., has filed 
a statement at City Hall, of ownership 
of The Stranton Enameling Co., 19 
Calendar St. 

The Brier Mfg. Co., 222 Richmond St., 
has filed notice at the Secretary of State’s 
ofice of an increase in capital stock 
from $20,000 to $200,000. 

The Evans Case Co. is building a 
three-story addition to its factory in 
East St., North Attleboro, to care for its 
increasing business. The firm is now 
employing 700 persons. 

Hamilton E. Pease, holder of a 
“Watchmakers’ Certificate” from the Hor- 
ological Institute of America, is located 
in the Caesar Misch Building, 51 
Empire St. 

Fire caused by an overheated enamel- 
ing oven at the jewelry enameling plant 
of T. R. Lewis, Jr., 19 Calendar St., 
on Sept. 3, resulted in several hundred 
dollars’ damage. 

Sparks from the chimney of a neigh- 
boring building set fire to the roof of the 
factory, 226 Public St., owned and occu- 
pied by Silverman Bros., the other morn- 
ing, causing a few hundred dollars’ 
damage. 

Charles L. Rogers, Jr., of the sales 
forces of the L. G. Balfour Co., Attle- 
boro, and Miss Dorothy S. Streeper, 
were married Sept. 7. After a_ short 
wedding trip they will leave for Ann 
Arbor, Mich., where Mr. Rogers will 
assume charge of the Balfour office. 

Handy & Harmon, gold and silver 
refiners, of New York and Bridgeport, 
with a branch in Providence, have let a 
general contract for the construction of 
two two-story plant units on Glasmere 
Ave., Fairfield, Conn. The cost of the 
new buildings, with equipment, is esti- 
mated at $20,000. 

Star Novelty Co., Inc., Providence, has 
been incorporated to manufacture jewelry 
with an authorized capital of $7,000 com- 
mon stock divided into 140 shares of 
common at $50 each; $8,000 preferred, 
divided into 80 shares at $100 each. The 
incorporators are: Joseph Pazullo and 
Michael Pazullo, of Johnston and Pas- 
quale J. Valerio of Cranston. 

The manufacturing jewelry plant of 
Spear & Susskind, at No. 7 Eddy St., 
which was the scene of a $20,000 robbery 
in February, 1932, was paid a hurried 
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visit by police at an early hour on the 
morning of Aug. 29, when the electric 
alarm indicated that someone was in the 
shop. The police surrounded the prem- 
ises, but a thorough investigation failed 
to find any trace of an intruder. 

John A. Smyth, president and treasurer 
of MacMillen & Co., manufacturers of 
jewelers’ findings, 9 Calendar St., Provi- 
dence, died Aug. 31, at his home on 
Wyndham Ave. Fifty years of age, he 
was a native of New York State, but 
came to Providence about 25 years ago. 
For the past ten years he had been identi- 
fied with MacMillen & Co. He is sur- 
vived by his widow. 

Two men are awaiting the action of 
the grand jury, under bail of $3,000 each, 
charged with breaking and entering the 
retail jewelry store of William Marti- 
neau, 63 Cumberland St., Woonsocket, 
R. I., the other night. They smashed the 
plate glass in the front door and stole 
$300 worth of jewelry. The speedy ar- 
rest of the men resulted in the recovery 
of all the stolen property except a 
woman’s wrist watch valued at $40, 
which is believed to have been dropped 
by the accused pair as they hastened 
from the store. 


Reports from the credit and code com- 
mittees furnished the principal topics for 
consideration at the first meeting of the 
fall of the Metal Findings Manufactur- 
ers’ Association, held at Narragansett 
Hotel, Sept. 5. After the usual luncheon, 
President Frederick A. Ballou, Jr., con- 


ducted the business session. The Federal | 


Chain Co. tendered its resignation from 
the association, as it has discontinued the 
production of findings and is confining 
its activities entirely to chain manufac- 
ture. E. E. Baker, secretary, made the 
report for the code committee and 
Frank Farnham for the committee on 
credits. 








| WHERE TO BUY 





EUREKA MEG. CO. 
TAUNTON, MASS. 
Vakers of 
SILVERWARE BAGS AND ROLLS 


approved and used by 


Leading Manutacturers and Retailers 


Samples on Request 





ANCHESTER 
SILVER COMPANY 


PROVIDENCE RHODE ISLAND 








MARSH BUCKLES 
Tie Clips and Sets 


By The Makers of 
Tongue Tyed Bracelets 


“* MARSH ‘ve: 


ATTLEBORO, MASS. 






COPYRIGHTED 








. i 
DIXIEKS 
STERLING 


aT 
\ 





2 K STREET + BOST 





BENNETT 


FOR 
EARWIRES 
Largest Selection 
in the Trade 


T. 8. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 





THE JEWELERS CIRCULAR 





is the ONLY Jewelry publication 


Jewelry Salesman Injured in Auto- | 


mobile Accident 


ProvipENCE, R. I., Sept. 20.—Elmer W. | 


a member of the A.B.C. 


Vassar, of 21 Kemper St., Wollaston, | 


Mass., a salesman for D. C. Percival & 
Co., 373 Washington St., Boston, was 


seriously injured in an automobile smash- | 


guaranteeing paid circulation 





up on Nooseneck Hill Road, in West | 


Greenwich, about 15 miles from this city, 


on the night of Sept. 5. He received deep 
scalp lacerations, a skull fracture and 
other injuries. His condition has suffi- 
ciently improved so that he has been 
removed to his home. 





Price of Silver Bars 


U.S. Newly- 
Government New Mined 
London Assavy-Sell- York Domestic 
Date Official ing Price Official Silver 
Sept. 4 21% 52 49% 64% 
Sept. 10 214% 51% 494 64% 
Sept. 17 21% 513% 49¥% 64% 
Sept. 24 2148 51% 49% 64% 
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WHERE TO BUY 


Watcu ATTACHMENTS 








Ask Your Wholesaler for 


ESTENMADE 
WATCH STRAPS 


All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. |. 























BOWMAN 


Technical School 


Courses for Success for 


Watchmakers 
Engravers, Jewelers 
Write for free beck ‘Your Future and Our School.’’ 


JOHN J. BOWMAN, Director 
Bowman Blidg., Laneaster, Pa. 

















BYARD F, BROGAN 


Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street Philadelphia 








We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 











| Philadelphia College of Horology 





SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 








THIMBLES — TIE CLIPS 


IDENTIFICATION WRISTLETS 


269 So. 9th St. 








Simons Bros. Company 


Philadelphia | 














ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of 
Precious Metals 
CLINTON REFINING CO., INC 


NEWARK, NEW JERSEY 
91-3 E. Kinney Street Market 2-5176 








Manufacturers o 


117 So. 10th St. 


ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


the Best tn Wedding 
early a Century 


Philadelphia 


Rings for 








HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 








740 Sansom St. Philadelphia 





PHILADELPHIA 


E. Fineman, salesman for Hyman N. 
Caplan, 740 Sansom St., left Sept. 12 on 
an extended trip through the South. 


Adolph Ritter, formerly connected with 
Ritter, Greenberg Co., is now covering 
the southern territory for M. Sickles 
& Sons. 


Walter Bowers, formerly sales man- 
ager for Ritter, Greenberg Co., is now 
associated with Isaac Shifren, whole- 
sale jeweler, 734 Sansom St. 


James A. Britt, 28, window dresser for 
J. E. Caldwell & Co., is suffering with 
a form of infantile paralysis constricting 


his chest. He is being kept alive by a 
respirator. 
Paul Stern, president of the Louis 


Stern Co., with offices at 700 Chestnut 
St., left Sept. 22 for Chicago to attend 
the Credit Jewelers’ Convention, after 
which he will make a short business trip 
through the Middle West. 


The Association of Wholesale Jewel- 
ers of Philadelphia held their first fall 
meeting at 505 Arch St., Sept. 21. Pres- 
ident Louis Sickles presided and 
discussion was regarding plans for the 
activities of the association during the 
coming months. 

According to the Philadelphia Record, 
the watch that Benjamin Franklin once 
carried is believed to have found its 
way, after 150 years, to a pawnshop at 
17th and Market Sts. William Lawrence 
Leahy, proprietor of the shop, says that 
the watch was pawned by a man promi- 
nent in musical circles. 


Louis Sickles, 1015 Chestnut St., will 
celebrate his 70th birthday on ,Oct. 10. 
Mr. Sickles, who has been identified with 
the jewelry business for over 50 years, 
is also actively engaged in association 
work, and at the present time is presi- 


elers of Philadelphia. 


Miss Ella Woodruff Commings, Har- 
risburg, Pa., widely known in the jewel- 


the | 








street car lines. He had served on some 
of the boards for more than 50 years, 
Mr. Fries was a Mason and one of the 
oldest members of the Mystic Shrine. 


John D. Smedley, who for over 30 
years has been identified with the jew- 
elry business, died recently at his home, 
21 W. Franklin Ave., Collingswood, N. J, 
Mr. Smedley at one time operated a 
watch material business at 706 Chestnut 
St. He sold the business to L. C. Reis- 
ner, of Lancaster, Pa., and continued as 
manager. The business was later moved 
to 111 S. 8th St. During the past few 
years he had been located at 729 Sansom 
St., as watchmaker to the trade. Mr. 
Smedley, who was 73 years old at the 
time of his death, is survived by two 
sons, Earl and William Donald, and a 
daughter, Mrs. Elizabeth Lees. 





MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 











C OR me, 


MANUFACTURING JEWELERS 
SINCE 1907 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 











Z 'RNKILTON 


CREATORS OF ARTISTIC 
IRIDIUM PLATINUM MOUNTINGS 


HAND-MADE 
F.X. ZIRNKILTON 2, 8ai27' atk 


PHILADELPHIA 








COMPLETE ASSORTMENT OF 


dent of the Associated Wholesale Jew- 


ry trade, passed away at her home in | 


that city recently, in her 90th year. She 
was a sister of the late Charles R. and 
Francis E. Commings, pioneer jewelers 
of Harrisburg, and an aunt of Burton E. 
Commings, a Harrisburg jeweler. 


Pugh Bros. Jewelry Co., with headquar- 
ters in the Gulf building, are now operat- 
ing nine stores chiefly in railroad centers, 
three in Pittsburgh, 


J. Kappel Co. has three in Pittsburgh, one 
in Buffalo and ten in New York City, all 
of which have been largely built up 
through installment sales. 


Edgar Fries, retired jeweler and transit 
operator, died recently at the home of his 
daughter, Mrs. George Allyn Fort, in 
Bryn Mawr. He was 90 years old and 
had retired from active business 40 years 
ago. Mr. Fries formerly was a member 
of P. Fries & Son, jewelers, and was a 
director in most of the old transit com- 
panies holding underlying franchises for 
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and one each in | 
Omaha, Council Bluffs, Chicago, Detroit, | 
Youngstown and Wheeling. The William | 





iy 


MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR REQUIREMENTS 


importer ef 
DIAMONDS, 
PRECIOUS 
AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 











OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SW EEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING &REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PITTSBURGH 


Jess E. Kerr and Howard Erwin, of 
Kerr & Erwin, installment jewelers, New 
Castle, Pa., attended the credit jewelers 
convention in Chicago and visited the 
Fair. 

Thieves who recently cut through a 
side window in the J. R. Reed & Co. 
store, 426 Penn Ave., escaped with $400 
in silverware, clocks and fountain pens. 
No effort was. made to crack the safe. 


Mr. and Mrs. J. Harvey Wattles of 
Washington, D. C., were recent visitors 
in Pittsburgh. Mr. Wattles will be re- 
membered as a former retail jeweler of 
this city. 

The Hardy & Hayes Co. recently dis- 
played a very attractive set of dishes, 
depicting “the hunt” as a part of a win- 
dow display in connection with the West- 
moreland Hunt and Horse Show. 


Harry J. Daub, husband of Violet 
Lappe Daub, and for many years a 
watchmaker for W. J. Clapper, Oliver 
building, died suddenly Tuesday, Sept. 
18, at his home in Monticello St. He 
was a member of the Masonic fraternity. 

Henry A. Reineman, for many years 
a well-known jeweler in McKeesport, 
died suddenly at his home in this city 
recently. He is survived by his widow, 
three daughters, a _ sister and_ three 
brothers. 

Fred Gluck, president of Martin Gluck 
& Son, Penn Ave., recently attended a 
meeting of material and supply house 
manufacturers and distributors in Chi- 
cago. The meeting, held in the Palmer 
House, was called by the code authority 
for the wholesale jewelry trade. 

M. Schulheer, secretary-treasurer of 
Biggard & Co., Clark building, reports 
business as very good with heavy ship- 
ments scheduled for Oct. 1. Mr. Schul- 
heer advises that many jewelers are with- 
holding shipments on orders until the first 
of October since goods shipped during the 
last quarter are not to be invoiced until 
January, according to the code. 


The suspicions of I. Eiseman & Sons, 
wholesale jewelers, of the Clark building, 
were aroused when on Aug. 24 they pur- 
chased two rings from a young woman 
and then later notified the police they 
believed the rings had been stolen. In- 
vestigation proved the rings had been 
stolen from a McKees Rocks resident and 
the woman was later arrested. 

H. W. Bikle, for many years vice 
president and treasurer of W. W. Wat- 
tles & Sons Co., 517 Wood St., retired 
Sept. 1. Charles Wattles Stephenson has 
been named vice president and David 
F.”Walton succeeds Mr. Bikle as trea- 
surer. J. Harvey Wattles, Washington, 
D. C., is the president. The Wattles 
company has been in business for 76 
years in Pittsburgh and conducts a prom- 
Inent retail store. 

A bandit held up the F. W. Berkeley 
jewelry store, 227 E. Eighth Ave., Home- 
stead, early on the night of Aug. 29, tied 
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up the proprietor and fled with $25 and 
a quantity of jewelry. Mr. Berkeley said 
the gunman entered his store, after he 
had locked the day’s receipts in the safe, 
and that the robber forced him into the 
rear of the store and tied his arms with 
wire. Although he was unable to see 
what the bandit was doing, Mr. Berkeley 
said he thought the man was accom- 
panied by two others. Mr. Berkeley later 
made his way to the street where passers- 
by untied his arms. 


Considerable interest was manifested 
here recently in a window display of 
C. Reizenstein Sons, Liberty St., fashion- 
able glassware retailers, when the Corn- 
ing Glass Works exhibited a special glass 
slipper which had been molded to fit the 
foot of Gloria Swanson, movie actress. 
The slipper is said to have cost nearly 
$1,000. The exhibit consisted of glass 
batches, glass cullet, glass blowers’ pipes, 
shaping tools, molds and many examples 
of vases, urns, bottles and bowls, all 
products of the Steuben division. The 
exhibition also included some fine glass 
sculpture designed by Frederick Carder 
of the Steuben division. 


Mrs. Adele T. Heeren, widow of Otto 
Heeren, one of the founders of Heeren 
Bros. Co., Penn Avenue, who died at her 
home in this city, April 4, left an estate 
amounting to $20,000 according to her 
will filed for probate. Five children, 
Harry H., Albert W., and Ralph B. 
Heeren, Mrs. Nellie H. Brown and 
Gretchen H. Wedd are named benefici- 
aries; also two sisters and a nephew. 
Mrs. Heeren was born in the old Fourth 
Ward, downtown, and had been a life- 
long resident of Pittsburgh. She was 


the daughter of the late Dr. Herman 
H. Hofman, one of the founders of 
the old Homeopathic Hospital. Besides 


the five children, she is survived by one 
brother, Charles H. Hofman of Holly- 
wood, Cal. 


Manufacturing Jewelers Golf Asso- 
ciation Holds Semi-Annual 
Tournament 


ProvipENcE, R. I., Sept. 11.—Fifty-five 
cards were turned in at the twenty-fourth 
semi-annual tournament of the Manufac- 
turing Jewelers’ Golf Association at the 
Metacomet Golf Club, in East Provi- 
dence, today. At the dinner which fol- 
lowed the playing, there were upwards 
of 75 members and guests. A feature 
of the evening's entertainment was the 
showing of the movies taken at the June, 
1933 and 1934 tournaments. 


| 
| 
| 


By carding a 74 at his home course, | 


Sam Hamin won first gross honors in 
Class A, while Frank Curran, also a 
member of the Metacomet Club, took 
first net in this class, scoring 88-18-70. 
Frank Andrews, of Highland Golf Club, 
Attleboro, was second net in this class, 
having 91-20-71 to his credit. Ralph 
Gregory, of Wannamoisett, and Ceda St. 
Pierre, of Metacomet, tied for third net 
with 72’s. Gregory carded 86-14-72, 
while St. Pierre was 81-9-72. 

The Class B gross prize went to Sam- 
uel M. Stone, Jr., of Attleboro, who had 
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a 91, while first net in this division was 
won by Charles F. Donovan, who was 
95-28-67. H. S. Scholes placed second, 
with 94-25-69, while H. B. Whittaker, 
96-24-72, and W. A. Klein, 97-25-72, tied 
for third. 

Russell McDonald was first in the 
guests’ division, hanging up 83-16-67. 
Forest Boyd was second, with 85-16-89, 
and James Miller third, with 93-22-71. 
A booby award fell to A. Lourcher, 
who took 132 strokes to get round the 
course. Even his handicap failed to 
bring him into close range of his nearest 
“bunker,” his card reading 132-20-112. 





Nassau-Suffolk Jewelers’ Association 
to Hold Regional Meetings on 
Long Island 


The next meeting of the Nassau-Suf- 
folk Retail Jewelers’ Association will be 
held at Huntington, L. I., on Oct. 3, 
first Wednesday of the month. The 
meeting place was changed from the 
Hempstead Elks’ Club for this meeting 
in order to stimulate the attendance of 
members located in Suffolk County. It 
is planned to hold other meetings in 
some of the other larger communities of 
Long Island. 

The October meeting was held Sept. 
12, in Hempstead, President Ward I. 
Fancher, of Glen Cove, presiding. 
The attendance, although not large, was 
representative, jewelers from Hicksville, 
Freeport, Huntingdon, Glen Cove and 
Hempstead being present. After the 
transaction of routine business copies of 
the “Code of Ethics” adopted by the 
members of the organization and printed 
in form suitable for store display were 
distributed. 





MR. RETAIL JEWELER: 

A thoroughly competent jeweler, diamond setter with 
18 years’ experience as designer, manufacturer of 
platinum and gold special order or stock pieces, 
capable of producing a completed job from design to 
finishing in either platinum or gold, also job set- 
ting, alterations, repairing and plating, rhodium, 
gold, ete., wishes a situation in retail store in medium 
sized town where first class workmanship will be ap- 
preciated. Wages in keeping with the times. Gentile, 
age 36, married. Best of references. Will appre- 
c‘ate correspondence if you are thinking of installing 
or have your own shop. Address ‘“‘K., 1971,’’ care 
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225 Point Bldg. 





A New Jewelry Item That Will 
Increase Your Holiday Sales! 


KANTSLIP 
Lingerie Sup- 
port shown 
here will 
hold ap 
women’s 
shoulder 
straps neatly, 
securely, com- 
fortably, ata 
cost every 
woman can 
afford. This 
gold - plated 
item sells for 
50c¢ and 
$1.00 a set. 
It makes an 
ideal bridge 
prize, or an 
inexpensive tuckin for gift packages. 


YOUR PROFIT IS SUBSTANTIAL! 


Order early to insure prompt shipment. Prices and 
information on request. Samples 25 and 50c ea. 


PATENTCRAFT CORPORATION 
Pittsburgh, Pa. 























| WHERE TO Buy | 


THE BaLL COMPANY 
WHOLESALE JEWELERS 
58 E. WASHINGTON ST. 
CHICAGO 














A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 








FREE, This Jewelry Repair 


RECORD BOOK 


Send us your next package of jewelry 
repairs and we will send you ENTIRELY 
FREE a brand new carefully system- 
atized Record Book for jewelry repairs. 
A great convenience .. . invaluable aid 
to accurate service to your customers. 
600 entries. We have been in business 
since 1879 and will serve you well. 


GRAFFE & STANEK 
29 E. Madison St., CHICAGO, ILL. 











OUR WORK OOSTS NO MORE THAN 
ORDINARY WORK o 
BECKER-HECKMAN CO. 


29 E. Madison St. CHICAGO, ILL. 
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Complete Line of 
GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 
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SWARTZ & CO. 





10 S. Wabash Ave. Chicago, Il. 











CHICAGO: 


Jewelry News Flashes from the Great Central West 


W. H. Hampt, of Bartlesville, Okla., 
and L. A. Wilks, Bentonville, Ark., were 
among the retailers calling on the whole- 
sale trade here last month. 

I. Schwartz & Co., located on the 11th 
floor of the Heyworth building for nearly 
25 years, has moved headquarters to 
the 711 suite of the same building. 


A. H. Quast, of Quast & Olson, manu- 
facturers at 5 S. Wabash Ave., spent 
some time recently in Baltimore and 
other eastern cities combining pleasure 
and business. 

Mr. and Mrs. Paul Huffman, of the 
Huffman Co., Bowling Green, Kentucky, 
visited in Chicago last month and called 
on the trade here making purchases for 
fall and holiday trade. 

Miss Laempe Maempa, manager of 
Aukee & Co., Ironwood, Mich., was in 
Chicago recently in the interest of the 
company and visiting the Century of 
Progress. 

J. B. Lipsker, representing Goldsmith 
Bros. Smelting & Refining Co., left re- 
cently for his semi-annual trip through 
the South and Southwest, a territory he 
has been covering for the past 20 years. 

Chicago State Pawners Corpn., Paul 
Korshak, proprietor, has moved from 102 
West Randolph St., where the busi- 
ness has been located for several years, 
to a beautifully appointed store room at 
6 N. Clark St. 

W. H. Galloupe, of the Keystone 
Watch Case Co. material department 
and well known to all the trade, spent 
several days in Chicago recently on busi- 
ness and visiting friends as part of a 


business trip throughout the Middle- 
West. 
S. B. Kahn, president of Central 


Monogram Works, 7 W. Madison St., 
returned early in September from a 
business trip to New York, Providence 
and the Attleboros, where he purchased 
supplies for the fall business. He is 
very optimistic as to the future business 
trend. 

At a recent meeting of the directors of 
M. A. Mead & Co., J. T. Montgomery 
was elected president to succeed Mr. M. 
A. Mead, deceased. Mr. Montgomery 
has been associated with the company 
for more than 30 years, and his son, 
Mead Montgomery, who has also been 
with the company for some time, was 
elected treasurer. 

Frederick M. Gottlieb and family have 
returned to Chicago after an extended 
visit in Holland, where they enjoyed life 
in a home by the sea for more than two 
months. Mr. Gottlieb reports that he 
made extensive purchases of diamonds 
while abroad and while conditions in the 
trade there were rather unsettled this 
summer better business is anticipated 
during the rest of the year. 

(Turn to page 99) 
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J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 
Write—Wire—Phone. We will call on yoe 


at our expense. Phone: Westlake 274 J1. 
P. O. Box 263, Cleveland, Ohie. 








BEFORE YOU PURCHASE 
YOUR NEXT 
FIRE INSURANCE POLICY— 


Send for complete information 
on fire and windstorm insurance 
in the Jeweler's Own Company— 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 








WHEN You THINK OF 


FINDINGS 


THINK OF 


FULLER ™ 


ORDER FROM YOUR JOBBER 

















>| DIALS REFINISHED 


prreesass High Quality Low Prices Quick Service 





I /i| Every Dial Guaranteed for One Year 
ES).ici} KIRK-RICH DIAL CORPORATION 
:~ ‘ Formerly Pacific Radium Application Ce., Ltd. 
i |  330Allen Bldg. 503 Heyworth Bldg. 
error Dallas, Tex. Chicago, II!. 


823 Seaboard Bidg. 524 Metropolitan Bidg. 
Seattle, Wash. Los Angeles, Cal. 

















PEARLS 
FOR 
ADDITIONS 





Small ee 
Investment-Rapid Turnover 
Continuous Large Profits 


JUERGENS & ANDERSEN CO. 


55 E. Washington Street e Chicago, Ill. 
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Chicago Notes 
(From page 98) 


Hyman Holsman, president of Hols- 
man Co., Inc., wholesale jewelers, died 
on August 27 at the age of 59. He is 
survived by his widow, one son and 
three daughters. Mr. Holsman_ was 
associated with the industry here for 
many years and established his own 
business 35 years ago. The business is 
being continued by his son, who was 
associated with him for the past sev- 
eral years. 

Charles Manahan left for home in 
South Pasadena, Calif., late in Septem- 
ber after spending two weeks with 
friends here. Mr. Manahan was a well 
known retailer jeweler in Chicago and 
active in both state and national asso- 
ciation affairs until he left for California 
13 years ago. Mr. and Mrs. Manahan 
left their home on July 27 and when 
they arrive home will have driven 
through and visited 30 states as far 
south as Virginia and north into Maine. 

Chicago will assume the center of the 
stage of the giftware industry next Feb- 
ruary when a National Chicago Gift 
Show will be held in The Merchandise 
Mart, Chicago, next February, according 
to E. G. Wellin, sales promotion man- 
ager of The Mart. The huge second 
floor of “the largest building in the 
world” will be turned over to this expo- 
sition of giftware. It will be strictly an 
open show, with space and a welcome 
for all manufacturers and wholesalers of 
gift lines who desire to participate. 
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Wn.F ScHuMER & Son, INC. 
DIAMOND CUTTERS 
44 Wicoins Biock, Cincinnat1,.On10 




















| Where to Buy 
DOMESTIC 
China and Glass 











LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 


So 


LENOX 
LENOX, INC. 

















Where to Buy 
IMPORTED 
China and Glass 








Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment. 
Corerann & THompson. Inc 


206 Fifth Avenue 
New York. N Y 
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Edward Filholm, aged 62, died on 
Aug. 27 after a lingering illness, only a 
few months after the death of Mrs. 
Filholm. He is survived by a brother 
and two sisters. Mr. Filholm was well 
and favorably known in the trade here 
and was always active in the advance- 
ment of the industry. Born in Mani- 
towoc, Wis., he early became a watch- 
maker and when he came to Chicago 
associated himself with E. J. Hoyer, on 
N. State St. For the past 36 years he 
was associated with Benj. Allen & Co., 
for two years on the road and then in 
the offices and for the past several years 
was sales manager. Deceased was an 
active member of Covenant Lodge No. 
526, A. F. and A. M., by which organi- 
zation services were conducted here. In- 
terment was in the family cemetery at 
Monitowoc. 


Harry Beech, of Asmus & Beech, 
wholesale jewelers at 7 Madison St., 
suffered a very serious accident early 
on the morning of September 16 while 
returning home from an automobile trip 
accompanied by Mrs. Beech and a friend, 
Mrs. Sadie Bullen. Mrs. Bullen was 
killed and Mr. Beech died on Sunday, 
Sept. 23, never having regained con- 
sciousness after the accident. The acci- 
dent happened on Calumet Ave., south of 
Shefheld in Hammond about 1.30 a. m., 
when Mr. Beech had stopped to change a 
punctured tire. Mrs. Beech remained in 
the car and Mrs. Bullen got out to warn 
of approaching cars. Apparently with- 
out warning a car traveling at rapid 
speed bore down upon them with results 
described above. The man driving the 
other car was slightly injured and is be- 
ing held by authorities at Hammond. 
Mr. Beech began his jewelry career as 
an errand boy for Otto Young & Co., and 
was later. associated with L. H. Shaefer 
Co. until the present business was organ- 
ized about 12 years ago. The funeral 
for Mr. Beech was held on Sept. 26 
under the auspices of Boulevard Lodge 
F. & A. M. Interment was in Cedar 
Park. 


Liberal Reward Offered for Recovery 
of Large Cabochon Sapphire 


A liberal reward is offered to the mem- 
bers of the jewelry trade for information 
which may result in the recovery of an 
unusual Oriental sapphire of cabochon 
cut weighing 28.78 which was lost at 34th 
St. and Broadway, Sept. 5. The sapphire 
which is of unusually fine color and qual- 
ity is worth between $30,000 and $40,000 
and is set in a platinum mounting in four 
prongs with diamonds on each side. 

It is believed that the sapphire may be 
offered to some member of the gem or 
jewelry trade for sale or for appraisal, 
but it is of such an unusual quality that it 
can be easily distinguished. An illustra- 
tion of this appears in another column in 
an announcement by Howard & Co., 18 
E. 56th St., New York. 

Any subscriber of THE JEWELERS’ CiR- 
CULAR who may obtain any information 
about this gem is requested to communi- 
cate at once with the Editorial Depart- 
ment of this paper or with Howard & Co. 
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Where to Buy 
IMPORTED 
China and Glass 





ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 

















ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 


The original production 
WM. S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Finer hrod, 


Famous the World Over 
Available from New York Stocks 


ROSENTHAL CHINA CORP., 149 5th Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 
variety of patterns and designs. 
Wire your urgent orders. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 





FINE CHINA 











ROYAL CAULDON and COALPORT 


China and Egrthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE *:37 ¥;,234,5%: 


NEW YORK, N. Y. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 
J.H. VENON, Inc. NEW YORK 
THEODORE HAVILAND 


FINE om agg — 
BOOTHS, L 
JOHN MADDOCK -y SONS 
English Earthenware 
PEARLCRAFT POTTERY 











All in New Fore! Stock 
Tape HAVIL D & CO., Ine. 
26 W. 23rd St. wn * 3 York 
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ISN'T WHATEWE SAY 
> ITS‘WHAT WE PAY 





Look over your stock. 
Now is the time to CASH 
IN ON YOUR obsolete 
rings, chains, watch cases, 
filled, plated scraps, etc. 
SINCE 1889 
we have demonstrated 
our ability to render ac- 
curate dependable ser- 
vice to the trade. DEE 
CHECKS SATISFY and 
we are ready to prove it 
to you. 





SHIP DIRECT 
WE DO NOT EMPLOY 
TRAVELING GOLD BUYERS 














DEE ¢ CO. 


PRECIOUS METALS 
REFINERS - MANUFACTURERS 


295 €. WASHINGTON ST. CHICAGO 
























BUYERS 
a OF 


GOLD 
SILVER 
PLATINUM 





or any material in which these 
metals are contained, with an 


honest return as promptly as 
accurate determinations permit. 


REFINING OF SWEEPINGS OUR SPECIALTY 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 
REFINERS AND ASSAYERS 
36 Years of Refining Service 


709 SANSOM STREET - PHILADELPHIA, PA. 
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We are now paying 


6% 


per karat per pennyweight 
for OLD GOLD 


For Accurate Returns 
and Prompt Payment 


Send your 


Old Jewelry 
to 
SPYCO 


SPYCO SMELTING & REFINING CO. 
MINNEAPOLIS, MINNESOTA 











THE JEWELERS’ CIRCULAR 


for October, 1934 


























; 
OR LEE BIE OES OE Sj 





(Continued from 


OW shall we proceed to make our special wheel and 
pinion cutting attachment ? 


Answer—Fig. | is a sectional elevation of the attach- 
ment, while Fig. 2 is an outline view of the top and bottom 
respectively. The top view in Fig. 2 shows the locking 
screw “Ll” in detail while the lower view shows how the 
lower part of the frame is formed to take the spindle and 
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Fig. 1 


its bearing. ‘lhe frame may be made of Bessemer steel or 
soft steel as it is more commonly called. Such steel cannot 
be hardened by ordinary methods, as it contains less than 
0.15 per cent of carbon. It is very soft and easily worked 
and takes a very fine finish. The frame may be forged to 
the approximate shape. A hole five eighths of an inch in 
diameter should be drilled and reamed through the frame, 
to take the spindle bearing, H. The tool post stud, as 
shown in this drawing, was made to fit the writer’s slide 
rest, but this stud may be made of the proper shape to fit 
the slide rest at hand. The frame should also be recessed 
at the lower end to a circle of seven-eighths of an inch. 
This is done to give plenty of clearance to the milling cut- 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











September issue) 


ters and this detail is clearly shown in the plan view. A 
hole should also be drilled and tapped, to take a three- 
sixteenths by 32 thread screw, as shown at I, in the plan 
view. ‘Lhis screw is a taper locking screw and is used to 
lock the spindle bearing, H, in position securely, when the 
proper adjusting of the spindle is obtained. The screw I, 
as shown, is slotted and may be operated with a screw 
driver, but it may be squared on the head and operated 
with a key; either operation is very easily obtained. 

In fitting this screw, it will be observed that only one- 
third of the hole is threaded and the other two-thirds is 
drilled to three-sixteenths, to take the body of the screw. 
The screw may be tapered slightly from the head to the 
threaded portion. This screw must also be very carefully 

















Fig. 2 


positioned, as it will be apparent that the tapered part of 
the screw must be in the proper location to engage the 
spindle bearing and lock it in position, when the proper 
adjustment is secured. 

The spindle bearing, H, should be made of Stub’s tool 
steel. It is one inch in length by five-eighths of an inch 
in diameter, with a hole .475 bored through the center. 
The proper way to make the bearing, H, is to chuck a 

















DON’T BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 
NEW MODEL 
POLISHING 
DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 


LEIMAN BROS., INC., 
152 CHRISTIE ST., 
NEWARK, N. J. 


LEIMAN BROS. NEW YORK CORP. 
23 WALKER ST. 


MAKERS OF GOOD MACHINERY FOR 45 YEARS 











Crosscurved Mainsprings 


Made in U.S.A. Patented. 


The demand for “Quality Products” is increasing. The 
time of cheap watch-materials is past. To get better re- 
sults from your watch repair department use mainsprings 
that have Power and Resilience and can retain both quali- 
ties. The thinnest mainspring which develops sufficient 
power will retain its resilience longest. 


Crosscurved Mainsprings have more Power 
than flat springs of equal size. 
Good Watchmakers Recognize Their Superiority. 
SANDSTEEL AND INSPECTOR 
QUALITY MAINSPRINGS 


Demand them of your jobber. Send for Catalog. 


SANDVIK WATCH SPRING CO., Inc. 
145 Hudson St. New York City 











“THE PATHWAY TO SUCCESS” 








WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 


SCHOOL OF HOROLOGY 
Peoria, If. 





Dept. C 








REEVE & MITCHELL CO. 


SINCE 1898 
NOAM EUAT OTA 
BAGS and ROLLS 


Philadelphia, Pa. 


1 A 


1110 Sansom Street 











DISEASES OF THE EYE 


By Charles H. May, M.D., New York. For students and 
general practitioners, with 377 original illustrations, in- 
cluding 22 plates with 71 colored figures. Eleventh 
edition, revised. Cloth, 440 pages. Price, $4.00. 


THE OPTICAL JOURNAL & REVIEW 
239 WEST 39TH STREET, NEW YORK 
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Had Philadelphia's city fathers said to each other, “Let us plan 
our historic shrines, businesses, amusements, and leading stores, 
so that eventually ONE hotel may be equally accessible to 
all‘’—they couldn't have done better for the Benjamin Franklin 

. Modern, also, in make-up and management. . . Ser- 
vice that bows gracefully to the whims of those it serves 

. And the persuasive appeal of less than ‘‘top’’ rates. 


1200 Outside Single Rooms 


Rooms from $350 
1200 Modern Double Rooms 
Boths from $500 


CHESTNUT AND NINTH STREETS, PHILADELPHIA 
E. LESLIE SEFTON, Manc ging Director 
THE LARGEST UNIT IN THE UNITED HOTELS CHAIN 
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The BEST “BUY” in 
New York HOTELDOM 


{oe of everything 
you desire in a hotel at amaz- 
ingly low rates—perfect location 
in the heart of Times Square... 
adjacent to all theatres ... New 
York’s newest hotel... extra 
large rooms — large closets — 
comfortable furnishings — wide 
windows assuring an abundance 
of light and air. 


1000 ROOMS 1000 BATHS 
1000 RADIOS 


Rooms from $2.50 a day 
Garage Opposite Hotel 


HOTEL EDISON 


47th Street just West of Broadway 


NEW YORK 
JOHN L. HORGAN, General Manager 
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piece of steel in a heavy lathe, allowing sufficient stock to 
project, so that the outside turning, inside boring and cut- 
ting off may be performed without changing the position of 
the piece in the chuck. This insures perfect concentricity 
of the outer and inner surfaces. As mentioned above, this 
work should be done in a heavy lathe and any first class 
machinist will readily understand how to make a true piece 
of work. However it is advisable to see that the job is done 
in the above manner, as our finishing work will be much 
easier. We said the outside diameter should be five-eighths 
of an inch or .625. As this bearing will be hardened and 
ground true inside and outside, it is advisable to make an 
allowance for oversize. If the work is turned very smooth, 
.005 will be ample allowance, making the total diameter 
.630. 

Assuming that the above rough work has been per- 
formed, we may do the finishing or precision work in our 
watchmaker’s lathe. We may select a piece of soft steel 
about two inches in length and slightly larger in diameter 
than the hole through the center of the bearing. This piece 
of steel should be centered, placed between centers in our 
lathe and a work carrier may be used to drive it. Then 
we may turn this piece of steel down until it fits tightly 
into the hole in the bearing. 

This forms a mandrel on which we may turn our bear- 
ing absolutely true and smooth on the outside diameter 
and make it .630 as mentioned above. Then we may square 
the ends of the bearings, making them true and sharp on 
the corners. 

Next, we will remove the bearing from the mandrel and 
select a wheel chuck that will fit it closely. We place this 
chuck in the lathe and close it until the chuck will allow 
the end of the bearing to slip in freely. Now, to insure 
absolute accuracy, it is wise to take a very light cut in the 
step of the wheel chuck that holds the end of the bearing. 
We may do this with a very sharp, square face tool held in 
the slide rest, trueing side and bottom of the step which 
is to hold the bearing. Then we place the bearing in posi- 
tion in this step and grip it securely. As our bearing has 
been trued carefully while on the mandrill and the wheel 
chuck has also been trued, the bearing should run prac- 
tically true. And if it does not seem quite true, we may 
manipulate it until we attain this end. It will be observed 
in the drawing that each end of the bearing is an angle. 
As this angle is 45 deg. we may attain this by setting the 
slide rest at an angle of 22% deg. which will give us the 
required angle of 45 deg. on the bearing ends. 

The proper tool to use for this turning is a very sharp V 
point with 15 deg. clearance on each side. This tool must 
be sharp and should be set exactly “‘on the line of centers” 
as the 45 deg. angle is altered if we set the tool above or 
below center. We may run the lathe head at a fairly high 
speed in this case and proceed to take very light cuts until 
we cut away the stock, leaving just a slight amount of the 
original stock on the end. Then we may reverse the bear- 
ing in the chuck and be sure that it runs quite true, when 
we may turn the angle. 

Assuming that all of the above turning has been done 
on the bearing, we may proceed to harden it. The most 
suitable means of heating such a piece or work is in a muffle 
furnace as there is less risk of distortion where we obtain 
a uniform heat as in a muffle. As a muffle is not always 
available, then we use an ordinary jeweler’s furnace and 
place a crucible in the furnace that is large enough to hold 
our work. We should have at hand about a pint of cot- 
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ton seed oil. An iron hook of fairly heavy wire should 
be made so that we may quickly remove the piece when the 
proper heat is obtained. This heat should be a uniform 
cherry red and when we quench the piece or bearing, in 
this case, we should move it around freely in the oil, the 
object being to cool the piece as quickly as possible. We 
may test the piece with a file to determine if it is full hard. 
If it is not, we must repeat this operation to obtain the 
proper hardness. As a rule, steel requires a slightly higher 
heat when quenched in oil than it does in water. However, 
in oil hardening there is always less risk of distortion and 
this process also tends to toughen the steel, hence, we use 
it whenever it seems advisable. 

(To be continued ) 


Clock Works Fitted to Tree Trunk 


O matter what the article may be, Carl Meding, 
Southside Pittsburgh, Pa., watchmaker, will convert 

it into a clock or watch and he’ll do it without blinking 
an eye. A hornet’s nest, a straw hat or even Al Smith’s 





Carl Meding and his tree trunk clock. 


derby—it matters not, for Watchmaker Meding will make 
a clock out of it. That’s why his shop at 1921 Carson St. 
attracts curious throngs each day. 

But the masterpiece of strange timepieces, he claims, is 
the big five-foot clock, shown herewith, which he made 
from a tree stump. 

Straw hats, whisky barrels, tree trunks and a mounted 
bat are just a few of the articles this German-born work- 
man has transformed into clocks of ingenious design. His 
shop window is crowded with strange looking objects that 
on close inspection turn out to be timepieces. _ 

His strangest creation is a tiny watch set-in the indy 
of a mounted bat which a Southside woman, skeptical of 
his boast that he can make a clock out of anything, brought 
to him. 
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SANDERS 


A British Concern— 

Nearly a Century in 

Business — Serving 

the Trade in America 
for 50 Years. 


SMELTERS 


BIRMINGHAM, ENG. 
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Send us your 


OLD GOLD, SILVER, PLATINUM 
Gold Filled Cases, Optical Sone Etc. 


Prompt and accurate returns Guaranteed 
We are now paying 6%4¢ per kt. 


4 Generations of Service 


N. L. SHTEINSHLEIFER smexrer « 
78 Bowery, New York City REFINER 








= » Heke Phoenix New Senior Torch 


”) Melts 118 ounces of platinum in 11 
minutes. It uses city gas with oxy- 
gen and is inexpensive. Ask for 
Folder JC describing it and other 
Hoke torches for lighter work. 


HOKE, Incorporated, 122-Fifth Ave., New York City 
























The traditional hospitality of the Bellevue 


is a subject for reminiscence wherever 


men gather, the world over. Recent com- 


plete modernization in decoration and 


appointments have added even a fresher 


note to this famous hotel. 









Rates are 
Reasonable 
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CLAUDE H. BENNETT 


General Manager 





in New York 


S24 STAR HOTEL 





each with 
bath {tub and shower} servidor 
and radio. 


1400 large rooms... 


Single from $2.50 
Double from $3.50 


Special Rates for longer periods 
Send for Booklet T 


JOHN T. WEST, Manager 


& for BUSINESS... 1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway 
to all subways. 


* for DINING...3 fine restau- 
rants to choose from—coffee 
room, tavern grill, main dining 
room. 


& for RECREATION...69 fine 
theatres within 6 blocks. 1 block 
from Broadway...4 short blocks 
to Madison Square Garden. 


& for QUIET SLEEP...Our 32 
stories of fresh air and sunshine 
assure you quiet comfort at all 
hours. 


Breakfastfrom 30c Luncheonfrom 65c 
Dinner from 85c 


tote LINCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 
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Certificates Granted by H.I.A. 


WasHINGTON, D. C., Sept. 19.—At a meeting of the 
Examining Board of the Horological Institute of Amer- 
ica, held yesterday, certificates were granted as follows: 


CERTIFIED WATCHMAKERS 
NAME EMPLOYED BY ADDRESS 
Walter H. Grunert Self Green Bay, Wis. 
Carl Knoth N. B. Levy Bro. Scranton, Pa. 
JUNIOR WATCHMAKERS 


Horace James Day Student at Elgin School Flint, Mich. 

Frank Pokrant' Jos. R. Richard Salem, Mass. 
Burr Edward Reed Wm. A. Kopp Celina, Ohio 
Lester Ruud Burnmeister & Andreson Co. Oregon City, Ore. 


Donald Snyder Student’, State Dept. of Education Los Angeles, Calif. 
The following are samples of questions asked in the 


written examinations: 
Junior WATCHMAKER 

1. What is meant by a watch banking, and what may 
be the cause. 

2. If a watch runs and the hands do not move, what 
might be the trouble and how do you remedy same? 

3. Name two kinds of hairsprings commonly used in a 
watch and explain the difference. 

CERTIFIED WATCHMAKER 

1. How do you set an endstone in mounting and make 
sure that the endstone is perfectely flat in the setting? 

2. How do you bush a pivot hole that has become too 
large by wear? 

3. Explain all that you would do in putting in a pallet 
stone to replace one that is lost. 


Bernhardt’s Jewels at Century of Progress 


LAYGOERS who once thrilled to the tragic stage 

roles created by Mme. Sarah Bernhardt, famous 
French tragedienne, may now see the identical jewelry 
she wore while costumed for her plays. ‘The Bernhardt 
jewel collection is on display at Burma House, a shop 
fronting the square in the English Village at A Cen- 
tury of Progress. 

One of the pieces is an exquisite jewel box, gift of the 
Shah of Persia. Another unusual ornament is an an- 
tique silver necklace, given to her by her mother as a 
birthday gift. It is set with amethysts, emeralds and 
jade and was made by Lalique, outstanding French 
jeweler. The clasp is inscribed, “From mother to Sarah, 
constantly yours.” 

Antiquarians view another necklace with interest. It 
was a gift of the Dalai Lhama, of Tibet, supreme head 
of the Buddhist religion that numbers millions of fol- 
lowers in the Orient. It is a 16th Century prayer holder 
in the form of a necklace and, in a cylinder container, it 
holds two Egyptian papyrus scrolls, each said to be more 
than 3000 years old. 

The actress was intensely superstitious and guided 
many actions in accordance with fancied “signs” she be- 
lieved to come from supernatural sources. This personal 
trait lends interest to an antique belt of gold, set with 
rubies. Bernhardt considered this her “luck piece” and 
treasured it above all others. It was loaned for exhibit 
only and when the big fair closes it will be re- 
turned to her family. Her belief in the supernatural 
also caused her to refuse to wear imitation (“stage”) 
jewelry. Regardless of the part she played, she insisted 
upon wearing only genuine jewels and ornaments with 


THE JEWELERS’ CIRCULAR 
for October, 1934 


her costumes. Should visitors have seen her in her role 
of “Cleopatra”—said to be her best—they may recall 
another necklace she wore at that time. This is com- 
posed of 21 ancient Egyptian sacred scarabs and was pre- 
sented to Sarah by a Bishop of France. 

Not all pieces in the Bernhardt collection derive value 
from jewels and precious metals, there being some that 
sentiment alone has rendered priceless. One such neck- 
lace was made for her by monks of Jerusalem, who used 
pebbles from the River Jordan, instead of fine gems, as 
sets. Crosses are cut in each of the pebbles 

The noted American producer, David Belasco, gave 
his star another necklace in the collection. This is a 
Persian pendant of the 18th century, set with rubies 
and turquoise. 


Merchandise Market 


Ancient Porringers 


Currier & Roby, silversmiths, 217 E. Thirty-eighth Street, 
New York, have issued an attractive leaflet illustrating several 
reproductions of early American and European porringers. 
With the pictures is printed a brief review of the use and 
popularity of porringers during Colonial days here. 


New Waltham Clocks and Watch Movement 


The Waltham Watch Co. has developed a strong line of 
eight-day clocks, cased in very modern manner, with double 
main spring dual movements. There are three banjo clocks 
in this offering, which are weight driven. Included also are 
five new travel clocks. Last month the company introduced a 
new 4'4-ligne rectangular movement in the 15-jewel grade. 
This watch which has a sturdy baguette movement using mostly 
the well known 6'%-ligne material, is being attractively cased 
by wholesalers in cases of many companies. The dials are 
graceful and the watch will be boxed attractively and offered 
to the trade at popular prices. 


New Machinery Catalogue 


Leiman Bros., makers of jewelers’ machinery, 23 Walker St., 
with factory in Newark, N. J., have recently issued a new 
catalogue illustrating machinery, tools and work benches, for 
the use by the manufacturing jeweler, the dental laboratory, 
and light metal and novelty shops. 


Window Displays and Essay Contest for R. Wallace & Sons Mfg. Co’s 
Rose Point Pattern 


R. Wallace & Sons Mfg. Co., whose advertising in the leading 
class magazines for October is now appearing, are urging retail 
jewelers to arrange for a window display for the first week in 
October featuring the Rose Point pattern which is now being 
given national publicity. They suggest the jewelers take ad- 
vantage of the public interest in the subject of rose point lace, 
arrange for a rose point lace window display in addition to the 
Rose Point sterling pattern, and get old rose point possessions 
from some of the well known people of their locality. In con- 
nection with this the jewelers can tell their customers that the 
Wallace people have purchased from an internationally famous 
lace collection a magnificent rose point veil which is appraised 
at about $1,000 and that the veil is to be given to some young 
woman in December as an award for the best essay on the 
subject of “What Rose Point Means to Me.” A suggestion as 
to how such a window can be arranged for is being mailed to 
jewelers who display their Rose Point pattern in a window of 
this kind. 
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A Legitimate 
and 


Highly Specialized 


AUCTION 
SALES PLAN 


is now available to First Class 
American Jewelers, who desire to 
attain a common-sense financial 
status by liquidating—or who con- 


template retiring from business. 


Ability to secure successful re- 
sults which satisfy the merchant, his 
creditors and the public—without 
violating the Jewelers’ code or 
ethics—is the basis of our reputa- 


tion. 


References will be furnished that 
will convince you that this particu- 
lar firm of auctioneers are deserving 
of the prestige accorded them by 
Trust Companies and Courts as well 
as by leading wholesale and retail 


Jewelers. 


Correspondence Confidential 


HARRY D. EDWARDS.- 
ABE TENENBAUM 


Mercantile Executives 
and Auctioneers 


811 South Hauser Boulevard 
LOS ANGELES, CALIFORNIA 
Long Distance Phone 
Oregon 8878 
Write or wire us 


We guarantee results that cannot possibly be accom- 
plished otherwise—and we will come to see you at our 
expense—anywhere in America, 





A SAFE AUCTION 


The Jeweler’s Reputation Is Safeguarded When 
Johnston Conducts the Sale 


Why take a chance when I can sell 
any part of your store to your 
entire satisfaction. My method 
will liquidate your stock into 
ready cash. Don’t wait. 

Let me hear from you now in re- 
gard to your plans. 

Over 20 years of legitimate, suc- 
cessful selling; a Jeweler all my 
life. 

Complete stores bought and sold. 
All inquiries confidential. 





ry 


WM. N. JOHNSTON Office 


Write 
Wire 
Phone 


253 Orchard Street 


Jewelry Auctioneer Sharon, Pa. 











KNOWLEDGE of merchan- 
dise, ability, and years of ex- 
perience enable us to get 
dollar for dollar or better at 
auction for our clients. 
Write for full information 
and date. 


Auctioneer for Jewelers 
We specialize in disposing 


Se of jeweler’s own stock. 


EDWARD R. TYLER 


6237 Champlain Avenue CHICAGO 














AN INTRODUCTION TO 


APPLIED OPTICS 


Two volumes by L. C. Martin, Assistant Professor 
in Technical Optics, Imperial College of Science 
and Technology, London, Eng. 


PRICE $6.00 EACH VOLUME 


THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St. New York 





























The base of Nye’s Watch 
and Clock Oil is Porpoise 
Jaw Oil. There is no better 
starting point in the refining 
of fine Watch Oils. 


We 
supervise every operation 
from “fish to  finish”— 
that’s why Nye’s Oil is abso- 
lutely dependable. 
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WORKSEOPR NCOIES &. QUERIES 


EBLUING GUN BARRELS. “We have quite a 
number of people who want to have their revolvers 
reblued. Can you please advise us how best to go about 


this work? Any advice you may give us will be highly 
appreciated.” (Question No. 4894.) S. W. C. 


Answer—lIn regard to rebluing revolvers and guns, we 
do not believe it will be convenient for you to blue these 
articles. The most efficient method seems to be hot potas- 
sium nitrate mixture, which is melted in a crucible until 
the proper heat is obtained, then the parts are dipped in 
this until they turn blue, then removed and placed in cold 
water until the potassium nitrate dissolves off. This 
method is very good, but unless you have some method 
of testing the gun barrel, for instance, to see if it is 
warped, you might have considerable trouble. We would 
suggest that, if possible, you use a brown finish on the 
steel parts, which can be produced with a cold solution. 
The finish is excellent and is a good preservative on any 
steel work. This solution may be made up as follows: 


PRES Use Feet) ere eeO ae a eee 14 oz. 
*MUMetun@- Gf ThOtie ic. «5s crise cccenecc.d Be ee 
Corrosive Sublimate ...... ad 1% oz. 
Sweet Spirits of Nitre.... ies bare Sed ah 
ee ne 1 oz. 
log) OC: GE eae 
Warm Water .....6...6%. rere me. 


Dissolve the ingredients in the water and keep in a 
glass bottle. 

The gun barrel to be treated is cleaned with potash or 
soda to remove the grease, and all stains are then scoured 
off with fine emery paper, so that an even, bright surface 
is produced. The bore and vent of the barrel are closed 
by plugs of wood. 

The solution is then applied to the surface of the steel 
with a sponge and allowed to dry in the air for 24 hours, 
after which the loose rust should be rubbed off with a 
steel scratch brush. Now apply another coating and allow 
to dry in the same manner and then rub off with the 
scratch brush again. Finally wash off with boiling water, 
dry rapidly and wipe with boiled linseed cil or give a coat 
of lacquer. 


HITE FINISH. “I have seen some 10 per cent 
platinum jewelry that has a very white finish, while 
other 10 per cent jewelry looks yellow when compared 
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with former. Please tell me how platinum jewelry can be 
refinished to look very white. Is it in the way it is pol- 
ished and finished, or must there be plating done? If so, 
how to go about it.” (Question No. 4895.) <A. A. R. 


Answer—The 10 per cent platinum jewelry which you 
have observed with a very white finish is probably col- 
ored, or in other words, plated with a white finish. On 
the other hand, a skillful platinum worker will bring out 
a nice white finish on platinum jewelry simply by the way 
he finishes his work and engraves it. Some workmen are 
able to bright cut platinum, while other workmen may 
be fine engravers and still not be able to get the desired 
bright cut on work. Obviously platinum jewelry that is 
properly bright cut will have a much finer appearance. 
Assuming that your piece of platinum jewelry has been 
finished up properly by an experienced workman, it can 
be made to look still whiter if it is given a rhodium plate. 
A rhodium solution has been developed in the last few 
years and is far superior to any finish that has been used 
on platinum jewelry. You can obtain this solution and do 
the work yourself, or you can have it done by some of the 
trade shops. Any piece of platinum jewelry that has not 
been rhodium plated can certainly be improved as to color 
if it is given a flash in rhodium plating solution. 


EFINISHING WHITE GOLD JEWELRY. 
“Please advise us of the best method of refinishing 
white gold jewelry. Would you recommend white gold, 
rhodium or platinum plating? Does either of these plat- 
ings interfere with soldering after the article has once 


been plated?” (Question No. 4896.) C.S. & S. 


Answer—We would advise rhodium plating solution 
for refinishing your white gold jewelry. There has not 
been a white gold plating solution that was strictly first 
class as regards color. Platinum solutions have been used 
for many years, and we have given the formula in these 
columns many times. However, platinum solutions are 
hard to control, and the color certainly does not compare 
with rhodium when it is plated. Hard soldering of any 
description does not interfere with this rhodium plating 
process, but we do not recommend to attempt soft solder- 
ing with it. You can obtain the rhodium plating solutions 
by consulting THE JEWELERS’ CIRCULAR. 











Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
ewers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 








STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
lton Agency, 93 Nassau St., Cort. 


7392, New York. 


ALL AROUND watchmaker, jeweler, en- 
graver, stone setter; South preferred; 
at once; state wages. W. T. Lambert, 
1219 12th St., Augusta, Ga. 


WATCHMAKER, age 24, will desire posi- 
tion about November list; best of ref- 
erence furnished. Charles B. Gendell, 
149 North Duke St., Lancaster, Pa. 

















HUB CUTTER, designer, tool maker, now 
open for a position with a reliable firm. 
Address “A., 1984,” care Jewelers’ Cir- 
cular. 

ENGRAVER, manufacturing jeweler, 
platinum worker and stone setter; pre- 
fer retail store. Address “O., 1910,’ 
care Jewelers’ Circular. 














HIGH GRADE WATCHMAKER, 35, ex- 


cellent mechanic and front man. Ad- 
dress “X., 1932,” care Jewelers’ Cir- 
cular. 


WATCHMAKER, competent, experienced, 
take charge, sell, window trim; 36, 
American, dependable; anywhere. bl 
Swain, 704 Methvin, Longview, Texas. 


JEWELER, all around on hand-made 
platinum jewelry, foremanship ability, 
wishes position with reliable concern. 
—s *“B., 1798,’" care Jewelers’ Cir- 
cular. 











WATCHMAKER, age 26, technical train- 
ing, several years’ experience at bench; 
can wait on trade; will go anywhere; 
must be permanent. Address ‘“‘D., 1782,” 
care Jewelers’ Circular. 








Al WATCHMAKER, expert jeweler, dia- 
mond setter, clockmaker, trim win- 
dows, and some engraving; 39 years’ 
old; 19 years’ experience. Address ‘‘B., 
1850,’’ care Jewelers’ Circular. 





COMPETENT WATCHMAKER, 25 years’ 
experience, American, willing, ood 
engraver, plain jeweler, salesman; New 
England preferred; references. Address 
“O., 1834,” care Jewelers’ Circular. 





YOUNG LADY, 10 years’ experience in 
wholesale jewelry line, desires position 
in order and repair department. Ad- 
dress “H., 1992,” care Jewelers’ Circu- 
lar. 


FIRST CLASS WATCHMAKER, A-1 
mechanic, 20 years’ experience, desires 
position New York or vicinity; salary 





$25. Address “‘N., 1925,” care Jewel- 
ers’ Circular. 

WATCHMAKER, German, factory and 
high class store experience, accurate, 


fast and dependable, now employed, de- 
sires change. Address “A., 1903,” care 
Jewelers’ Circular. 








FIRST CLASS WATCHMAKER, | fine 
mechanic, is open for a permanent posi- 
tion; moderate salary; references. Ad- 
dress “Watchmaker,” Box 251, Silver 
Springs, N. Y 


POSITION WANTED by combination 
man, manufacturing jeweler, diamond 
setter and engraver, manufacturer of 
antique reproductions; best of refer- 
ences. J. R. Coldough, Ripley, Tenn. 


YOUNG LADY, knowledge of stenog- 
raphy, typewriting and assistant book- 
keeping; five years’ experience; refer- 
ences; conscientious worker. Address 
“G., 1899,” care Jewelers’ Circular. 


YOUNG MAN, Christian, 12 years’ sales 
experience and following, wholesale and 
retail, wishes to connect with reputable 
concern; highest references. Address 
“K., 1919,” care Jewelers’ Circular. 





WATCHMAKER, 17 years’ experience on 
all grades of watches and clocks; age 
36; will go anywhere; best of refer- 
ences. Address “D., 1958,” care Jewel- 
ers’ Circular. 





DESIGNER-CREATOR | desires 
tion; genuine or imitation line; 
est type novelty specialist; New 
only considered. Address “T., 
care Jewelers’ Circular. 


connec- 
high- 
York 
1929,” 





RETAIL JEWELRY SALESMAN, 
thoroughly competent and experienced 
desires connection with reliable con- 





cern; nominal salary. Address “W., 
1931,” care Jewelers’ Circular. 

WATCHMAKER, expert chronometers, 
repeaters, split-seconds, fine bracelets; 
store and factory experience; New 
York City preferred. Address ‘“M., 


1924,” care Jewelers’ Circular. 





ANSWER THIS if you can use an ag- 
gressive retail salesman _ possessing 
knowledge of watchmaking and _ en- 
graving ; New York or vicinity. Address 
“R., 1944,” care Jewelers’ Circular. 





HERE’S YOUR OPPORTUNITY to get a 
good salesman, one thoroughly capable 
complying with the customary require- 
ments of a jewelry store. Address “P., 
1942,” care Jewelers’ Circular. 





WATCHMAKER, 25 years’ experience; 
none better; married; moderate salary ; 
excellent on _ bracelet watches an 
baguettes ; will handle shop on percent- 
age. Write Box 971, Charlotte, N. C. 








POSITION AS WATCHMAKER;; | five 
years’ experience at bench and esti. 
mating repairs; age 25 years; refer. 
ence. Address “H.M.H., 417 Hillside 
Drive, Greensboro, N. C. 








DIAMOND SETTER, all types of setting, 
20 years’ experience with three well- 
known concerns; first class references ; 
will go anywhere. Address “P., 1975,” 
care Jewelers’ Circular. 





WATCHMAKER, first class workman; 
20 years’ experience on high grade 
Swiss and American wrist watches ; neat 
appearance; sales ability; reference, 
Robert Smith, Camden, Ala. 





YOUNG BOY, 18, watchmaker’s helper 
for three years; able to clean watches 
and clocks; New York or vicinity; ref- 
erences ; moderate salary. Address ‘E., 
1991,” care Jewelers’ Circular. 





BOOKKEEPER - STENOGRAPHER, ten 
years’ experience with jewelry trade; 
efficient, reliable; can take entire 
charge of office; excellent references. 
Anna Schear, 1751 Cropsey Ave., Brook- 


7 y 


wh, IN. % 





BOOKKEEPER-TYPIST, young woman, 
10 years’ varied experience in jewelry 
line, capable of taking full charge, 
manufacturing jewelers; excellent ref- 
erences. Address “D., 1713,” care 
Jewelers’ Circular. 





SALESMAN, 20 years’ experience, thor- 
ough knowledge of all details pertain- 
ing to the retail jewelry business; A-1 


references as to ability, honesty and 
character. Address “B., 1989,” care 
Jewelers’ Circular. 


YOUNG MAN, age 30, with 12 years’ ex- 
perience in all branches of _ credit 
jewelry business; willing to start at 
bottom, work himself up; go anywhere. 
— “R., 1928,” care Jewelers’ Cir- 
cular. 





SALESLADY wishes traveling position; 
jewelry store experience, selling and re- 
pairing, understands watches, jewelry, 
materials and tools; reference. Ad- 
ee 1913,” care Jewelers’ 
Circular. 





WATCHMAKER, ENGRAVER, salesman 
and stone setter, first class, 20 years’ 
experience, best stores; permanent 
position Middle or far West; railroad 
inspection 12 years. Address “H., 
1918,” care Jewelers’ Circular. 





RETAIL jewelry and diamond salesman, 
appraising, buying, expert work, long 
experience, fine Boston store; Ameri- 
can, Protestant ; best references ; 
modest salary; go anywhere. Address 
“O., 1926,” care Jewelers’ Circular. 





WATCHMAKER, 34 years old, 10 years’ 
experience on all kinds of watches, 
clocks and jewelry; consider repair end 
in jewelry store on commission basis; 
Bradley graduate. Harold Stevens, 321 
N. Normal St., Macomb, II]. 








MANAGER CREDIT STORE, age 31, 14 
years’ experience, thoroughly trained in 
every phase of credit jewelry business ; 
references; desires connection with re- 
liable concern; go anywhere. Address 
“P., 1927,” care Jewelers’ Circular. 





FIRST CLASS watchmaker-engraver, 
wants position; eastern Pennsylvania 
or New Jersey; Bowman Technical 
graduate, age 35; 12 years’ experience. 
= “B., 1954,” care Jewelers’ Cir- 
cular. 
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Local Retail Jewelry Code Authority 
for New York Metropolitan Area 
Lists Accomplishments for 
Half-Year Period 


Signalizing the completion of the first 
six months of its operation, the Local 
Retail Jewelry Code Authority for the 
Metropolitan District of New York, on 
Sept. 6 made public a record of its 
achievements during that period. A 
table, summarizing the type of complaints 
received, and the action taken and dis- 
position made, as given by the report, 


follows: 
2o o¢ 23 
gS 284 Ets 
Sf 4028 205 
ae EY, E888 
SS fis 3é¢ 
Type of Complaint SA ABS ABS 
Advertising, misleading. 200 100 75 
Appraisals ............ 100 100 90 
Auctions, questionable. . 11 14 2 
Department stores, viola- 
naecsccchewds 6 6 
Cn en 500 500 Indefinite 
Peeet CONGR cccccceces 3 (3 investi- 
gated) 
Rebuilt Watches ....... 5 2 
Watch Repairing ...... 1000 1000 950 


The report stated that “The Local 
Code Authority concentrated on the L. & 
C. Mayers & Co., Inc., complaint.” The 
final hearing on this complaint “was held 
July 6, 7 and 9 in New York. No de- 
cision has been made on classification of 
the firm or on its alleged violations of 
the Retail Jewelry Code.” 

The report describes with the methods 
employed in dealing with the various 
types of complaints, in some instances it 
being necessary to have recourse to the 
Magistrate’s Court of New York City, 
under the Shacknell Act (NRA Enabling 
Act for New York State) in order to 
obtain compliance. The final paragraph 
deals with the research pursued by the 
Local Code Authority toward a better co- 
ordination of the various codes affecting 
the retail jewelry trade, saying in part 
that “If this work is carried to a suc- 
cessful conclusion, it will result in having 
incorporated in all of the manufacturing 
and wholesaling codes, which affect the 
jewelry trade, substantially the same 
paragraphs as now, included in the Gen- 
eral Wholesale code and the Supple- 
mental Wholesale Jewelry Code to de- 
fine the terms “wholesaler or distributor,” 
“ultimate consumer” and “protection of 
the retailer.’ Coordination of the codes 
on the lines along which this Code Au- 
thority has advanced would result in giv- 
ing the retailers protection against the 
unfair competition of wholesalers, manu- 
facturers and importers.” 

The report was signed by the follow- 
ing members of the Local Code Author- 
ity: Warren D. Perry, chairman; Ken- 
neth I. Van Cott, chairman, Executive 
Committee; William Wagner, executive 
secretary, and Eliot P. Hirshberg, Sam- 
uel Feldman, H. Goldschmidt, George 
Korsunsky, L. J. Rad, Jacques Leroy, H. 
V. Paul, and Phineas Peters, and trans- 
mitted to William D. McNeil, chairman 
of the National Retail Jewelry Code 
Authority. 
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JAMES L. HAND 


**America’s Leading Jewelry 
Auctioneer”’ 


14 Maiden Lane, New York 
Telephone: Rector 2-0677 


Cable Address: Handsale, New York 


STRICTLY ETHICAL 
AUCTIONS 


CONDUCTED UNDER THE RETAIL JEWELRY CODE! 


A quick inexpensive way to raise cash or liquidate your entire stock. The 
legitimate “Hand Auction” will bring far better results than by selling 
in bulk. Your reputation well guarded. Known favorably by The Jewelry 
Trade Everywhere. Have conducted many auctions under supervision 
United States and Canadian Courts, for Banks, Trust Companies, Executors, 
Trustees, Receivers, Representative Jewelers and Members National Jewelers 
Board of Trade. No stock too large or too small! Experience! Ability! 
Results unequalled! 





q@ Free information on 
how to conduct an auc- 
tion under the Code. 
Write or wire. Cor- 
respondence confiden- 
tial. 


q Write for illustrated 
Book on Auctions ex- 
plaining ethical methods 
endorsed by jewelers 
everywhere. 
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RN NE OT RE ER Gi ee 


GEM-STONES 


By G. F. HERBERT SMITH 


An Interesting Authoritative Book 


Comprising 40 chapters and many diagrams, plates and 
tables by an outstanding authority. Over 300 pages. 


Here is a comprehensive book on 
GEM-STONES both for the Jeweler 
and the Connoisseur, written by an 
Assistant Secretary of the British Mu- 
seum, giving not only the character- 
istics of the various stones, but their 


histories and technologies. 


The present fourth edition is com- 


pletely up-to-date. It furnishes the 








jeweler and his clerks with a back- 


ground and appreciation of the various 





Bi Phage commercial stones that will make their 


including one or 
more chapters, cover: 





contacts with customers more effective. 





THE CHARACTERS OF GEM-STONES 
THE TECHNOLOGY OF GEM-STONES 
PRECIOUS STONES 
SEMI-PRECIOUS STONES 
ORNAMENTAL STONES 
ORGANIC PRODUCTS 





Price $3.00. Orders promptly filled. 


THE JEWELERS’ CIRCULAR 


239 W. 39th Street New York 
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